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Top Cars 


New-car registrations for six 
months, plus 35 states for July: 
1955 Pos. Make 1954 Pos. 

1—836,630 Chev. 760,161— 2 
2—818,398 
3—416,035 
4—373,719 
5—318,037 
6—290,351 
7—196,566 
8—158,974 
Lx 9— 92,458 
~ 10— 79,635 
Y11— 68,989 
- 122— 57,908 
13— 52,741 
| 14— 29,519 
~- 15— 26,152 
- i6— 17,171 
_li— 4,604 
18— 799 Kaiser 5,163—18 

23,176 Misc. 14,616 

Total All Makes 
3,861,862 3,067,345 
Further details on Page 42. 


Autumn Sales Up 
At Cost of Profits 


Cleanup Pressure 
Squeezes Dealers 


ens across the country are 
buying a late-summer boom in 
mew-car sales, according to field 
reports reaching AvuTomoTive News 
last week. 

On the basis of national spot- 
checks of the market, a notice- 
able surge in new-car sales devel- 
oped in the last half of August. 
In a parallel development, a sharp 
reduction in profits has been 


Plymouth 236,442— 4 
Olds. 216,535— 5 
Pontiac 195,538— 


Mercury 165,327— 
Dodge 85,061— : 
Chrysler 


Cadillac 
DeSoto 
Stude. 
Nash 
Packard 
Hudson 
Lincoln 
Willys 


59, oe7—10 
43,816—13 
52,420—11 
47,937—12 
24,155—14 
19,699—16 
21,364—15 
10,650—17 


Apparently, dealers are moving 
their tremendous overhang of new 
Cars at the expense of further 

- pruning of the already-narrow 
profit margin. 
~ * 


Sas dealers, who had figured 

Fe their net on each new car had 
reached an irreducible minimum, 
have found that blazing competi- 
tion has forced them to find new 
ways to slash delivered prices if 
they want to keep their cleanup 
rolling. 

Nearly every dealer contacted 

_ by Automotive News agreed that 
cost of selling cars right now 
is slicing profit to the bone—or 
beyond. “It’s a giveaway mad- 
house,” said an Eastern dealer. 
~ One dealer said publicly last 
> week: “Fortunately, I made enough 
on my increased volume in the first 
» half to take care of my full year’s 
overhead. I won't do any better 
, than break even on most of the ’55s 
I sell from here on out, and Il 
Probably take a beating on some, 
but at least Ill get out without 
* getting hurt.” 

On the basis of preliminary 
reports, new-car sales for August 
Passed the estimated July total of 
649.118 sales. 

This makes August the sixth 
month«in a row that new-car sales 
have topped 600,000. Never before 

(Continued on Page 4, Col. 1) 


Somerville Directs 
Plymouth Split 
‘T= task of developing separate- 
line Chrysler Corp. dealers was 
assigned Thursday to Robert C. 


_ Somerville, Dodge sales vice-presi- 
ba and former Plymouth sales 


Thiet, who shifted from 


“owas formally designated 
| director of markets by C. L, Jacob- 
son, Chrysler Corp. sales vice-pres- 
‘ident. Somerville’s staff wil] operate 
. (Continued on Page 53, Col. 3) 
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40,000 Dealers Get Senate Quiz; 


Files nae DEPT, 


NSPA Cites Parts-Monopoly Peril 


|Big Three Named 


Monroney Seeks 


First-Hand Data 


Staff Also Plans 
Visits with Retailers 


By William Ullman 
Washington Correspondent 
ASHINGTON. — The Senate 
Monroney subcommittee inves- 
tigating auto industry practices has 
moved into action again. 

Last week it began mailing to 
40,000 enfranchised dealers a ques- 
tionnaire on new-car bootlegging, 
phantom freight and territorial 
security. 

In addition, it was learned, a 
representative of the subcommit- 
tee will make spot checks in 
person with dealers around the 
country. 

A subcommittee spokesman told 
AvuTomotivE News that a “big re- 
turn” of replies is. hoped for since, 
if proper conclusions are to be 
reached, the dealers necessarily 
must cooperate. “The more, the 
better,” he stressed. 

+ 
— returned questionnaires do 
not have to be sign 
dealer’s identity known, 


would add strength to the canvass 
and would be appreciated. 

The subcommittee will not, 
said, under any circumstan 
reveal any names. That promise 
is stated at the bottom of the 
questionnaire. 

It has been understood for some 
time that Senator A. S. Mike Mon- 


Text 


Text of questionnaire being 
sent to dealers by Monroney sub- 
committee is on Page 51. 


ored staff contact with a select list 
of dealers throughout the country 
with a view to getting first-hand 
information. According to informed 
sources, that idea may be carried 
out this month. 

Members of the subcommittee 
are, in addition to Monroney, Sen- 
ator Strom Thurmond, South Caro- 
lina Democrat, and Senator Fred- 

(Continued on Page 51, Col. 1) 
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As Price-Setters 


Halfpenny Testifies 
At Trust Inquiry 


ASHINGTON.— The National 
Standard Parts Assn. charged 
before a congressional committee 
here last week that the Big Three 
controls the price of automotive 
parts and is attempting to create 


_|@ monopoly in the autometive serv- 


Woonsocket Auto Row After Figec 


National Guards 


mobile Row" of Wheat if » Be 


Pictured here is d@mtg 
that poured throug 
to overflow. (Story of Page 3.) 


Output T et 


the city when Hurriane Dik 


s on Social Street, ‘Auto- 
ngland’s disastrous floods. 
the eight-foot-high water 
oprential rains caused rivers 


First Time This ag 


By Maynard M..Gordon 
News Editor 
OR the first time this yeas car 
production last week fell 


ted 87,197 cars, comps 
in the same week 


AST week’s car Gutput was re- 
duced to 87,197 from the previ- 
ous week’s 129,587 by the ’55-model 
buildouts of Ford, Mercury and 


Inside Automotive News .. . 


“Trucks are hard to sell” is an old complaint 
that is effectively scuttled on Page 21. 


General Motors stages its own “world’s fair of 
power” in dazzling Chicago display. Page 4. 


How to diagnose th 


e strength of a dealership: 


Take a look at the used-car: lot..Page 19. 


Dealers in the East 


shovel out flood mud, fight 


way back into business. Page 3. 


New-car, truck registrations and 


new-car prices, Page 42. Used-car 


auctions, Pages 6, 34. Production by makes, Page 58. 


Plymouth. Remaining on the idle 
list last week were Chrysler, Dodge, 
DeSoto, Hudson, Nash and 
Packard. 

This left the General Motors divi- 
sions with Lincoln and Studebaker 
as the only active producers in the 
opening days of September. 


The GM divisions were rolling 
(Continued on Page 53, Col. 1) 


ice replacement market. 

These allegations were made by 
Harold T. Halfpenny, the associa- 
tion’s counsel, in testimony before 
a Senate judiciary (antitrust) sub- 
committee currently studying dis- 
tribution problems. Halfpenny said 
the organization represents 350 
parts manufacturers and 2,500 au- 
tomotive wholesalers. 

Halfpenny contended the Big 
Three “sets and establishes the 

price for almost every automo- 
tive part and replacement that is 
manufactured or sold. 

“No independent successfully can 
price his product higher than the 
three major car manufacturers, un- 
der the risk of being put out of 
business competitively. No one in 
the automotive replacement indus- 
try has any incentive to price his 
product lower, since, no matter how 
low the price, there igs no oppor- 
tunity to capture any significant 
portion of the automotive replace- 
ment market, presently under the 
control and domination of the three 
major car manufacturers.” 

* - a 


HE witness said the car makers 
control the parts after-market 
(Continued on Page 50, Col. 3) 


Toning Down the Rainbow. . . 


Softer Colors for °56s 


By Joseph M. Callahan 
Staff Writer 
OLORS on the 1956 cars will be 
softer, more refined and more 
varied, according to several leading 
auto stylists and paint company 


to annoy. But you can’t go back to 
the solid, somber colors, ever. We 
must seek out something different, 
but not so loud. The public found 
many colors too gaudy to wear well 

—something is needed now that 
will be more _ wearable.” 


7s color men were quite unani- 
mous in these conclusions: 

1. More than ever before it is 
the public that will decide the pop- 
ular colors in 1956, with the manu- 
facturers tentatively offering colors 
and combinations and hoping they 
will titillate the public appetite. 

For this reason the paint experts 
will be closely studying which colors 
are being demanded, particularly in 
the early months of the model year. 

2. There is little that 
the 1956s will see any surprising 


colors—largely 
the tasteful ne teee have been 
exhausted. One spekesman said, 

“Freshness is passing.” 

3. Three-tones will probably not 
be any more plentiful than they 
were in 1955. 

Most of the auto makers reported 


that there would be a much wider 
(Continued on Page 49, Col. 1) 


Brief Strike Ends 
As eler Si 
3-Year UAW Pact 


HRYSLER CORP. and the 

UAW-CIO agreed Thursday on 
a new three-year contract pat- 
terned after the General Motors 
and Ford settlements. 

The agreement was reached six 
hours after the Chrysler contract 
terminated and quickly ended a 
strike by the corporation’s 139,000 
unionized workers. 

Meanwhile, negotiations between 
American Motors and the UAW 
continued with several major is- 
sues still unresolved, as AvTomo- 
tive News went to press. 


Final settlement of the Chrys- 


ler pact was based on a major 
(Continued on Page 50, Col. 1) 





Tae Te 


ere 


2 


AUTOMOTIVE NEWS, SEPTEMBER 5, 1955 





Auto Makers Seek to Head 


Off Lawmakers... 





Safety Race in Full Swing 


RACE is on between lawmak- 

ers and auto manufacturers to 
bring about, either voluntarily or 
by law, the addition of safety equip- 
ment to the nation’s cars. It is a 
race on which the motorist cannot 
lose. 

As a swelling tide of criticism 
rolls in from public officials, 
safety experts and medical men, 
demanding devices to arrest the 
nation’s mounting traffic toll, the 
auto industry is scrambling to 
bring forward its latest safety 
improvements. 

General Motors, Ford Motor Co., 
Chrysler Corp. and Studebaker 

have joined in the growing move 
to emphasize newly developed 
safety features. 
* 

ENERAL MOTORS has re- 

vealed that all of its makes are 
currently coming off the line with 
a new safety door lock devised by 
Fisher Body. The first production 
installation was made in May, ac- 
cording to James E. Goodman, 
Fisher Body general manager. 

The lock consists of a flange on 
the door portion of the locking 
mechanism that overlaps another 

flange on the striker mounted on 
the body pillar. This overlapping, 
Goodman says, prevents disengage- 
ment of the door lock from the 
striker, thereby preventing the 
door from opening even under 
severe driving impacts. 

With the doors kept closed, the 
motorist cannot be thrown out 
of the car during an accident, 
and additional support is given 
the roof structure in case the car 
turns over. 

Studebaker was first to publicize 
the fact that its 1956 models will be 
equipped with door safety locks. 

Chrysler Corp. has announced a 
new “lifeguard” door for its 1956 
models which provides the same 
type of protection on Plymouths, 
Dodges, DeSotos, Chryslers and 
Imperials. 

In addition, all Chrysler - made 
cars will offer seat belts as optional 
equipment. i 


* + 
N ANNOUNCING the 1956 Lin- 


coln, Ford listed a number of 
safety features including a shatter- 
resistant mirror, 


coated dash to 





Preparing for the Press— 


At its press preview of 1956 models, 
Chrysler Corp. will display safety features 
incorporated in the new cars. A new 
safety door latch and optional safety belts 
will be among them. Here, Roy C. Haeus- 
ler, Chrysler automotive safety engineer, 
watches the installation of front seat belts 
on a ‘56 model. 

* * + 
reduce glare and safety locks. The 
latter feature, and optional safety 
belts, at least, will be on the ’56 
Ford and Mercury as well. 

Ford’s interest in safety is fur- 
ther reflected in its National Safety 
Forum and Crash Demonstration 
which will attract about 100 traffic 
safety and crash injury specialists 
from all parts of the U.S. and 
Canada to Dearborn on Sept. 7-8. 

At the forum, the specialists 
will exchange research informa- 
tion and hear a report on Ford’s 
crash-injury program. During the 
first. day, panel reports will be 
made by three authorities in 
safety work. 

John O. Moore, Cornell University 
medical college’s director of auto- 
motive crash injury research, will 
answer questions based on the 
extensive data collected by his 
study group. 

Col. John P. Stapp, Air Force 
scientist who rode a jet-driven sled 
632 miles an hour and _ stopped 





Convention Bathed in Optimism . . . 





Rosy Glow Over Kentucky 


HARDIN, Ky.— Optimism over 
the sales outlook ran rampant 
through the three-day convention 
of the Kentucky Automobile Deal- 
ers Assn. here last week. 

Among speakers who embroid- 
ered on this theme were Frederick 
Jd. Bell, executive vice-president 
of NADA; Karl M. Richards, 
manager of the field service 
department of the Automobile 
Manufacturers Assn.; Glenn 
Nixon, of NADA, and Dr. Charles 
E. Irvin, of Michigan State Uni- 
versity. 

Bell noted that the rate of in- 
crease of auto ownership in Ken- 
tucky surpassed the phenomenal 
growth for the U.S. as a whole. 
Since 1945, Bell said, overall U.S. 
registrations have climbed 88 per- 
cent. 

In Kentucky, he said, car regis- 
trations have gained 114 percent 
and commercial registrations have 
gone up 154 percent. 

Richards, in his talk, cited three 
factors which he said created the 
present peak demand: 

1. The increase in population 
from 132 million in 1940 to 165 
million now, with a prospect of a 
further increase to 190 million by 
1965. 


2. The shift to the suburbs, which 
has been an important factor in 
doubling the number of two-car 
families since 1947. 

3. The increase in average con- 
sumer income, which has doubled 
the number of car owners since 
World War II. 

Irvin, in looking ahead, predicted 
that by 1965 there would be 68 mil- 
lion cars and 13 million trucks and 
buses registered, an increase of 
nearly 40 percent over totals now 
registered. 

Nixon said that if the U.S. high- 


way system is given its needed 
expansion, the potential output of 
new cars in the next decade could 
be moved up 25 percent. 

In other convention business it 
was noted that the number of deal- 
ers in Kentucky was increased from 
527 in 1945 to 797 in 1954. Employ- 
ment in auto sales and servicing in 
the same period moved up from 
17,688 to 27,000. 

No resolutions were passed by 
the convention. New ofiicers will be 
elected next April. 


within 1% seconds, will discuss the 

amount of deceleration a human 

can stand when properly restrained. 
* + * 


A L. HAYNES, engineer who 
* has directed much of Ford’s 
pioneer crash-research work, will 
discyss energy-absorbing forces at 
work in a car during an accident. 

On the second day of the forum, 
four 1955 Fords will be crashed to 
demonstrate some of the field tests 
the company applies to new safety 
devices. 

Despite this industry activity, 
backed up by a variety of safety 
devices marketed by accessory 
producers, criticism is on the 
increase. 

Robert T. Strong, presidéht'6f the 
San Diego Traffic Safety Council, 
has announced that a state law is 
being sought requiring safety belts 
on all new cars sold in California. 

If adopted, the law would be the 
first in the nation, although Illi- 
nois has enacted a measure that 
requires all new cars to be equipped 
to take safety belts. 

~ * a 

AST week, Minnesota’s Gov. 

Orville Freeman accused auto 
manufacturers of irresponsibility in 
matters of safety. He told the Min- 
nesota Safety Council that the next 

Legislature will be asked to con- 
sider making additional safety 
devices mandatory on new cars. 

“If one percent as much thought 
and study were given to safety as 
car manufacturers now devote to 
style and power and color combina- 





Chrysler, Ford Support 
Auto Crash Research 


DETROIT.—Chrysler and Ford 
have announced grants of $200,000 
each to Cornel] University for 
expansion of the automotive 
crash research program centered 
at the Cornell Medical College, 
New York. 

Major purposes of the Cornell 
research are (1) to obtain scien- 
tifically meaningful information 
on what happens to the occupants 
of motor vehicles at the time of 
an actual crash on the highway, 
and (2) to determine whether 
there are definite correlations be- 
tween particular patterns of in- 
juries and vehicular design. 





tions,” he said, “it would save thou- 
sands of lives.” 

His opinion is shared by Bernard 
R. Caldwell, California Highway 
Patrol commissioner, who has ac- 
cused the auto industry of being 
at least partly responsible for the 
“mass murder on our highways.” 

“The motor car manufactur- 
ers,” he stated, “are turning out 
their cars with high horsepower, 
without giving a thought to safety 
instructions to purchasers of their 
cars or pointing out the dangers 
of the horsepower harnessed un- 
der the hood.” 

He attacked the dressing up of 
cars with fancy hood ornaments 
and “eyebrows” over the headlights 
as the addition of “murder weap- 
ons” to the vehicles. 





Hail Loads Montana Service Shops— 
Automobiles like this, wrecked by disastrous hailstorm in Billings, Mont., and the 


surrounding creas, are keeping service 
chunks of ice damaged about 6,000 cars 


shops working overtime. Baseball-size 
with losses estimated at $600,000. Total 


damage in the city exceeded $5 million, insurance adjusters estimate. 





Crunching Out Safety Information— 

A 160-pound “block body” is released by George Castle, Ford safety research 
technician, into a steering wheel in a test to determine how much energy the wheel 
con absorb before failure. Wheels designed after such tests will be used on the ‘56 
Lincoln, Ford has announced. The company's safety research data will be presented 


during its National Safety Forum and Crash Demonstration Sept. 7-8 at Dearborn. 





How Chrysler Is Gearing 
To Back Up Dealers 


By Robert M. Finlay 
Editorial Director 

_ story of how Chrysler Divi- 

sion reorganized and expanded 
sales services to its 3,100 dealers to 
match expanded 
productive capac- 
ity was revealed 
last week by Clare 
E. Briggs, vice- 
president in 
charge of sales. 

Briggs, a_ vet- 
eran of 32 years 
in the auto indus- 
try, said he was 
— to the 
task of reorgani- 

Clare E. Brises = vation und . ra 
mandate from Ed C. Quinn, presi- 
dent of Chrysler division, to: 

1. Build an organization dedi- 
cated to the task of working with 
dealers. 

2. Provide dealers with the serv- 
ices of professionals who would be 
on the spot to help when needed. 

3. Look ahead in sales (one, five 
and ten-year programs), and take 
dealers into the factory confidence 
on these programs. 

* - 





* 


= entire factory field staff of 
300 men has been called into 
Detroit for meetings Sept. 7-9 to 
be briefed on the programs and to 
learn their roles in carrying them 
out. 

Since the first of the year the 
division has activated 20 new de- 


Business 
Barometer 


Auto Production — 103,159 cars, 
trucks in week vs. 108,795 year before. 

Business Failures — 180 in week 
vs. 184 year earlier. 

Department Store Sales—Up 6 
percent in week from year before. 

Freight Carloadings — 780,863 
cars in week, up 102,239 cars from 
1954, 

Jobless Claims—971,400 in week 
vs. 1,716,000 year earlier. 

New-Car Sales — 3,861,862 in 
1955 to date vs. 3,067,345 year be- 
fore. 

New-Truck Sales — 474,061 in 
1955 to date vs. 463,966 year ago. 

Soft-Coal Output — 9.48 million 
tons estimated for week vs. 7.64 mil- 
lion tons year earlier. 

Steel Output — 93.8 percent of 
capacity estimated for week vs. 64 
percent year before. 

Treasury Bills—2.088 percent per 
year discount vs. 1.875 week ago. 

Used-Car Prices—$769 in August 
vs. $789 in July. 

“£2 


Common Stocks 
Aug. Aug. 
31 24 
9% 9% 
87Y%, 86%, 92% 66% 
127% 128 138 89% 
3% 3% 5 2% 
9% 9% 15% 9 


47.57 47.32 


1955 


High Low 
Am. Motors 13% 9 


Chrysler 


Average 








partments in the national sales 
structure. 

“And every one of them,” said 
Briggs, “is dedicated to only one 
purpose—vigorous, on-the-scene as- 
sistance to dealers in selling Chrys- 
ler and Imperial automobiles.” 

On the belief that the auto busi- 
ness is becoming more specialized 
every day, Briggs has added more 
than 50 seasoned professionals in 
various fields in the last six 
months. 

* * * 

ONE side of the executive 
line of sales organization, Chrys- 
ler has set up a group of depart- 
ments designed to provide programs 
in support of the dealers. On the 
other side are departments designed 
to gather the information on how 
the programs and the men are 

working out. 

The national sales organization 
meets the dealer on the district 
manager level. Each district man- 
ager works with 25 to 30 dealers. 

Behind the district manager, 
ready to be called in by him to 
assist the dealer, are specialists 
in business management, used 
cars, retail sales, fleet sales, Im- 
perial sales. 

A clear line of authority has been 
set forth, said Briggs, so that each 
executive knows his responsibili- 


ties and has elbow room in which - 


to act. 

Each executive is provided with 
a description of his job and his 
goals. Every six months he is in- 
formed as to how he is doing, good 
or bad, and his chances for promo- 
tion. 

* * * 
mace said that every new plan 
and program of sales assistance 
will be pre-tested among a small 
group of dealers before it is made 


| national. 


“Once we know a new retail- 
ing concept will work,” Briggs 
said, “we take it to our dealers 
in person, selling them solidly on 
the idea, and then helping them 
carry out the program.” 

Here’s the lineup of the sales 

organization: 

Briggs; E. M. Braden, general 
sales manager; C. P. Noonan, sales 
manager; M. J. Harris, assistant 
sales manager in charge of field 
operations. 


The four divisional sales man- 
(Continued on Page 51, Col. 2) 


Md. Enforces Ban 
On Sunday Sales 


ANNAPOLIS, Md. — County po- 
lice have arrested two automobile 
dealers in their crackdown on deal- 
ers who reportedly are selling on 
Sunday in violation of Maryland’s 
blue law. 

Charges have been placed against 
Edward G. Harris, vice-president 
of Abraham Chevrolet Corp., Silver 
Spring, and Philip Lustine of Lus- 
tine-Nicholson Motor Co. (Chevro- 
let), Hyattsville. Harris’ arrest fol- 
lowed a warning from the state’s 
attorney and police to about 10 
dealers in Montgomery County 
(Silver Spring) reported to be oper- 
ating on Sunday. 
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Damaged Cars a Problem... 


Flooded-Out Dealers 


Dealers tell me 


By John 0. Munn 


PROMINENT man in this trade 

recently observed that dealer 
morale, the lowest ever, stems from 
dealers’ mistrust of each other, 
based largely on the belief that the 
big manufacturers have abandoned 
completely the quality dealer pro- 
gram. He also believes that bad 
advertising is responsible for more 
loss in our trade than any other 
cause. 

Why do we have bad advertis- 
ing? Who is responsible for it? 
Manufacturers in other indus- 
tries give their dealers an adver- 
tising allowance. But with our 
trade it has been the habit and 
custom for manufacturers to bill 
dealers’ advertising cost with 
each car. That advertising is con- 
trolled, in fact if not in theory, 
by the respective factories. 


So there is no one to blame but 
the factories for the razzle, dazzle 
advertising that puts dealers into a 
tailspin while the factories reap 
the profits. 

One must remember that all fac- 
tories, automobile and other lines 
of manufactured goods, use adver- 
tising to sell products. The concern 
of automobile manufacturers is to 
sell their product so effectively that 
their cars will move through any 
outlet. The advertising policy of 
any retailer is to build public ac- 
ceptance for his institution so that 
he can sell the maximum volume of 
the product through his outlet at 
a profit. You see the policies are 
directly opposite and no wonder 
there always has been a clash. 

* * * 


Factory Blitz Ads 


HE manufacturer’s control of 

this dealer advertising fund has 
worked much to the disadvantage 
of the dealer in our trade. No one 
can criticize the use that the fac- 
tory makes of its own advertising 
appropriation. The factories do a 
wonderful job. We are all for it. 
We want the product laid on our 
floors with a maximum degree of 
consumer acceptance. 

Consumer acceptance is the re- 
sult of the various factories adver- 
tising their product in competition 
with other makes. But now, when 
dealers’ sales costs need to be so 
carefully scrutinized, isn’t it time 
to give more consideration to that 
part of the dealer’s advertising 
appropriation that he spends locally 
on his own initiative? 

The price hysteria that has af- 
fected this trade, that has brought 
merchandising to such a low level, 
was inspired originally by factory- 
influenced blitz advertising of 1953. 
The same is true with the $500 dis- 
count offered on brand new models 
the first of this year. 

Dealers tell me that it is fac- 
tory inspiration because the same 
amount of discount and the same 
type of ads appeared for the 
same line in many, many sec- 
tions of the country at the same 
time. 

But let’s not be too disturbed 
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about factories charging us for 
advertising and inspiring the type 
of cooperative advertising. We 
might win the battle by insisting 
they desist but we could lose the 
war. 

A factory advertising charge is 
just like a cut in dealers’ discount. 


Obviously any factory has the right | 


to change the discount rate. So let’s 
realize there is a rightful differ- 
ence between the advertising poli- 
cies and purposes of any manufac- 
turer and any retailer. 

of x + 


Present Customer Best 
oe get down to the advertis- 


ing that a dealer does on his} 
own initiative. Aren’t we directing | © 


too much sales and advertising 
effort on the prospect? The pros- 
pect is everybody’s target — the 
wheel-and-deal boys as well as the 


service dealer. The present intense | 
competition has brought brand loy- | 
alties to a low ebb. Manufacturers’ | 


claims are much the same. 

The so-called prospect is a sitting 
duck in the hands of the pressure 
salesmen employed by the price 
cutter. Many of these salesmen are 
high calibre, 
draw big money for their ability to 





energetic men who/'! 


switch the loyalty of prospects | 
from their favorite makes or from | 


their preferred dealer. 

In the past, and even under 
present conditions as well as in 
the future, some things remain 
true. One of these is the fact that 
the best prospect for a new car, 
@ used-car or service is your 
present customer. Perhaps 
difficult to believe it today. But 
it is more true than ever before 
and tomorrow it will be just as 
valid. 

Recent conditions certainly sug- 
gest that the big problem now is to 
cultivate for ourselves customer 
loyalty. It is far less expensive to 


hold present customers than to)! 


compete for new ones. 

Customers are kept, first of all, 
by treating them right and then by 
use of direct-by-mail or local news- 
papers to tell them about your poli- 
cies and methods that assure their 
satisfaction in ownership. 

By telling your story of the value 
of your dealership in terms of 
owner benefit you automatically 
get the invaluable word-of-mouth 
advertising by the well-sold, 
friendly and understanding cus- 
tomers to people whom they con- 
tact and influence. 

2 * os 


Direct-Mail Effective 


I SAY local newspaper advertising 

or direct-mail because the only 
advertising that can help the indi- 
vidual dealer sell his share of the 
market profitably is that which can 
be applied locally. 

The automobile dealer is the only 
merchant for whom the state pro- 
vides a list of prospects by virtue 
of the registration necessity. With 
the use of this list a dealer pre- 
selects his audience and concen- 
trates where the selling potential 
is the highest. 

It makes it possible for him to 
tell his own particular story as to 
why he is qualified to deliver what 
the prospect really buys—satisfac- 


tory miles of transportation. He | 


talks in their own language about 
the cars he sells and how he pro- 
vides the service they need. 

A local postman, who is a 
friend of his customers, delivers 
the messages, and while a post- 
man isn’t Santa Claus, one may 
gather that opinion by observing 
the anticipation of the people on 
his route when he calls. 

Such letters, if they appear per- 
sonal enough, have much weight. 
They can build much preference to 
do business with the given dealer. 

Such dealer advertising secures 
many good leads from friendly, 
understanding people who are pre- 
disposed in advance to do business 
with you. They supply sales cover- 
age where time and distance make 
personal contacts economically un- 
feasible. They can soften sales 
(See DEALERS TELL ME, Page 6, Col. 1) 


Sat | Selling Safety to Teenagers— 








Finance Profit Limit 


Is Upheld in Ohio 


COLUMBUS, O.—A Common 
Pleas Court has upheld a law 
which limits to 2 percent the 
amount that finance companies 
may pay a dealer for installment 
paper held on an automobile or 
appliance. 

The decision came in a suit 
brought by Glenn C. Teegardin 
(Lincoln-Mercury), Troy, O., who 
asked for a declaratory judgment 
and an injunction to prevent 
state officials from enforcing the 
law. 

The action named as defend- 
ants the members of the Motor 
Vehicle Dealers’ and Salesmen’s 
License Board, S. O. Linzell, high- 
way director, and C. William 
O'Neill, attorney general. It was 
said that. similar laws had been 
upset. in. Indiana and upheld in 
Wisconsin. 








“Everything is ready,” 





Stage a Comeback 


S HIGH water receded and some 
semblance of order was re- 

stored to the six flood-mauled east- 
ern states last week, three things 
became of prime importance to 
new-car dealers in the area: 

1. Assessing the damage. 

2. Getting back in operation. 

38. Determining what to do 
about the appearance of flood- 
damaged cars on the market. 

Offers of help poured in from all 
quarters and from all levels as 
businessmen in the disaster-ridden 


signal the sponsors and cast of “Bandstand Matinee” as 


they prepare to launch the new teenagers’ show over Chicago station WGN-TV. A 
series of safe-driving features are used on the show as a public service by the 
station in cooperation with the Chicago Auto Trade Assn., Illinois Secretary of 
State's office, National Safety Council and the Chicago Motor Club. From left, are 
Jomes E. Bulger, CMC vice-president; Cindy Sullivan, teenager; Gen. George C. 
Stewart; NSC general manager; Edward L. Cleary, CATA executive vice-president; 
Jim Lounsbury, program emcee; Joseph J. Cavanagh, CMC executive vice-president; 
Charles F. Carpentier, secretary of state; Frank P. Schreiber, WGN manager, and 


Bob Swanson, teenager. 


Spree of 55 Cleanup Ads 
Continues Dizzy Whirl 


By W. C. Lockwood 
Staff Writer 


DETROIT.—The cleanup adver- 
tising spree is roaring on with 
mounting intensity and apparently 
very little inclination on the part of 
dealers to swim against the stream 


ELWARD 
TOPS 'EM ALL 


with a 


FREE TRIP 
TO THE MOON 


With each 


NEW DODGE 
Purchased 


We still sell new cars on 2 per- 
feetly legitimate basis for those of you 
who still prefer to do business that way. 





MOTORS LTD. 
DODGE - DE SOTO DEALERS 


KE. 3585 


Can You Top This?— 








as new-model introduction dates 
come nearer and nearer. ; 

In Chicago, Loeber Pontiac has 
offered a “free trip to Paris” with 
all expenses paid for “one glorious 


week” with the purchase of a new 
Pontiac. 


The advertisement said: “You 
don’t have to buy a $6,000 car... 
$4,000 car . . . $3,000 car or even a 
$2,500 car.” The ad, in an insert, 
spotlighted a “brand new ’55 Pon- 
tiac” at $2,295. It was a “fully 
equipped two door with radio, 
heater, turn signals, backup lights, 
V-8 180 horsepower motor.” Loeber 
added: “You can still get the 
world’s highest tradein on your old 
car.” 

In Portland, Ore., Lee Cosart 
(Dodge-Plymouth), which spon- 
sors the radio broadcasts of the 
Portland Beavers of the Pacific 
Coast League, has advertised a 
we'll fly you back to the ball 
games” roundtrip plane ticket to 
the World Series with every 
new Dodge purchased. The offer 
was limited to eight days. 
Another Portland Dodge - Plym- 

outh dealer, Joe Fisher, advertised: 
“T will put you in a new Dodge for 
$39.10 per month; in a new Plym- 
outh for $29.10 per month—four 
years to pay!” 

Fisher said it had “two solid 
blocks of new cars” but declared 
the offer would end today (Sept. 5). 

In Philadelphia, Davis Buick in- 
vited customers to “buy now at our 
cost.” The advertisement continued: 
“Frankly, we are overstocked with 
1955 Buicks and we must dispose of 


Attention-getting advertising gimmicks|them before the 1956 models ar- 
have assumed such fantastic proportions | rive. We are sincere in making this 
in Toronto that Elward Motors Ltd. (Dodge-| offer. You will receive the same 


DeSoto), decided to “top ‘em all.” 


(Continued on Page 7, Col. 3) 


towns struggled to get back on 
their feet. 
* * 

HERE was still no actual esti- 

mate as to the total number of 

cars lost or damaged in the angry 
waters and slithering silt. Prob- 
lems of more immediate concern 
were getting attention first. 

Some auto dealers, who feared 
at first that they had lost every- 
thing, have found that a good 
part of their heavy equipment 
can be salvaged. Others have dis- 
covered that buildings were not 
damaged as extensively as had 
been feared at first. 

A few dealerships had all hands 
scraping up mud and sand over the 

week-end to get their service de- 
partments operating quickly. 

Getting back into business was 
the important thing. One newspa- 
per reported that a dealer in 
Naugatuck, Conn., with his dealer- 
ship and used-car lot completely 
ruined, had shifted operations to 
his house. 

cd * 
Be yee paper quoted him as say- 
ing: “My salesmen are on the 
| road, and I’ve got new cars coming 
in. We managed to save about 30 
new autos that were on high 
ground. 

“Ym having the used-car lot 
regraded and I'll have a frame 
office building up in a few days. 


as before but at least I'll be oper- 
ating.” 
| In Woonsocket, R. I., Siegel Mo- 
| tors, Inc. (Oldsmobile) offered free 
|rides or “loaner” cars to persons 
stranded by flood damage to their 


| Things won’t be quite the same 


» | own cars. 
| Automotive 


suppliers promised 
same-day service on orders for 
parts and supplies. 

* * 


N PENNSYLVANIA, the truck- 
ing industry drew special praise 

from Gov. George H. Leader for 
furnishing all-out assistance to 
stricken areas. 

Tank trucks hauled water, mov- 
ing vans hauled furnishings from 
damaged dwellings, dump trucks 
hauled away debris and regular 
trucks helped move emergency 
bridge sections to get highways 
back in operation. 

Dealer associations stepped 
quickly into the breech to help 
assess damages and get dealers 
going again. 

The Connecticut Automotive 
Trades Assn., for example, offered 
a free supply of NADA books, or- 
der and invoice forms and warranty 
forms to any dealer whose office 
was washed away or flooded. 

The CATA also sent a question- 
naire to be answered by all flood 
victims, asking for factual reports 
of flood losses. 

* * ok 
“OTH the State and the Federal 
agencies are asking us for fac- 
(Continued on Page 6, Col. 1) 








Colors Come Home— 


Col. Sam Marcus, left, returns the flags 
carried in World War Il by the 30Ist 
Ordnance Regiment to Joe Marsh, presi- 
dent of the Denver Automobile Dealers 
Assn. The dealers presented the colors 
in 1942 to the unit which was made up 
of 3,000 mechanics from six Western 
states. Marcus, now president of the Col- 
orado Automobile Dealers Assn., com- 
manded the regiment. Marsh held the 
rank of colonel in another outfit. 


\ 





Pore ate 


2 sada REE ate 


Bibinsingien bench sabes es. 
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Sees Threat to Economy .. . 


Banker Rips Easy Auto Financing 


MADISON, Wis.—Long-term au- 
tomobile financing has created a 
situation which “is not sound or 
healthy for our economy or for 
banking,” Walter B. French, dep- 
uty manager of the American 


French said, now owe $12.5 bil- 
lion on their automobiles, ac- 
counting for over 50 percent of 
all installment credit outstanding. 

According to French, recent de- 
velopments tend to aggravate the 


Bankers Assn., told the School of| problem and as a result are caus- 


Banking at the University of Wis- 
consin. 


The nation’s car owners, 
* * * 


OF ALL CARS 


have some debt 
outstanding 


‘Auto Sales Picture Bright— 


are owned free and clear of any debt 


ing some concern. He included the 
following: 


1. Easier automobile financing 
* * * 









gy * rt 
ko tpi tas 





The automobile replacement market has an immense potential, with two-thirds of 
all cars on the road today at least four years old, according to the American Finance 
Conference. Since 70 percent of all cars are debt-free, owners can trade them for 


later models. 


Profits Vanish as Cleanup 
Booms Autumn Car Sales 


(Continued from Page 1) 


in the history of the industry has 
new-car retailing set such a blister- 


ing pace. 
+. - = 


4 peta report they have 
resorted to drastic sales meth- 
ods for another reason: Sales pres- 
sure from the factory continues 
unabated into the cleanup season. 
One deajJer in the upper midwest 
reported: “There is considerable 
pressure already developing on 1956 
cars.” 

A dealer in the south said he 


°56-Model March 
Under Way Early 


As Lincoln Bows 


ae ananIr display next week 
of Lincoln, first of the ’56s, has 
focussed attention on the earliest 
new-model parade in 15 years. Lin- 
coln prices are to be announced 
just before the dealer introduc- 
tions Sept. 14 in the Midwest and 
Sept. 16 elsewhere. 

According to reports along 
Auto Row, about half of the rest 
of the ’56 models will debut dur- 
ing October, when the crush of 
new’ arrivals will be thickest. 

Two more makes will be an- 
nounced this month and the bal- 
ance during November, with per- 
haps an arrival or two in December. 

However, reports from Topeka, 
Kans., indicate that Dodge will 
first unveil its new models tomor- 
row (Sept. 6)—for dealers’ eyes 
only. 

* * * 
eae. it was learned, will be the 
first of several such showings 
to Dodge dealers in various parts 
of the country. 

John P. Mansfield, Plymouth 
president, gave a clue to his make’s 
public introduction date when he 
told newsmen that prices on the 
66 line would be announced Oct. 
21. 


Press preview dates have been 
set by Mercury for Sept. 9; Chrys- 
ler Corp., Sept. 12; Ford, Sept. 13; 
Buick, Sept. 21, and Studebaker- 
Packard, Sept. 28, the first joint 
premiere since the S-P merger. 
International plans a Sept. 14 
press preview of its ’56 line of 
trucks. 


American Motors Corp. also has 
announced a joint Hudson, Nash 
and Rambler press preview, Oct. 10- 
11 at Wisconsin Proving Grounds, 
Burlington, Wis. 

Ford Motor Co.’s revived Conti- 
nental, the Mark II, will be intro- 
duced sometime in October. 


didn’t mind competing dealers 
cutting prices, but that ADVER- 
TISED “price cuts are terrific.” 
One result of this, he said, has 
been a virtual ending to boot- 
legging. 

“New-car dealers are cutting 
new-car prices so much,” he said, 
“that the used-car operator can’t 
compete (on current models).” 


One Western dealer said the situ- 
ation which finds dealers “buying” 
sales would be particularly hard on 
dealers who haven’t gone in for the 
volume operation. 


“Small dealers are loaded,” he 
said, “and will have to take a 
spanking.” 

* * 
E new-car dealers were 
having their problems, the 
used-car market also showed signs 
of tightening up. One indication 
was the increasing number of con- 
signments at wholesale auctions. 


Last week the average auction 
accepted 199 cars, the greatest 
number of consignments at whole- 
sale auctions. 


Last week the average auction 
accepted 199 cars, the greatest 
number since the week of May 23, 
when the average consignment was 
224 units. 

Another indication of a tighter 
used-car market appeared in 
Automotive News’ index of whole- 
sale prices. There were no 
increases of any kind on the 
market last week (although the 
Price of °49s remained fixed at 
$227 for the third week in a row). 
It -was the first time this year 
that the index went without at 
least one “gainer.” 

Losses on the index were: ’48s, 
down $1 to $165; ’50s, down $3 to 
$323; ’55s, down $3 to $2,104; ’5is, 
down $4 to $453; ’52s, down $6 to 
$640; ’53s, down $9 to $930, and 
54s, down $13 to $1,307. 

Record lows were established by 
the average prices of ’50s, ’51s, ’52s 
and ’53s. 


Memphis Dealers 
Elect Officers 


MEMPHIS.—The Memphis Auto- 
mobile Dealers Assn. has reelected 
Lee McCormick (Chevrolet) as 
president for the coming year. 

Other officers are Nat A. Gilmore 
(Lincoln - Mercury), vice-president, 
and Tom Hutton (Dodge-Plymouth), 
secretary-treasurer. With Jeff F. 
Hicks jr. (Nash), and T. M. Keesee 
(Ford), the officers comprise the 
board of directors. 


terms are being encouraged by 
many dealers in some sections of 
the country. This trend to stretch 
out terms om new cars to 36 
months, and in isolated instances 
to 42 months, may be justified on 
the basis of careful credit evalua- 
tion. However, he cautioned, selec- 
tivity is not always possible for a 
dealer. 

2. The inability to determine the 





Finance Firms Boost 


Short-Term Rates 


NEW YORK.—General Motors 
Acceptance Corp. and Associates 
Investment Co. have announced 
an increase of % percentage 
point in the rates of commercial 
paper. 

The hike, the second in a month 
for GMAC, brings rates to a 
range of 2% percent on 30-to-89- 
day notes to 2% percent on 270- 
day notes. The other major fi- 
nance companies are expected to 
follow suit shortly. 

A GMAC official said the latest 
boost reflected continued tighten- 
ing in the money market. 

Meanwhile, First Boston Corp. 
increased rates on 180-day bank- 
ers’ acceptances by % point. The 
new rate now is 2% percent bid 
and 2% percent asked. 

The Federal Reserve Board 
also approved a hike to 2% per- 
cent from 2 percent in the redis- 
count rate charged by the St. 
Louis Federal Reserve Bank. 
Cleveland and Atlanta are the 
other two Federal Reserve banks 
charging the higher rate. 





real selling prices of automobiles is 
seriously affecting equity positions. 

3. Packing of retail prices and 
overtrading on used cars are re- 
sulting in a greater period of ex- 
posure for many dealers. 

4. The lengthening of maturi- 
ties, plus lack of sufficient equity 
or purchaser incentive, increase 
the period known as the danger 
zone. French described this as the 
period in which the customer’s 
debt is higher than the car’s ac- 
tual market value. 

5. “Wild” advertising of terms 
and many sales “gimmicks,” which 
automobile dealers have injected 
into their sales approach, have 
created an exaggerated attitude on 
the part of the purchaser for bar- 
gains. 

The one stable item in a chaotic 
price structure is factory invoice 
cost, he said. 





Minature Car Powered by Sun— 


Believed to be the first ever built, this 


model car runs on electricity which the 12 


square photoelectric cells on its top convert from sun rays or other light sources. 
General Motors is demonstrating the ‘“Sunmobile" at its Powerama in Chicago. GM 
points out that, while the model offers a glimpse of a possible future power source, 
solar power at present has no practical applications in the automotive ‘industry. 


* * * 


Curtice Urges 


* * * 


Congress 


To Pass Road Measure 


CHICAGO. General Motors 
Corp. last week opened Powerama, 
its “world’s fair of power” to cele- 
brate the achievement of GM’s 
creation of its 100 millionth diesel 
horsepower. 

Significantly, it was on the same 
site during the “Century of Prog- 
ress” exhibition of 1933 that GM 
unveiled its first modern light- 
weight two-cycle diesel engine. 

Harlow H. Curtice, GM presi- 
dent, called the event “a modern 
industrial miracle” and predicted 
that the second 100 millionth 
diesel horsepower of GM would 
be completed by 1965, only ten 
years hence. 

According to GM, the admission- 
free Powerama was designed to 
show the public the thousands of 
unsung “workhorse” jobs the diesel 
does daily to transport the nation’s 





Death on Highways 
Higher Than in ’54 


CHICAGO. — Traffic deaths in 
July totaled 3,340, highest for any 
July since 1937, the National 
Safety Council has reported. 

The toll increased 11 percent 
over July of last year, and 
marked the fifth consecutive 
month this year to show an in- 
crease over the corresponding 
month of 1954. The seven-month 
death toll for this year is 19,840, 
an increase of 4 percent over 
1954. 





Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 
(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


Aug. 31 
(Sale very good. Sold 72 percent of 

178 cars entered.) 

BUICK — ’'54 Special 2-dr., $1,480*, 
$1,450*. ’°53 Special 4-dr., $1,150. '52 
Super Riviera coupe, $810*; RM 
Riviera coupe, $635* (ps). °51 Spe- 
cial 2-dr., $500. °50 Special 2-dr., 
$355; 4-dr., $150. 

CHEVROLET—’55 One-fifty 2-dr., $1,- 
410. 54 Bel Air 4-dr., $1,240; 2-dr., 
$1,040; Two-ten 2-dr., $1,050, $1,030. 
’53 Bel Air 4-dr., $970* (ps), $935*; 
Two-ten 2-dr., $810, $800*, $760, 
$705, $690; 4-dr., $730, $710; One- 
fifty 2-dr., $560; %-ton panel, $530. 
’52 SL Deluxe 2-dr., $600; club coupe, 
$550*. ’°51 SL Deluxe Bel Air, $535; 
club coupe, $375*; 4-dr., $320. ’50 SL 
Deluxe club coupe, $120. 

CHRYSLER — '53 NY 4-dr., 
(ps). 

DeSOTO —’'52 Fire Dome (8) 4-dr., 

(ps). °51 Powermaster 4-dr., 
$275* 


DODGE—'55 Royal (8) 4-dr., $1,605*. 
’*53 Coronet (8) Sport coupe, $835*; 
4-dr., $830*; 2-dr., $750*, $570; 
Coronet (6) 2-dr., $670; 4-dr., $605*. 
"52 Coronet (8) 4-dr., $550, $470*. 

FORD—’55 Fairlane (8) conv., $1,850*; 
Custom (8) 4-dr., $1,400, $1,390. '54 
Crest (8) coupe, $1,360*%; Main (8) 
Ranch Wagon, $1,300; Main (6) 2- 
dr., $820. °53 Main (8) station wagon, 
$1,110, $1,055"; Custom (8) 2-dr., 
$865, $560; Custom (6) 4-dr., $655*. 
"52 Custom (8) 4-dr., $650, $620. ’51 
Custom (8) Victoria, $525*; club 
coupe, $410; 2-dr., $395; 4-dr., $375*. 
50 Custom (8) 2-dr., $370, $250; 
club coupe, $300; Custom (6) 2-dr., 


$1,115* 


$210. '49 Deluxe (8) 2-dr., $275; De- 
luxe (6) 2-dr., $185. 

HUDSON—’52 Hornet 4-dr., $585*. 
2-dr., $135. 

LINCOLN — '54 Cosmopolitan coupe, 
$1,970* (ps). ’52 Cosmopolitan coupe, 
$900*, $800*. 

MERCURY—’54 Monterey Sport coupe, 
$1,440*. °52 Custom Sport coupe, 
$855*; club coupe, $840*; 4-dr., $700, 
$650. ’51 club coupe, $500*; 4-dr., 
$465, $380. '50 4-dr., $170. 

NASH—’54 Statesman 4-dr., $1,110*. 
’52 Rambler Sport coupe, 2 at $500. 

OLDSMOBILE—’55 (88) Holiday, §$2,- 
410*. '54 (88) Holiday, $1,815*. ’53 
(98) Holiday, $1,505* (ps); 4-dr., 
$1,415* (ps); (88) 4-dr., $1,250* (ps), 
$1,230* (ps). °52 (98) 4-dr., $970*, 
$810*; (88) 4-dr., $765*. ‘51 (88) 
4-dr., $630*, $570*, 2 at $350*. 

PLYMOUTH — ’54 Plaza 4-dr., $960, 
$895. °53 Cambridge station wagon, 
$1,000, $920; Cranbrook 2-dr., $680, 
$600; 4-dr., $650. '52 Cranbrook Bel- 
vedere, $430, $405; club coupe, $385; 
4-dr., $380. ’51 Cranbrook conv., 
$315; Cambridge Business coupe, $235. 

PONTIAC—’55 Chieftain (8) Catalina, 
$2,225*, $2,205*; 2-dr., $1,805*. '54 
Chieftain (8) 4-dr., $1,410*; 2-dr., 
$1,300*. °53 Chieftain (8) station 
wagon, $1,110; 4-dr., $1,000*; 2-dr., 
$715. °52 Chieftain (8) Catalina, 
$900*; conv., $690*; 4-dr., $690*, 
$680*; station wagon, $740*. °51 Sil- 
ver Streak (8) conv., $390*; 2-dr., 
$380. ’'50 Silver Streak (6) 4-dr., 
$275: 2-dr., $110. 

STUDEBAKER—’53 Commander Sport 
coupe. $800*. 

WILLYS—’49 station wagon, $115. 


"50 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 34-35, 46-48 





|people and goods, pave highways, 
|cut timber, build cities, mine coal, 
drill wells and do other needed 
jobs. 

The exhibition, which ends Sept. 
|25, also will give the public an 
‘insight into the possibility and fu- 
|ture of gas turbine engines. GM 
now is producing these for aircraft. 

In connection with the earth 
moving equipment unveiled at Pow- 
erama, Curtice said that “construc- 
tive highway legislation” should be 
the first order of business when 
Congress reconvenes. 

He said it was unfortunate that 
Congress failed to implement the 
program proposed by President 
Eisenhower with enabling legis- 
lation. 

“The result is that this country 
is going to continue to suffer an 
economic loss of an estimated five 
billion dollars a year,” he said. 

With reference to diesel power 
he said that it was vital to national 
defense but that the greatest 
change has taken place in railroad 
operation. 

“In 1933, the railroads had 51,000 
steam engines in operation. By 
1954, there were fewer than 5,000 
steam engines in service. The oth- 





ers had been replaced by 23,000 - 


diesels,” he said. 


The GM president declared that 
“I do not foresee the day when a 
saturation point in the needs of 
railroads will be reached.” 


It also was revealed at the 
Powerama ceremonies that GM 
has been doing research in atomic 
power. 


However, there was nothing spe- 
cific mentioned in this regard. Cur- 
tice said: “When the proper time 
comes, if we have something to 
announce in the application of 
atomic energy to a vehicle of any 
kind, we'll let you know very 
quickly.” 


Ind. Receivership 


Fought by Dealer 


FORT WAYNE, Ind. — Bruce K. 
Williams has brought action in 
Superior Court to set aside a receiv- 
ership established for Aldrich-Wil- 
liams, Inc., an auto dealership here. 

Judge William L. Burger ap- 
pointed attorney Otto W. Koenig 
as receiver for the firm after the 
filing of a suit for $298.80 by E. J. 
LeVay, Inc. The suit asked that a 
receiver be named. 

Williams’ petition charges that 
although he was in the city all day, 
no effort was made to serve him, 
as president of the corporation, and 
that he had no knowledge of any 
action being taken. He also charged 
that William R. Aldrich, vice-presi- 
dent of Aldrich-Williams, conspired 
with the plaintiff and his attorneys 
to appear at the court hearing and 
have a receiver named. 

Williams also charged that Ald- 
rich made various misstatements 
relative to the financial condition 
of the firm. The petition also stated 
that LeVay had been paid in full. 
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Used car customers are buying transportation. They’re easy to sell when they know a car will last. 


PART-BY-PART COMPARISON* PROVES 
PLYMOUTH ENGINEERING LEADS LOWEST-PRICE FIELD 


Plymouth 


Resistor-type Spark Plugs . 
Exhaust Valve Seat Inserts 
Chain-type Camshaft Drive 


Oilite Fuel Filter. . . 
Floating Oil Intake . . 
Rotor-type Oil Pump . 
Oil Bath Air Cleaner . 
Safety-Rim Wheels . 
2-cylinder Front Brakes 


Independent Parking Brake 
Electric Windshield Wipers 
Oriflow Shock Absorbers 


Widest, Most Rigid Frame 


Cowl Ventilator ... 
Baked-enamel Finish . 


YES 
YES 
YES 
YES 
YES 
YES 
YES 
YES 
YES 
YES 
YES 
YES 
YES 
YES 
YES 





Plymouth has that reputation—more than any other make! Here’s why: 


Plymouth No. 1 Taxi! There are more Plymouths used 
as taxicabs than all other makes combined! Impressive 
evidence of low upkeep, top stamina. 


Supreme as “‘Second Car’’ More and more motorists 
are making that “second car” a used Plymouth . . . discover- 
ing it can even outlast the newer “other make” they drive, 
and the used Plymouth will cost a lot less to own. 


BEST BUY NEW...BEST BUY USED! 


PLYMOUTH \ EE / 


L/ 


*Comparison based on 1952 models of the low-price 3, which you will be getting as trade-ins in great measure this year. Most of these Plymouth engineering advantages apply in other model years as well. 








TOUGH CUSTOMER? NOT FOR A USED PLYMOUTH! 
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tual information regarding losses 
sustained by our trade,” dealers 
were told by Carl R. Lane, execu- 
tive vice-president. “In our efforts 
to help you, it is necessary that we 
have the facts.” 

Much of the action was centered 
in Connecticut because that state 
was hardest hit. 

As a further aid to stricken 
dealers in Connecticut, C. E. Har- 
wood, director of the state sales 
tax division, announced that his 

t would send auditors 
to confer with dealers who lost 
their records, in order to work 
out an estimate of sales tax due. 

Dealer associations also were 
prompt in alerting members to be 
on the lookout for cars damaged 
by the flood—or “dips,” as they 
quickly came to be called. 

The Philadelphia Automobile 
Trade Assn. warned its members 
that cars damaged by flood waters 
usually had telltale signs under the 
mats, behind seat cushions or be- 
neath liners in the trunk. A musty 
odor frequently is noted, it said. 

* 


X% BOSTON, the Massachusetts 
State Auto Dealers Assn. warned 
the public that “prospective auto- 
mobile and truck buyers should 
ascertain that the vehicles they 
contemplate purchasing have not 
been damaged by flood or rising 
waters. 

The association urged the pub- 
lic to do business only with estab- 
lished dealers to avoid being mis- 
led. 

Its statement said: “The engines 
(of flood-damaged vehicles) must 
be completely torn down and 
cleaned if the owner is to be as- 
sured of an efficient and continuing 
operation, and brake systems of 
submerged vehicles must be very 
carefully cleaned if the owner is 
to operate a vehicle that will not 
endanger those on the highway.” 

Gov. Abraham A. Ribicoff directed 
the Connecticut Motor Vehicles 
Department to obtain from all in- 
surance companies the motor num- 
bers of all vehicles damaged and 
ordered the department to refuse 
to register any of these cars if they 
are resold. 

Ribicoff said he did this to “stop 
chiselers from buying up wrecked 
cars and then selling them back to 
an unsuspecting public.” 

* as 


ons caught in the flood, say 
service experts, most frequently 
suffer damage to engines, transmis- 
sions, rear axles, brakes, starters, 
generators and ignition systems. 
From the health standpoint, uphol- 
stery can become contaminated. 

John J. Tynan, state motor ve- 
hicles commissioner in Connecti- 
cut, warned all dealers that if 
they resell “dips” they must 
stamp “flood car” on the sales 
invoice. Those failing to comply, 
he said, would face license sus- 
pension. 

Edwin B. Pratt, director of the 
Connecticut State Dealers and Re- 
pairers Division, warned dealers 
against buying flood cars except 
for salvage purposes or unless they 


Dealers Tell Me 


(Continued from Page 3) 


resistance and make _ salesmen’s 
time more productive. 
ca x « 





Accentuate the Positive 


ig IS not necessary to remind 

dealers that direct-mail adver- 

tising is second only to newspapers 

in dollar volume and is growing 

| rapidly. Automobile selling is repeat 
| business and direct-mail and a reg- 
| istration list is the only medium 

f that can be used to exclusively 
| reach homes which in normal busi- 

f mess constitute 75 percent of any 

dealer’s new-car sales. 

e So, when we spend our own 
' money for promotion, let’s not add 
| to the cut-price hysteria. Let’s beam 

it direct to our customers and 
other automobile owners. Let’s tell 
of the benefits to accrue to them 
by making our place their automo- 
bile headquarters. 


ice Sa. abate ee Se i 
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Damaged Cars a Problem... 


Flooded-Qut Dealers 
Stage a Comeback 


(Continued from Page 3) 





intended to recondition the vehicle 


completely. 


“We do not wish a repetition of 
the way cars were handled during 
the hurricanes of last fall,” Pratt 
said, “as we are still getting com- 
plaints in the division from people 


who have inadvertently purchased 
flooded automobiles. 

“This is a serious situation and 
should be handled with care so that 
no Connecticut resident will suffer 
any economic loss in the purchase 
of these vehicles,’ Pratt said. 

* * «* 
EALERS in the disaster area 
said they expected the flood- 


damaged cars to be scattered all 
over the U. S. 


within days. 








Mack Introduces Two Huskies— 


For heavy dumper work, Mack has introduced two trucks with up to eight yards’ 
capacity. The models differ in that one has a 185-horsepower gasoline engine and 
the other uses a 170-horsepower diesel. Rated at 46,000 pounds gross vehicle weight, 
they come with a 158% inch wheelbase, adapted to 10 or 11-foot dump bodies. 
Frames are of pressed, heat-treated, chrome manganese steel, and the cab is unitized 
with the front-end sheet metal assembly. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 


Ford Continental’s 
Yearly Production 


Fixed at 4,000 


MILWAUKEE. — The new Con- 
tinental Mark II luxury car, to be 
introduced by Ford Motor Co. this 
fall, will be lim- 
ited in production 
to about 4,000 
units a year, ac- 
cording to Ben- 
son Ford, head 
of the Continen- 
tal and special 
products divisions 
of Ford. 

Ford, in Mil- 
waukee to attend 
stock-car races 
at the Wisconsin 
State Fair, said that no price has 
been set on the Continental, but 
that the figure would be in the 
neighborhood of $8,500 to $10,000. 

Ford said that he expects 1956 to 
be “a very good year” for the auto- 
mobile industry, but he doubted 
that sales would reach 1955 levels. 















Benson Ford 





The New fF irest 


Truck Tire and One 


has been adopted as 
STANDARD EQUIPMENT 
by All Leading Truck Manufacturers 
for 1956 Models 


This New Equipment Provides Maximum Weight 
and Money-Saving Advantages ... Also, Now 
Available to Change Over Your Present Trucks 


bly. It is simple to mount and demount . . . has a 
positive air seal with no parts to wear out, break 
or cause air loss. The tire cannot run off the wheel. 
There is no danger of side rings blowing off. The 
cured-in Safetyliner clings to puncturing objects 
preventing loss of air, and this greatly reduces road 
service calls and loss from run flat and damaged 
tires. And above all, it gives the trucker greatly 
increased pay load per axle. 

After millions of miles of testing, truck engi- 
neers also found, in addition to the many new 
tubeless tire advantages, the famous Firestone Five- 
Rib Gear-Grip tread gives longer non-skid mileage; 
the wider, flatter tread gives more than double the 


When tubeless truck tires were first offered to 
truck manufacturers several multi-piece rims were 
suggested which did not provide the maximum 
weight-saving and money-saving advantages. 
Firestone, the world’s largest manufacturer of truck 
rims, would not accept old conventional construc- 
tions and invested millions of dollars to develop a 
practical one-piece drop center rim that would 


provide 


advantages. 

The Engineering Departments of the truck 
manufacturers subjected these various multi-piece 
rims to most severe and exhaustive tests, but this 
new Firestone tubeless tire and one-piece rim com- 


bination 


beyond all others and was adopted by the Tire and 
Rim Association as standard for the industry. Once 
again Firestone research and development has 
proven to be outstanding. 

Truck engineers found the precision-engineered 
Firestone Tubeless Tire and one-piece rim combi- 
nation provides greater safety and gives longer 
mileage than the conventional tire and tube assem- 











Enjoy the Voice of Firestone on radio or television every Monday evening over ABC 


the utmost weight and money-saving 


assed every tes ith r : : 
Pp ry test with performance far traction life; and 


















The new Firestone 
Transport Tubeless 
Tire is simple to mount 
and demount on the 
one-piece 15° taper 
rim. There is no danger 
of side rings blowing 
off and injuring service 
people. The tire cannot 
run off the wheel. It 
gives the maximum 
saving in labor and 
tire service. 


It is a simple two-piece 
assembly consisting of 
a tire and one-piece rim 
compared with the con- 
ventional assembly of 
) five or six pieces. The 
' | new Firestone Tubeless 
? Truck Tire assembly 
gives a positive air seal 
with no parts to wear 
out, break or deteriorate 
with age, causing serv- 
ice failures. 








the Safety-Tensioned Gum- 


| 
| 


Dipped* cord body eliminates tread cracking and 
tire growth and permits more retreads. 

Yes, a new day has dawned for the truck owners 
of America, and Firestone, the Pioneer and Pace- 
maker, has set the pattern for the design and 
manufacturing of the revolutionary new tubeless 
truck tire and one-piece drop center rim. 


You Get These 5 Important NEW Advantages With FI 
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Free Trips to Paris, World Series... 








Ford Honors Best Boston Dealers— 


Boston district Ford dealers who have earned the five-year ‘Four-Letter Award” 
were honored at a luncheon by the district management. Pictured ‘are, from left, top 
row—W. H. Lally, district sales planning and analysis manager; John P. Corcoran, 
Wellesley, Mass.; Cameron Dale, York Harbor, Me.; Arthur Center, Springfield, Mass.; 
Walter J. Good sr., Randolph, Mass.; Walter J. Good jr., and Joseph Kossick, Spring- 
field. Middle row—James McSherry, Spencer, Mass.; Anthony J. Blyda, Northampton, 
Mass.; Lou Smith, Lowell, Mass.; Ed Soule, Marshfield, Mass.; Ed Sheehy, Quincy, Mass., 
end Joseph Kossick jr. Front row—R. F. McNulty, assistant district sales manager; 
leo Malbeouf and Eugene Rubakoff, Worcester, Mass.; R. F. Leonard, district sales 
manager; Larry Bough, Dedham, Mass.; Humphrey Turner, Boston, and Fred Bowers, 


Roslindale, Mass. 








Piece Rim 





Firestone Safety-Tensioned Gum-Dipped* Cord 
Body Insures Longer Tire Life .. . More Retreads 


This new multi-million dollar factory combines the famous 
| Firestone Gum-Dipping process with Safety-Tensioning, a new 
Firestone process which takes the stretch out of truck tire cords. 
The result is the elim- 
ination of tire growth 
and tread cracking... i” 

greater resistance to ; i : 
impact breaks . > et 
Onger tire life . . . eo 

more money-saving re- |---| Se oe 


i pa 
treads. ae . 
*T.M. Reg. U.S. Pat, Of. a 
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The Firestone Tubeless 
Tire and Rim combi- 
nation gives truckers 
more payload capacity 
on every size tire. As 
an example, it saves up 
to 162 pounds per axle 
using 11.22-5 tires on 
disc wheels, 116 pounds 
using 11.22-5 tires on 
cast wheels which is 
the tubeless replace- 
ment size for the con- 
ventional 10.00-20. 
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@ Tubeless 


> First 


Tubeless Truck Tires and One-Piece Rim 





(Continued from Page 3) 
courteous treatment before the sale 
and service after the sale .. .” 


In Cincinnati, Sky Pontiac has 
offered a new Pontiac “for as little 
as $295.” Prospects were told that 
all that was necessary was to buy 
a@ used car then write in 25 words 
or less why the buyer chose Sky. 

The writer of the best letter will 
be allowed a new Pontiac in an even 
trade for the used car bought. The 
only additional cost would be the 
Ohio sales tax. 

At Buffalo, Packard dealers in 
the area took over the Civic Stadi- 
um for a three-day promotion on 
1955 Clippers. More than 200 cars 
were placed on display. 

Each Packard dealer had a 
booth at the stadium and cus- 
tomers were invited to shop each 
dealer. They could drive their 
old cars into the stadium and let 
the dealer bid on it. 

Elsewhere across the nation, 


» Firestone 


With TUBELESS 
z PASSENGER TIRES for 
Original Equipment 


With TUBELESS 
TIRES for TRUCKS 





‘Firs 












The new Firestone 
Transport Tubeless 
Truck Tire runs up to 
25° cooler than a con- 
ventional tire and tube 
combination. There is 
no tube and flap to trap 
hot air. The cooler- 












tire body. 


dealers were trying various ideas 
for cleanup advertising. Here's 
some of them: 

Dunxmk, Inp.: H. S. Barkman, 
Inc. (Chrysler-Plymouth), in addi- 
tion to terms of $295 down and pay- 
ments as low ag $65 per month, 
advertised insurance and said that 
in case of accident, illness or death, 
the policy would take care of the 
balance of the account. 

Dayton, O.: Cooper & Jackson 
Co. (Packard) advertised a $300,000 
week-long sales promotion designed 
to market 100 Clippers. 

Sprinorigtp, Inu.: R. E. Broe, Inc. 
(Dodge-Plymouth) told buyers that 
all it wanted was $100 profit “and 
you can own a new Dodge.” 

OxK.aHoma Crry: Oklahoma Pack- 
ard opened a “price smashing sale” 
of 100 new Clippers for four days. 
Dockum-Richardson Pontiac offered 
new cars for $295 down and up to 
30 months to pay (most are adver- 















You Can Have 
Firestone Tube- 
less Tires and 
One-Piece Rims 
On Your New 


running Transport Trucks By Speci- 
Tubeless will give more 
miles before retreading fying At Time of 
and more retreads per 

Pr | Purchase 


Copyright 1955, The Firestone Tive & Rubber Co. 


No Letup in Dizzy Ad Spree 


tising 36 months) in deals “hotter 
than a depot stove.” 


Fleshman’s, Inc. (Nash) has 
advertised that the dealership has 
been sold and “all cars must go.” 

Louisviie: Duncan Motor Co. 
(DeSoto - Plymouth) hints of “ex- 
pected” things to come by remind- 
ing buyers that they may have to 
face higher prices and tighter 
terms when the ’56s arrive. 

Duncan outlined a deal with $300 
cash, trade or equity down and 
payments as low as $57 per month 
on a new Plymouth. 

Summers - Herrmann (Ford) 
told of a “big change of policy” 

for high volume, low profit. It 
advertised a new ’55 Ford for 
$149 down and executive and of- 
ficial cars with discounts up to 
$900, $1,050 on a Thunderbird. Re- 
cent tradein allowances cited by 
the firm (names and addresses 
on request) included one of $1,- 
421.21 on a 1951 Ford. 

Hull Dobbs advertised the “great- 
est automobile sale” in the history 
of Louisville. It offered Mainline 
two-doors for $1,477 and nothing 
down and Victoria V-8s for $1,927, 
also no money down. 

CINCINNATI: Queen City Chevro- 
let has advertised an “emergency.” 
It said that it is loaded with used 
cars as “1955 Chevrolet tradeins 
keep rolling in. We need room.” 

It offered used ’55 Chevrolets at 
$1,450 and invited dealers to buy 
at wholesale from its used stock. 

Vordenberg Chevrolet (“the 
walking man’s friend”) has ad- 
vertised its stock of used cars at 
terms of $5 down and three years 
to pay. It added: “Walk in with 
your wife ... drive out in a 
thoroughly reconditioned .. . 
used car.” 

Sycamore Motors (Dodge - Plym- 
outh) opened an “around-the-clock” 
three-day sale to clear out 75 new 
Plymouths with “up to $1,000 over- 
allowance on your car.” 

PHILADELPHIA: Robert Lee Pontiac 
told buyers it would give “double 
or more” the Red Book worth of 
tradeins. Shore Bros. (Pontiac) of- 
fered “$1,000 more than your car 
is worth.” Harold B. Robinson (De- 
Soto-Plymouth) said he would save 
customers “90 percent of my profit. 
We need 10 percent to service your 
car and not go out of business.” 

Colonial Motors (DeSoto-Plym- 
outh) advertised cars at “$75 over 
cost.” Ogontz Motor Co. (Ford) 
said “our deal on a new ’55 Ford 
is so good we're not even allowed 
to tell you how much you save. 
Make us prove it.” 

Doan-Calhoun (Chevrolet) posted 
“the best bargain in town”—a free 
week in Paris—and told of terms 
as low as $46.05 down “with good 
credit.” 

West Side Buick announced 
“the Buick people are giving a 
trip to Honolulu to whoever sells 
the most ’55 Buicks. And we are 
out to win.” A hardtop Riviera 
executive car was posted at 
$2,495—“only $95 down, up to 36 
months to pay.” 

However, Jack Denis (Chrysler- 
Plymouth) in a public notice, asked 
“Are you sick of ‘comeon’ adver- 
tising? Well I am. Would you work 
without salary? I think there’s only 
one way to stop this organized 
chaos. And that is by selling what 
you advertise.” 

It listed the following prices: 
Plaza (Plymouth) sedans, $1,595; 
Savoy sedans, $1,695; Belvedere se- 
dans, $1,795 and station wagons at 
$1,895. Chrysler prices ranged from 
$2,595 (Windsor hardtop) to $3,395 
(New Yorker St. Regis). 

WasuHinoTon, D. C.: Standard 
Pontiac has advertised a sale that 
will enable buyers to “save $85,643.” 

The advertisement listed in detail 
the style of car, series model and 
the accessory equipment together 
with list price, sale price and 
amount saved (discount). 

The greatest saving was $956 
on a Star Chief four-door which 
was listed at $3,717 with a sale 
price of $2,761. 

Equipment included Hydra-Matic, 
power steering, whitewall tires, 
two-tone paint, radio and heater, 
backup lamps, turn signals, oi] bath 
cleaner, oi] filter, adjustable seat, 
tinted glass, rear fender shields, 
lighted hood ornament, no-mar ex- 
haust deflector, undercoat, wax job 
and gas filter. 
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AmM-O-Matic 


gets around the corners 


of modern wrap-arounds! 


1 Mounted on the 
oscillating shaft 


2 Automatically follows 
the cam guide 









Its wrist section rotates 
and holds the blade at 
correct wiping angle, in 
both outward and inward 
travel 





Arm flexes here to hold 
pressure on blade 


Blade lever hinges here, 


under pre-flexed urge ZA 





Sa a ek? 





Designed specifically for modern 
wrap-around windshields, the 
Cam-O-Matic® system embodies 
many of the complex motions that 
the forearm performs so perfectly, 
to reach around the corner. 


With Cam-O-Matic, the blade turns gradually 
as it travels across the arc . . . always held in 
exactly the right way. 


In blade travel, water from the front should 
not be dumped on the sides where, rippled by 
the wind, it may obstruct clear vision. With 
Cam-O-Matic—the blade travels around the 
front and down the side, taking the full load 
of water below the line of vision. 


re 
ys 
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Cam-O-Matic takes the water from the front down the sides, out of the line of vision 


Together with Cam-O-Matic, the P-R Blade 
with spring-hinged levers (a: new concept in 
blade structure) contacts the surface of the 
glass like a curved hand. 

Cam-O-Matic, where used on 1955 model 
wrap-around windshields, has added up to 120 
square inches to the cleared area. The advan- 
tage of the full panoramic outlook is not wasted 
under wet-weather driving conditions. 


Higher Frequency Rain-Lifting 
The Cam-O-Matic system swings through the 
longest arc of wipe ever used on an automobile. 
In the panoramic range the automatic motor 
is fully adjustable for any desired speed of 
blade travel—from 20 up to 180 strokes per 
minute—to cope with anything from the 


lightest drizzles to the heaviest downpours. 
And for higher-speed car travel on super 
highways and thruways—when higher fre- 
quency of rain-lifting is needed for clear vision 
straight ahead—the engine-powered vacuum 
motor provides optional super-speed, second- 
range wiping pattern—up to 280 strokes per 
minute. It lifts the rain off twice as often when 
rain accumulates faster at higher speeds. 
You’ll find the Cam-O-Matic system on cars 
factory-equipped with booster pumps, includ- 
ing the rotary type. When you step on the 
throttle you put more horsepower directly 
into your wiper. Its pace is continuous but 
never monotonous. It “breaksstep” —to afford 
eye relief and avoid tiring—for greater safety, 
particularly on long thruway travel. 


WINDSHIELD EQUIPMENT 


TRICO PRODUCTS CORPORATION, BUFFALO OQ, N. Y. onc 
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AUTOMOTIVE WASHINGTON 


Merger Probers Insist 
On Hearings from GM 


By William Ullman 

Washington Correspondent 
WUBLIC hearings held by the Senate Antitrust and Mo- 
nopoly subcommittee definitely have shown a need for 
improvement of antitrust laws and their enforcement, ac- 
cording to Senator Harley Kilgore, West Virginia Democrat, 
the chairman. “There will have to be some changes in the 


law, probably not major,” 
said Kilgore as he prepared 
to wind up last week’s hear- 
ings on whether consumer prices 
are as low as they should be under 
the Robinson-Patman Act. 

That. law forbids price discrim- 
ination and establishes fair - trade 
practices. It has been the target 
both of praise and condemnation 
in testimony heard by the Senate 
subcommittee. The hearings ended 
Sept. 2. 

Senator Kilgore would not say 





did he detail the 
shortcomings he 
said he sees in its 
policing. He did 
say, however, that 
the Federal Trade 
Commission needs 
More money and 
staff to do the 
job right. 

In a report to 
the Senate, the 
subcommittee 
said it had found 


William Ulimaa 


how the law needs changing nor; some “incongruous” penalty provi- 





sions. For instance, an offender 
may escape with only civil penal- 
ties if the FTC elects to punish 
him, but would be subject to se- 
vere criminal penalties for the 
same offense if the Department of 
Justice handles the case. 


The Senate report said the sub- 
committee “must probe more 
deeply” into recent industrial 
mergers. It reiterated what Kil- 
gore had announced previously— 
that “we shall insist” on testi- 
mony from General Motors, which 
earlier had declined an “invita- 
tion” to testify before the group. 

The subcommittee, Kilgore said, 
also wants to know more about 
why Government agencies allowed 
the Studebaker-Packard and Amer- 
ican Motors mergers, but refused 
to permit a proposed Bethlehem- 
Youngstown merger in the steel 
industry. 

After inquiries in Paris, London 
and Rome, delving: into American 
business operations, the group will 
resume hearings on Capitol Hill. 

* * * 


The Senate View 


7 agreeing with Treasury 
Secretary George Humphrey 
that the Federal budget can be 
balanced during the current fiscal 
year, which ends June 30, 1956, 





|Buck’s AUTO REPAIR 





“J didn’t see the mechanic 
around anywhere, but I suppose 
he'll mail us the bill.” 





Senator Harry Byrd, Virginia 
Democrat, last week cautioned 
against any “premature” tax re- 
duction. And Humphrey said: “I 
do not favor reducing taxes with 
borrowed money.” 

Byrd, Senate Finance Committee 
chairman, aimed his warning at 
the more politically minded, in the 
opinion of Washington observers, 
since virtually everyone here be- 
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in practically every industry shows that trucks 
equipped with Eaton 2-Speeds haul more, quicker, 
at lower cost per mile; spend more hours on the 
job, less time in the shop; last longer, and are 
worth more on the trade-in. Performance records 
prove that with reduced operating and mainte- 
nance costs, Eaton 2-Speeds pay for themselves 


over and over. 
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More than Two Million 
Eaton Axles in Trucks Today! 





COMPANY 


sl PRODUCTS: Sodium Cooled, Poppet, and Free Valves e Tappets e Hydraulic Valve Lifters e Valve Seat Inserts Jet 
Engine Parts « Rotor Pumps « Motor Truck Axles e Permanent Mold Gray Iron Castings « Heater-Defroster Units e Snap Rings 
Springtites e Spring Washers» Cold Drawn Steel e Stampings e Leaf and Coil Springs e Dynamatic Drives, Brakes, Dynamometers 


lieves. that with 1956 an election | 
year, a strong effort will be made 
to reduce taxes even if there should 
be a small deficit. 


The feeling is that the two po- 
litical parties will try to outdo 
each other in an attempt to get 
credit from the electorate for any 
tax reduction. 


Meanwhile, two high - ranking 
members of the finance committee — 
did not agree with Humphrey and 
Byrd. They were Senators Walter 
George, Georgia Democrat, and 
Eugene Milliken, Colorado Repub- 
lican. 


George agreed that it might be ~ 
possible to cut some taxes. He said 
he would confine it to relief for 
individuals, but saw little hope of 
cutting corporation rates. George 
said he thought some excise taxes 
could be reduced. He did not spe- 
cify which should be chopped first. 

Milliken said he would not insist 
on an actual balance before con- 
sidering tax revision but he thought 
it might be taken up when a bal- 
ance between cash income and 
outgo is in sight. 


The House View 


On THE House side, Rep. Jere 
Cooper, Tennessee Democrat, 
chairman of the Ways and Means 
committee, which initiates all tax 
legislation, declined to comment on 
the budget developments until] he 
had seen the new estimates. The 
views of other members of the com- 
mittee were: 


Rep. John Dingell, Michigan 
Democrat, said he would insist 
on tax relief being considered at 
the next session in the following 
order of priority: 

1. Repeal of all wartime excise 
rates, affecting alcoholic beverages, 
tobacco, automobiles, gasoline, 
travel tickets and other items. 


2. Give all individuals an income 
tax cut, with emphasis on the low 
wage brackets. 


3. Restore corporation income 
taxes to the pre-Korean War level, 
which would mean a reduction 
from 52 to 47 percent. (This will 
occur automatically next April, un- 
less Congress acts.) 

Rep. Wilbur Mills, Arkansas 
Democrat, predicted that Congress 4 
is not likely to do very much tax 
cutting unless President Eisen- 
hower recommends it. 


Rep. Herman Eberharter, Penn- 
sylvania Democrat, said he was 
hopeful and optimistic that Re- 
publicans and Democrats alike 
“would push for tax cuts next 
year.” 


All the above comments resulted ° 
from the Administration’s mid-year 
budget review, which estimated the 
deficit next June would be down to 
$1.7 billion from an earlier estimate 
of $2.4 billion. 

This improvement, stemming 
mainly from increased revenues 
due to a high level of business and 
employment prompted Treasury 
Secretary George Humphrey and 
Budget Director Rowland Hughes 
to predict that a balanced budget 
can and should be achieved this 
year. 

Thus we have a kick-off in 
next year’s tax battle with a fair 
cross-section of opinion from 
both Republicans and Democrats 
on the Senate and House tax- 
writing committees. 

Meanwhile, it might be well to 
remember something quite sound 
said 25 years ago by Senator Reed 
Smoot, Utah Republican: “The cost 
of government will continue to in- 
crease, I care not which party is in 
power.” 

If that is still true, don’t be too 
sanguine about tax reduction. 

x + * 


Transportation Meeting 


HE annual “open” session of 

the transportation committee of 
the U. S. Chamber of Commerce 
has been set for Sept. 21, and in- 
vitations have gone to all members 
and to 20 organizations represent- 
ing carriers and users, it was an- 
nounced here last week. 


The open session is designed to 
offer individual members and as- 
sociations an opportunity to make 
proposals which the sponsors feel 
should be considered for inclu- 
sion in the chamber’s 1956-57 pol- 
icy on transportation and com- 
munication. 


J. H. Carmichael, president, Cap- 


ital Airlines and committee chair- 
man, will preside. 














THIS BATTERY SELLS ITSELF...WHEN YOU SEE IT YOU’LL KNOW WHY! 


CELLOMATIC 


LOST SORT TG 


“Selenium POWER DRY PACK”— 


One of the most revolutionary features of the Cellomatic is “Selenium Power Dry 
Pack.” This feature, exclusive with the Cellomatic, allows all Cellomatic batteries 
to be shipped dry to distributor or dealer. NO ACID IS HANDLED AT ANY TIME. 
ONLY THE ADDITION OF WATER IS NEEDED! The Cellomatic battery with 
“Selenium Power Dry Pack” can be stored INDEFINITELY. Cellomatic eliminates 
the dry charge method and the cumbersome, messy wet pack. In so doing, it puts 
hundreds of needlessly spent overhead dollars back in your pocket. PLUS, the 
Cellomatic design, mechanics and chemistry is protected under one or more of 
the following patents: 

Patent numbers, 637 (Guatemala); 55187 (Mexico); 2,714,081 (U.S.); 2,715082 (U.S.); 2,715,149 
(U.S.); 2,715,148 (U.S.); 2,715,150 (U.S.); 2,715,151 (U.S.). CELLOMATIC—Reg. U.S. Pat. Office. 
Cert. No. 609,483. Other patents pending. 


MEANS WHAT IT SAYS— 


The Cellomatic is the only battery in the world 
that carries a perpetual guarantee. Unlike bat- 
teries with limited guarantees, the Cellomatic 
can be transferred from one vehicle to another 
and from one owner to another under the same 
perpetual guarantee. No complicated warranty 
or guarantee slips are needed. The Cellomatic 
battery is its own guarantee. 
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REPLACEABLE CELLS! 





INDIVIDUALLY REPLACEABLE CELLS— 


Incorporated into the Cellomatic along with the amazing “Selenium Power Dry 
Pack” is the most practical battery design of half a century. ONLY the Cellomatic 
is built in three demountable sections allowing any cell to be replaced within 
seconds. No longer is the consumer's battery dollar reduced to the pennies of 
salvage when for ANY reason a cell in his battery goes dead. The individual cell 
cases are made of rugged, colorful, “high impact” polystyrene. This amazing 
plastic development forms a near perfect dielectric aiding immeasurably the 
elimination of self-discharge. Completely acid resistant, polystyrene does away 
with harmful organic case impurities. Individual cells can be replaced for as 
low as 50¢ each making economy the key note in Cellomatic’s demountable cell 
design. 


COMPETITIVELY PRICED— ONLY 


a i 


SIX VOLT 


Cars or trucks 


Syeaw wy ~< 


CELLOMATIC SALES CORPORATION 
186 No. Canon Drive, Beverly Hills, Calif., Suite 201 


The Cellomatic is truly a premium battery selling 
at a popular price. The finest materials coupled 
with the new manufacturing developments inher- 


ent in “Selenium Power Dry Pack” and demount- 





able cell assembly will give Cellomatic the 


dominant position in the volume sales market. 


I am interested in a Cellomatic Distributorship ( ), Dealership ( ). 


Please send me the details. 


Name 


NE 
Address. 

ee Le 
Distributors please indicate the specific area interested in 





Eee ee 


; 
e 
q 
e 


na 


S 


ee ee ee 


al 


i 
4 
B 
+ 
; 
du 
bs 
i 


Si a Ng 0S Oe a oy 


Se gga cig aes 








EI Ae he NDE RGGELL NLL RIN 00 yt AP, LAB ay i apts SI mye athe nag Sf ARR AAPM pa 7 


S 


* 





(Established in 1925) 





Published Every Monday by Member 
SLOCUM PUBLISHING COMPANY, INC, @® 
@ DETROIT 26, MICH. 
Cable Address—AUTNEW, Detroit 
2666 Penobscot Bidg. Telephone WOodward 3-0495 
New York Washington Chicago Los Angeles 
51 E. 42nd St. 912 Colorado Bidg. 360 N. Michigan Ave. 2506 W. 8th St. 
Murray Hill 7-687! National 8-4303 State 2-6273 Dunkirk 3-0303 





Publisher—George M. Slocum (1889-1949) 
Chairman of the Board—Mrs. George M. Slocum 


Editor & General Ma: ‘ete Wemhoff Editorial Director—Robert M. Finlay 
& Truck —J. C, Weed; News Editor—Maynard M. Gordon; Associate 
Editors—Bob Sheldon and R. M. Lienert; Engineering Editor—John T. Benedict; 
Editor—John O. Munn; Wi —_— Bureau Chief—William Uliman. 
loseph M, Callahan, W. C. Lockwood, 


Editorial jates—Martin L. Whitmyer, 
Agnes Stewart, Eileen Parsons, 
oes 
Business Manager—Richard L. Webber 
Advertising: Eastern—Edward Kruspak, Advertising Manager; a. Billingham and Howard 
Bradl dr.; Midwest—J. Goldstein, Manager, and William Gallagher; Western— 
“Pobert H. Deibler; Michigan-Ohio—William R. Maas and Roy Holihan. 
Advertising Production Manager—Caro!l LeVeque. 


Office Manager—Eleanore Whalen; Circulation Dept. Manager—Lucy Williamson; 
Classified Advertisi ite Manager—Theresa Abraham; Mechanical 
‘™ Samuel Pinkis. 


si intense 

RESIDENT CORRESPONDENTS: Akron—Joe Kuebler; Albuquerque—Veda Conner; Atlanta— 

C. Bash; Atlantic City—F. W. Schwarz; Austin, Tex.—J. R. Hornaday; Baltimore—Kate 

: Bi , Ala.—Stuart Riddle; Boston—Harry Stanton, Guy Livingston; Buffalo— 

G. E. Toles; , N. C.—William P. Lamkin; Chicago—Wm. M. McCarty; Cincinnati— 

Auggie Langefeld; Cleveland—Sanford Markey; Columbus—Bert Strang; Dallas—C. K. Cates; 

Denver—ira Alexander; Des Moines—F. W. Lazell; Harrisbur e Shelley: Houston—Rub: 

lio; Indianapolis—C. L. Kern; Jefferson City—L. H. Houck; je Rock—inez McDuff; 

Los Slim Barnard; Louwisville—A. W. Williams; Lowell, Mass—Charies Sampas; 

Madison—John Svegeerst Manchester, N. H.—Guy Langley: Marthaville, La.—E. E. Gentry; 

SEE Caters Eheeteeetes "tae pliiiews, Umer Mer tocempcbemnens Jonms' how Grieame-— 

yons; , Ala.—William Lynn; New une Jones; New jeans— 

Gordon Hebert; New York City—Ed Brown: Oabland, Callf-—Steve Still; Oklahoma City—M. 

Risen; Omaha—A. R. Oleson; Pawtucket, R. 1.—T. L. Forbes; Philadelphia—Norm Shigon; 

Sheldon A. el; urgh—L. M. Leffingwell; land, Ore.—E. W. Peterson; 

uth M. Eddy; Ric , Va.—tT. D. Eaton; Rochester, N. Y.—William’ Hackman; 

Salem, Ore.—F. K. Haskell; Salt Lake | S. Harmer; San Antonio—J. H. Reed: San 

Pinkson; Seattle—Martin Trepp; South Bend—L. E. Dunkin; Spartanburg, 

S$. C—L. D. Bray;... , WL—C. C. Hall:.St. Louis—Sam X. Hurst; Tacoma—Robert 
E. Sconce; Toledo—Paul Hayes!*Wamego, Kans.—G. M. Hunholz. 

“FOREIGN CORRESPONDENTS: European Correspondent—George L. Glaser; Brussels, Bel- 

Alberta—G. A. Yackulic; London, Eng.—A. E. Jones; 


ose W. Ashton; Lethi . i 
City—Douglas Grahame: ilan, Italy—Antonio Giordano; Montreal—Jules Larochelle; 
L. Schwartz; wy, eee Sydney, Australia—H. Bowden Fletcher; 
ion 


Ottawa—M. 
Tokyo—Stuart Griffin; Toronto—James agnes; Vancouver, B. C.—F. H. Fullerton. 


Subscription: United States and Canada, one year $8, two years $14. 
All other countries one year $12, two years $20. No Free List. 
Copyright, 1955, Slocum Publishing Co., Inc. All Rights Reserved. 


Entered as second-class matter Post Office, Detroit, under Act of March 3, 1879. 
Member of Audit Bureau of Circulation and fhe Associated Business Papers. 


Advertising Rate: See Standard Rate and Data, or write for rate card. 


AUTOMOTIVE NEWS PLATFORM 
1 1. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 


{ 2. Every dollar of line and oil taxes, collected by states and federal 
governments, applied to the building and maintenance of highways; 


1 3. Guard the precepts of individual freedom, which made the U. S. A. 


ind ~—* citizens more of the better things of life than anywhere 
world. 


Depict the Human Side 
of Auto Dealers 


ere a tough trader with a soft heart. He’d trade the 
shirt off your back, but give you the shirt off his back 
if you needed it. 


Who are we talking about? An auto dealer. 


In a tough competitive business, we forget too often that 
there is a human side to people. We talk of auto retailing 
as a dog-eat-dog business; of dealer criticizing dealer. 
Rarely do we hear someone in the business speak well of 
someone else. 


As a result of the tension and the bickering—often per- 
formed publicly in advertising—many come to think of 
dealers in the mass as crooks, while many who know 
dealers as individuals realize this is not so. 


: One of the things that brought this up was a conversa- 
tion with a factory executive as to how dealers in the flood 
disaster area could get cars to sell if they needed them. 
This particular maker happened to be in the midst of model 
changeover, with factory supplies exhausted, six weeks to 
me? new model announcement and not enough cars in the 

d to last that long. 


“What we'd do,” the factory official said, “would be to 
set up a clearing house so that dealers from other areas 
could direct part of their stocks to the flood areas if there 
were a need for them.” 


Would dealers facing a period of being out of cars them- 
selves give up what few cars they had? 


“Of course,” the factory man said. “I’ve seen it happen 
time and again. Dealers will fight tooth and nail under 
normal conditions, but when their fellow dealers are in 
need, they always rush to the rescue.” 


Dealers face a tremendous public-relations problem. Some 
efforts have been made to meet it with facts and figures on 
what the dealer means to a community in dollars and cents. 


Perhaps those concerned with dealer public relations 
should devote more attention to the human side of dealers. 
We all are much alike. We like best those whom we know 
best as human beings. 





Dealer Conventions 


Sept. 9-11— Maine Automobile Dealers 
Assn., Samoset Hotel, Rocklane, Me. 
. 12— Delaware Automobile Dealers 
ssn., Rehoboth Beach, Del. 
Sept. 14— Vermont Automobile Dealers 
Assn., Equinox. House, Manchester, Vt. 
o-. 16— 24th Annual State Convention, 
ansas Motor Car Dealers Assn., Broad- 
view Hotel, Wichita, Kans. 
Sept. 16— Oregon Automobile Dealers 
Assn., Multnomah Hotel, Portland, Ore. 
. 1&19—South Dakota Automobile 
ealers Assn., Sioux Falls, S 
Sept. 18-20— 32nd Annual Convention, 
New York State Automobile Dealers, 
Inc., Saranac Inn, Saranac, N. Y. 
Sept. 19-20—Minnesota Automobile Dealers 
Assn., Radisson Hotel, Minneapolis, 


Minn, 
Sept. 19-20— Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria, III. 
Sept. 19-20—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, Wis. 
Sept. 25-27—Tennessee Automotive Assn., 
wena Vista Hotel, Biloxi, Miss. 

Sept. 25-27— Texas Automotive Dealers 
Assn., Shamrock Hotel, Houston, Tex. 
Sept. 26-27—Automobile Dealers Assn. of 
North Dakota, Fargo, N. D. ’ 
Sept. 26-27— Pennsylvania Automotive 
Assn., William Penn Hotel, Pittsburgh, 


Pa. 
Sept. 26-27—Colorado Automobile Deal- 
ers Assn., Broadmoor Hotel, Colorado 


Springs, Colo. 
Sept. 28 40—37¢h Annual Convention, New 
Jersey Automotive Trade Assn., Hotel 
Chalfonte-Haddon Hall, Atlantic City, 


N. J 

Oct. 9-10— New Hampshire Automobile 
Dealers Assn., Mt. Washington Hotel, 
Bretton Woods, N. H. 

Oct, 9-10— Georgia Automobile Dealers 
Assn., Bon Air Hotel, Augusta, Ga. 

Oct. 9-l1I—Mississiopi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi, Miss. 

Oct. 15-17—Arkansas Automobile Dealers 
Assn., Majestic Hotel, Hot Springs, Ark. 

Oct, 16-17—Oklahoma Automobile Dealers 
Assn., Mayo Hotel, Tulsa, Okla. 

Oct. 16-18—National Independent Auto- 
mobile Dealers Assn. Annual Convention, 
Hotel William Penn, Pittsburgh, Pa. 

Oct, 23-25— Florida Automobile Deale 
ae Sans Souci Hotel, Miami Beach, 
a. 

Nov. | — Connecticut Automotive Trades 
Assn., 34th Annual Convention, Hotel 
Statler, Hartford, Conn, 

° Automotive Trade Assn. of Vir- 
Roanoke Hotel, Roanoke, Va. 
Ns 14—20th Annual Convention, 

Automobile Dealers Assn. of Alabama, 
Tutwiler Hotel, Birmingham, Ala. 

Nov. 13-15—Ohio Automobile Dealers 
ee Netherland Plaza Hotel, Cincin- 
nati, O. 

Dec, 2—Nebraska New Car Dealers Assn., 
Paxton Hotel, Omaha, Neb. 

Dec. 6—Utah Automobile Dealers Assn. 
Convention, Newhouse Hotel, Salt Lake 
City, Utah. 

Dec. 9-10 — Montana Automobile Dealers 
Assn., Northern Hotel, Billings, Mont. 
Jan. - Feb. h Annual National 
Automobile Dealers Assn. Convention, 
Sheraton Park and Shoreham Hotels, 
Washington, D. C. 

* 
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Dealer Auto Shows 


Oct. 7-23—Southwestern Auto Show, Au- 
eee Bidg., Texas State Fair, Dallas, 
‘ex, 

Nov, 12-20—Portiand (Ore.) Show. 

Nov. 26-Dec. 3— Buffalo Auto Show, 
Masten Avenue Armory, Buffalo, N. Y. 

Jan.— Columbus Auto Show, Veterans 
Memorial Bldg., Columbus, O. 

Jan. 7-15—27th Annual Automobile Show, 
National Armory, Washington, D. C. 
Jan. 7-15 — Chicago Auto Show, Interna- 

tional Amphitheater, Chicago, Ill. 

Jan. 7-15 — Houston Auto Show, Houston 
Coliseum, Houston, Tex. 

Jan, 7-15—St. Louis Auto Show, Kiel Audi- 
torium, St. Louis, Mo. 

Jan. 21-28 — Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh, Pa. 

Jan. 21-29—Cleveland Auto Show, Cleve- 
land, O. 

Jan. 28-Feb. 4— Rochester Auto Show, 
Rochester War Memorial Auditorium 
and Exhibit Hall, Rochester, N. Y. 

Feb. 3-12—Omaha Auto Show, New Mu- 
nicipal Auditorium, Omaha, Neb. 

Feb. 14-19— Lansing Auto Show, Civic 
Center, Lansing, Mich, 

Feb. 18-26—Detroit Auto Show, Michigan 
State Fair Grounds, Detroit, Mich. 

es = «@ 


General 
Sept. 6-17—National Machine Tool Build- 
ers Assn. Show, Chicago, Ill. 
Sept. 6-17—Production Engineering Show, 
Navy Pier, Chicago, Ill. 
Sept. 6-17—Machine Tool Show, National 
(See CALENDAR, Page 44, Col. 5) 


30 Years Ago ih 
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‘Why Do Dealers Weep? .. .’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Customer’s Side 


We, as owners of obsolescent 
cars, wish to comment on several 
points. 

Point one is, that out of four 
“low-priced (?)” dealers visited, 
just one made business-like effort 
to close a sale. One dealer refused to 
quote a price when the customer 
was poised to write it down. 
Another dealer packed the price by 
$400. Two of the four dealers did 
not even ask the prospective cus- 
tomer’s name and address. 

Point two, why do dealers write 
letters to this column, weeping 
and moaning about the penny- 
pinching, gouging public? Should 
the customer bow and scrape and 
plead to be afforded the privilege 
of purchasing the dealer’s wares? 
A large percentage of the dealers 
operated on a “take it or leave it, 
Mac” basis during the war years 
and for a considerable time there- 
after. At present, when the situa- 


The Big Stories 


Income tax payments by Ford Motor Co. lead the country in size, 
the figure being $16,493,160. The General Motors Corp. is next although 
the exact amount is not yet konwn. It is estimated that its tax will 


exceed $5,600,000. 


Buick Motor Co. is inaugurating an increased production schedule, 
Harry H. Bassett, president and general manager, made known today 
in announcing that a total of 19,710 cars were built last month. 

Walter P. Chrysler, president of the Chrysler Motor Co., has an- 
nounced the purchase by his company of the American Motor Body 
Co. of Detroit. The acquisition will give Chrysler 700,000 square feet 


of additional floor space. 


The 2,000,000th Chevrolet has just been produced at the Chevrolet 
plant in Detroit, a new record in the history of the selective gear 


shift car. 


—F¥rom the files of Automotive News. 








tion is slightly reversed, they pro- 
test bitterly. Come on, dealers take 
your lumps like John Q. Public 
did for so long a time. 

Point three, show us one dealer 
in the city of Dayton who services 
your car commensurate with the 
prices he charges and he will gain 
some new business.—Guy R. Lams, 
Jr. and Joun J. McCauuion, Dayton, 
oO. 

* * os 


Convoy 


In your publication dated 13th 
June, 1955, you show a picture of 
the five-car haulaway unit manu- 
factured by the Fruehauf Trailer 


We are interested in this type of 
transport in the Union of South 
Africa, and therefore we are 
inquiring whether you can put us 
in touch with the manufacturers 
and suppliers of a truck and 
trailer combination utilized by the 
Convoy Co. (we do not know their 
address).—R. J. Jesstman, Union 
Forwarders (Pty), Ltd. Durban, 
Natal, South Africa. 

Eprror’s Nore: The Convoy Co. 
is at 5225 East Marginal Way, 
Seattle 4, Wash. 

* * * 
Expose for Customers 


In the last issue of AUTOMOTIVE 
News we read the article on a book, 
“Car Deal,” written by Frank 
O’Rourke and to sell for 35c each 
and to be published on Aug. 24. 


We would like very much to 
know where to order some of these 
books as we feel for a legitimate 
dealer it would be good business to 
have some and pass them out. We 
would like to order at least 10 of 
them.—H. L. Gamsret, J. V. Rose 
Motor Co. (Chevrolet-Cadillac-Olds- 
mobile), Glenwood Springs, Colo. 

Eprror’s Note: Ballantine 

Books, 404 Fifth Ave., New York, 

18. 




















AUTOMOTIVE NEWS, SEPTEMBER 5, 1955 13 


Building Through Human Relations . . . 


| Teamwork in the Dealer Shop 


Eprror’s Note: One of a 
series of letters to inspire 
team spirit to be utilized by a 
service manager or dealer 
orally in staff meetings, by 
letter sent to the employe’s 
home or posted on dealer’s 
bulletin board. 


By John O. Mann 


Dear Fellow Worker: 
VERY day more and 
more people go to the 

stores and business places 

where they like to trade 
rather than to 


- z places that only 
sanies offer the biggest 


“bargains.” Per- 
sonal interest in the cus- 
tomer has entirely disap- 
peared from many stores 
and some automobile estab- 
lishments. Pride of crafts- 
manship, confidence, knowl- 
edge and experience is at 


a very low ebb in many - 


trades and crafts. 


We here have the oppor- 
tunity to capitalize on this 
situation and by so doing 
to assure our future well 
being and security. We 
work for people in this 
community — friends, 
neighbors, fellow citizens. 
We know many of our cus- 
tomers personally. 

They come here because 
they get considerate, friendly 
treatment and because they 
feel that we are sincerely in- 
terested in them and their 
cars. 

How much more human 
and pleasant it is to work 
as we do than only as one 
of nameless thousands in 
factories where the work- 
man never sees the one 
who uses the thing he 
makes. 

We can see and enjoy 
the gratitude of those we 
serve and in more than a 


Artificial Scarcity 
Assailed by U.S. 
Rubber Users 


AKRON.—Artificial shortages of 
natural crude rubber caused by 
speculators may force the U. S. 
rubber industry to switch to syn- 
thetic rubber completely, W. S. 
Richardson, B. F. Goodrich Co. 
president, has warned. 


He urged an increase in margin 
for speculators dealing in crude 
rubber “futures,” in order “to stop 
current wild speculation in the 
purchase of this vital material.” 


Speculators are currently put- 
ting up only $1,500 per 10-ton lot 
of crude rubber, a margin of 8 per- 
cent, he said, which means they 
can hold rubber off the market in 
substantial quantities with a very 
limited amount of cash. 


Pointing out that world prices 
for crude rubber bear no real rela- 
tionship to the cost of production 
and are double the price of syn- 
thetics, Richardson warned grow- 
ers to by-pass speculators or face 
loss of the American market. 


He noted that rubber firms have 
learned how to synthetically make 
“nautral” rubber, but added that 
there need never be a complete 
changeover to synthetic rubber in 
the U. S. if growers move quickly 
to insure an adequate supply at a 
competitive price. 


Uintah Dealers Elect Easton 


VERNAL, Utah. — Lloyd Easton, 
local Hudson dealer, has been 
elected president of Uintah Basin 
Automobile Dealers Assn. He suc- 
ceeds Don Showalter, Vernal] Lin- 
coln-Mercury dealer. 


few cases hear words of 
raise from those we work 
or. 

Let’s keep this business 
sincere ond friendly in a 
world that is too frequently 
cold and selfish. Let’s make 


more folks come here be- 
cause they like to. 


Sincerely yours, 





International's R-120 Bows— 
Swinging around a curve is International's new four-wheel-drive, light-duty truck, 


CAR DEALER & | Model 8-120. The truck has a gross vehicle weight of 7,000 pounds and comes in 
COMPANY four wheelbases, ranging from 115 to 134 inches. It is powered by a 108-horsepower 

Silver Diamond 220 engine, with a 131-horsepower engine optional. Pickup, stake 
Manager and utility bodies are available. 


PLEXIGLAS signs 
Stay bright for years. User says— 


“... Not one iota of color deterioration” 
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PLEXIGLAS is @ trademark, 
Reg. U.S. Pat. Of. and in 
other principal countries in 
the Western Hemisphere. 
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Dcstiieter Industry 
ROHM & HAAS 
COMPANY 


Washington Square, Philadelphia 5, Pa. 
Representatives in principal foreign countries 
Canadian distributor: 

Crystal Glass & Plastics, Ltd., 180 Queen’s 

Quay at Jarvis Street, Toronto, Ontario, Canada. 
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ADVERTISED 





Company president recommends 
Advertised-in-LiFE 
promotion for other 

De Soto-Plymouth dealers! 





CHARLES C, FREED, 
President, Freed Motor Company 


LIFE 








During the week of April 11, 1955, Freed Motor Co. of Salt 
Lake City sponsored its own Advertised-in-LIFE tie-in 
promotion for De Soto-Plymouth. , 

The excellent results of this promotion are described in a 
letter to LIFE from Charles C. Freed, president of Freed 
Motor Co. and former president of NADA. 


INTERMOUNTAIN DISTRIBUTOR 
DESOTO Plymouth 
eS oes - - 

47 SECOND EAST PHONE 3-277! 
© SALT ¢ LAKE « CITY ele 
June 27, 1955 


CHARLES C. FREED 


Life Magazine 
Patterson Building 
Denver 2, Colorado 


Attention: Charles Rubens 


Gentlemen: 


As you know, during the week of April 1lth at the time 
the national promotion, Spotlight on Automobiles, was in 


effect, with your cooperation we conducted a Life Promotion 
Campaign. 


Through your efforts our showroom and windows were beauti- 
fully decorated and the results were most gratifying. We 
feel that this enabled us to take full advantage of the 
Spotlight on Automobiles Promotion and that it put Freed 
Motor Company far in the lead during this campaign. 


I know that it increased the prestige of our products and 
of our own company. Our entire sales organization was 
most enthusiastic over the results obtained, and we would 


certainly recommend this promotion to DeSoto-Plymouth 
Dealers in other areas. 


Thank you once again for your splendid cooperation in our 
behalf. 


Very truly yours, 





CCF: vme 


FREED MOTOR COMPANY inc. 


went to Salt Lake City— 
Freed Motor Co. “went to town’! 


LEADING PRODUCTS OF CHRYSLER CORPORATION 





~$- 























Typical show window demonstrates how Freed’s used 
their Advertised-in-LIFE tie-in material to flag down traffic. 
Wm. Derbidge, wholesale manager, said, ‘““We feel that 
the interest created by the Advertised-in-LIFE promotion 
was responsible for quite an increase in our floor traffic, 
and more important, an increase in car sales.” 


Dramatic burst display inside the showroom proved to be 
a real “‘stopper.” It featured De Soto ads from LIFE. No 
matter where you looked in the showroom, LIFE was 
everywhere. Placards, banners, LIFE covers and stickers 
told customers, “‘“Here are the famous brands you saw 
advertised in LIFE.”’ 





Everyone got into the act! In the Parts and Service De- 
partments, even in the grease pits, a customer couldn’t 
miss the Advertised-in-LIFE tie-in. Here two Freed me- 
chanics, sporting Advertised-in-LIFE caps, give a new 
Plymouth Belvedere some special attention. 


3-way sales combinationwill sell morecars foryou! 


Feature these three in your advertising and showroom 
displays: (1) the name of your dealership, (2) the make 
of car you sell, (3) material showing that your car is 
advertised in LIFE. 

Individually, each is a strong selling force. Promoted 
together they can build extra business for you. 





WEEK BY WEEK—MORE NEW CAR BUYERS 
READ LIFE THAN ANY OTHER MAGAZINE 


> 


LIFE, 9 Rockefeller Plaza, 
New York 20, N. Y. 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


a industry’s desire to offer 
models which cater to the wid- 
est possible range of individual 
buyer preferences has stimulated | 
work on a number of interesting 
body types. 

The instant popularity of the) 
four-door hardtop styles offered | 
this year by Buick and Oldsmobile | 
has sparked many decisions to 
make such a model available “as 
soon as possible.” For many manu- 
facturers, this means 1956. 

General availability of four- 
door “fixed roof” hardtops thus 
is virtually a foregone conclu- 
sion. However, a number of other 
mew body types being investi- 
gated by various companies must 





be classed strictly as “experi- 
mental” — with no decision yet 
made for production release. 

Some stylists and engineers are 
working on retractable hardtops to 
| give the two-door car a blend of 
|overhead rigidity and the “true 
convertible feeling.” Others are toy- 
ing with removable (plastic) hard- 
tops for the four-door body. 

Some thought also is being given 
to the market potential for a four- 
door soft-top convertible. 

* * * 


Faster Warm-Up Coming 


For Automobile Heaters 


OU’LL soon be hearing more 
about gasoline booster car 


heaters. In industry accessory 
circles, it’s common knowledge 
that one company is completing 
plans for offering such a unit as 
an original equipment option. 

When you get into a cold car 
in Winter, you want heat “right 
now.” Principal advantage of the 
gasoline heater over present “hot- 
water” systems is its ability to 
begin supplying large quantities 
of hot air almost immediately after 
starting. 

This will do away with the pre- 
sent five to 10 minute waiting 
period during which people shiver 
while the car engine “warms up.” 

Frequent short trip usage of 
cars is a major argument for 
this development. In city driving, 
where an average trip may last 
only 20 to 25 minutes, you are 
halfway to your destination 
before the car interior tempera- 
ture begins to come up to the 
desired comfort level. 

It is ironical that progress in 
engine design merely aggravates 
this problem. The coolant in older 
6-cylinder engines reaches thermo- 
stat control temperature in about 
five minutes. But the modern V-8 
engine typically requires approxi- 
mately 10 minutes to reach the 
same control temperature. 

Unfortunately for the heating 





engineer, heat rejected to the cool- 
ant is reduced by an increase in 
engine efficiency. This means less 
heat available for the hot-water 
heater. 

Many engineers agree that some 
form of auxiliary heat source— 
such as the gasoline heater — is 
needed to provide acceptable 
output during the engine warmup 
period. 

x * * 


Wood Battery Separators 


Decline in Popularity 


) | prado wabed separators—the parts 

that keep adjoining positive and 
negative plates from making con- 
tact — have undergone sweeping 
changes in the past several years. 
One result: The trend away from 
traditional wood materials to so- 
called “mechanical” types has 
nearly run its course. 

Of the two types of mechanical 
(man-made) separators, resin- 
impregnated paper has gained 
wider usage than the glass-dia- 
tomaceous earth type. Wood is 
not entirely out yet, but is said 
to be on the way out, as resin- 
impregnated paper materials, 
plastics and rubber have demon- 
strated their superiority. 

Price of the resin-impregnated 
paper separators has been decreas- 








Armstrong Announces A 


REVOLUTIONARY 
NEW TRUCK TIRE 


10 YEARS AHEAD OF THE FIELD! 


Delivers Best All-Around Performance 


errmerarerireten nat 










At Lowest Cost Per Mile In History! 











Armstrong's Exclusive 
“‘Intra-Tread Bumpers 
a 











Armstrong's Exclusive 
“Interlocking 
Tread Design” 





Provide greatest sta- 
bility in history. 
Trucks equipped 
with new Armstrong 
“Miracle S-D” Tires 
can be put up to the 
speed limit and kept 
rolling there. Tight 
delivery schedules 
are maintained! 


This broad-shoul- 
dered construction 
puts more rubber on 
the road. Gives 
longer, more even 
wear. Result: Lower 
insurance and re- 
placement costs be- 
cause perishables get 
greater protection. 


Delivers 34% more 
traction than ordi- 
nary tires. This 
means more pay 
loads and extra prof- 
its. And, “Miracle 
S-D” takes steep 
grades and keeps rol- 
ling over long routes 
in any weather! 


Armstrong's Exclusive Armstrong's Exclusive 
CC meh ae me SCT Stace eh tte 





Gives world’s great- 
est bruise damage 
protection. With 
**Miracle S-D”’ the 
trucker can forget 
about stone holding, 
groove cutting, stone 
bruises ... the cause 
of many premature 
tire failures. 


ARMSTRONG 


110-FléX MIRACLE S-D TRUCK TIRES 


MAKERS OF ARMSTRONG PURE FOAM FOR FURNITURE AND BEDDING, HOME OFFICE WEST HAVEN, CONNECTICUT 





Separator Test — 


Rubber separators for storage batteries 
undergo an electrical resistance test at 
U. S. Rubber Co. 

+ Cd 
ing steadily, to a point where it 
definitely is competitive with Doug- 
las fir wood. Some battery manu- 
facturers are looking for the price 
to approach as low a figure as $5 
per thousand as mass production 
economies are effected in the shift 
from pilot plant to fullscale pro- 
duction. 

* ok * 
OE of the country’s largest sep- 

arator manufacturers is ready- 

ing a new resin-impregnated sep- 
arator with extruded plastic ribs, 
in an effort to further challenge 
the market now held by the glass- 
based separator. 

A survey by Mead Carney & Co., 
Inc., shows that in 1955 more me- 
chanical separators are being used 
than wood and rubber combined. 
Use of wood separators was found 
to have dropped an average of 18 
percent since 1953, in a summary 
of reports from 14 companies. The 
percentage figure for mechanical 
separators is expected to increase 
sharply as the dry-charge battery 
grows in popularity. 

Paper-based separators moved 
rapidly from experimental status 
to general acceptance by the bat- 
tery industry during the past few 
years as field experience proved 
them to have entirely acceptable 
quality and performance. 

As recently stated by T. L. Ken- 
dall, Delco-Remy battery sales 
manager, “As far as resistance to 
overcharging is concerned, the end 
is not yet in sight, for in the lab- 
oratory we are experimenting with 
batteries which run many times as 
long as present production models. 
Better resistance to overcharging 
means that other parts of the bat- 
tery become the weak link. 

“In particular,” continued Ken- 
dall, “the separator needs atten- 
tion. Separators made of wood, or 
separators having large pores, very 
quickly become limiting factors in 
battery life. These separators per- 
oxidize quickly or load up with 
lead sulphate and short out. 

* ae * 

— separators have been 

known for a long time but 
have been used exclusively in pre- 
mium-price batteries. The best of 
these, the microporous rubber sep- 
arator, has repeatedly been proven 
to resist the effects of overcharg- 
ing almost 100 percent.” 

Electric Auto-Lite Co. recently 
completed development of a new 
plastic separator for use in its 
batteries. Poralite, as it is called, 
consists of a microporous ther- 
mosetting, resin-impregnated fi- 
brous cellulose. 

Among advantages claimed for 
this separator by Auto-Lite are: 
(1) It is a dry separator (contains 
no moisture) and can be made in 
a dry state for either dry or wet- 
charged batteries. (2) Under high- 
rate discharge at cold temperatures, 
it has a very low ohmic resistance, 
which allows high battery voltages 
and permits output of maximum 
starting torque for the engine. 

The largest separator manufac- 
turer in this country, U. S. Rubber 
Co., produces both rubber and plas- 
tic separators and has promising 
experiments under way for separa- 
tors made of such materials as nat- 
ural fibers or plastics, or a com- 
bination of diatomaceous earth and 
various plastics. 

The life of a battery formerly was 
limited by the life of its separators. 
U. S. Rubber says, “This certainly 
is not true today in the case of 
rubber separators, which will out- 
last the battery.” 

“Controlled quality” is cited as 
one of the chief advantages gained 
when man supersedes nature in 
producing separator materials. 


8S oORM2 


=, pep 


s+mnoOrs 


mee om Sa mw 


rH ad. 


ee ee ee es awe Ss ee le 


@qodon 0 = 


oO 


News to Note... 


AUTOM 


Auto World in Brief 





a —n 


Canadian Auto Exports Up 


OTTAWA. — Exports of passen- 
ger cars in the first half of 1955 
totaled $5,305,000, compared with 

5,093,000 for the same period last 
year, and truck exports amounted 
to $2,745,000 as against $2,352,000 in 
1954, the Canadian Government 

is reported. | a 


General Tire Signs Pact 


With German Rubber Firm 


AKRON.—A long-term technical 
service contract between General 
Tire & Rubber Co. and Metzeler 
Gummiwerke A. G., Munich, Ger- 
many, has been formally announced. 

Metzeler produces tires, tubes 
and other rubber goods. The con- 
tract is the sixth manufacturing 
affiliation in Europe for General 
-ire, which operates its own plants 
in seven other foreign countries. 

* cg A 


Hollingshead Launches 


Fall Dealer Promotion 


CAMDEN, N. J. — R. M. Hol- 
lingshead Corp.’s automotive di- 
vision has announced a new fall 
promotion for jobbers and deal- 
ers throughout the nation. 

Hollingshead said that it will 
be designed to appeal to every 
pe of trade within the auto 
industry. The promotion is keyed 
to the theme: “Big Time Profit 
Program.” 


* * * 


Nash Moves in Chicago 


CHICAGO. — Nash Motors’ cen- 
tral division office has been moved 
to Room 3102, 230 N. Michigan Ave., 
Chicago 1, Ill. The new phone num- 
ber is DEarborn 2-3034. 

* * * 


Williams in Receivership 


FORT WAYNE, Ind.—A receiver 
has been named for Bruce Williams, 
Inc. (Studebaker), by Superior 
Court. The action was brought by 
Bernard Conrad, former manager, 
who said the firm owed him $1,800. 

~ * * 


Tube Reducing Corp to Make 


New ‘Rockdrawn’ Tubing 


WALLINGTON, N. J. — Tube 
Reducing Corp. has converted 100,- 
000 square feet of floor space in 
its No. 2 plant to production area 
for a new special type of cold 
finished tubing. 

The corporation said the new 

ibing will be produced by a 
nique process combining cold com- 
pression rolling and cold drawing 
and will be known as “Rockdrawn” 
tubing. 


* * * 


Dealer Heads Polio Drive 


ORANGE, Tex.— Claude Brook- 
shire, automobile dealer here, has 
been named March of Dimes drive 
chairman for Orange County. 

* * oe 


Sparton Karbelis 


GRAND RAPIDS, Mich. — Spar- 
ton Automotive division of Sparks- 
Withington Co., Jackson, Mich., is 
the manufacturer of Sparton Kar- 
belts, not Jacqua, as might be in- 
ferred from the Automotive News 
story of July 18, 1955. 

” * ca 


Kans. Antiques Get Tags 

WICHITA.—For the first time 
in the history of Kansas, some 
200 members of the Horseless 
Carriage Clubs will have license 
tags of their own. Jess Guy, 
chairman of the Wichita region, 
said that gold and blue plates 
‘will be available for cars of more 
than 35 years old. They will bear 
no numerals but will have the 
words “Antique” and the state 
abbreviation. They will cost $5 
and be good for the life of the 
car. 

+ ¥ * 

Five-Day-Tryout Story 
Fails to Impress Sheriff 

BISMARCK, N. D. — LeRoy 
Tuntland, 22, of Shields, N. D., was 
arrested by Sheriff Myron Thistle- 
waite, of Burleigh County, on a 
charge of auto theft filed by Uni- 
versal Motor Co., Bismarck. 

Tuntland told authorities that an 
employe at the firm’s lot told him 


to take the car out and drive it 

on trial five days before his arrest. 

There was no one at the Univer- 

sal lot when Tuntland made off 

with the car, company officials said. 
* 7 * 


Garage Volume Up 


OTTAWA.—Retail business 
done by Canada’s garages and 
gasoline stations increased 1.2 
percent in dollar volume in the 
first five months of 1955, as com- 
pared with the same period last 
year, the government reports. 

* * * 


European Car Sales 


Decline in Canada 


OTTAWA. — Canadian dealers’ 
sales of European-made new cars 
dropped 2.7 percent in June, 1955 
as compared with the same month 
last year, government figures show. 

In June, sales were 2,525 cars 
with a retail value of $4,577,000, as 
compared with 2,595 valued at 
$4,889,000 for that month last year. 
However, European-made commer- 
cial vehicle sales rose in the month 
to 205 as compared with 135 a year 
ago, a 51.9 percent increase. 

* * * 
Missouri Motorists Get 


Lower Insurance Rates 


JEFFERSON CITY, Mo.—The 
National Automobile Underwriters 
Assn. has reduced auto insurance 
rates 5 to 20 percent in Missouri, 
according to C. Lawrence Leggett, 
state insurance superintendent. 

The association also lowered com- 
prehensive insurance rates 8 to 14 
percent in various classifications 
for commercial haulers. 

* ” oe 


Ford Plant Site Approved 


CHICAGO.—A 140-acre site near 
Chicago Heights has been rezoned 
to permit Ford to build a $15 mil- 
lion plant for Mercury bodies. The 
plant will employ approximately 
2,500. 

x * * 
Nankervis Acquires 


Former Nash Factory 


DETROIT. — George L. Nan- 
kervis Co. has purchased a 72,000- 
square-foot plant here formerly 
occupied by Nash. 

George L. Nankervis, president, 
said plans were being readied 
for a 12,000-square-foot addition 
to the plant for executive and 
general offices and an engineer- 
ing drafting reom. 

* 


3M Plans Ex pansion 


ST. PAUL, Minn. — Minnesota 
Mining & Mfg. Co. announced it 
will purchase its present leased 
ribbon manufacturing facilities in 
Fairmont, Minn., and will construct 
a 100,000-square-foot addition. It 
will also purchase a 22-acre tract 
adjoining the plant. 

ca t * 


Palmer-Bee Relocates 


DETROIT. Palmer- Bee Co. 
announced it will move its main 
manufacturing plant from Ham- 
tramck, Mich., to larger quarters at 
Marysville, Mich. 

x 


z a 
New Process Gear Leases 


Plant for Parts Output 


SYRACUSE, N. Y. — New Proc- 
ess Gear Corp. has leased a manu- 
facturing plant from Prosperity 
Co., Inc., it was announced in a 
joint statement by the management 
of the two Syracuse companies. 

The property will be used for 
auto component production. 

x * * 


535 Miles of Vehicles 


WICHITA.—Statistics show that 
there are 113,200 registered cars 
and trucks here, or about 1.25 vehi- 
cles per Wichita family. Moving 
cars and trucks are estimated to 
occupy 535 miles of the city’s 
streets, so traffic congestion is re- 
ported as nothing new here. 

* *” * 


13 Percent of Homes in Minn. 


Have More Than One Car 
MINNEAPOLIS. — About 13 per- 
cent of Minnesota’s car - owning 
families have more than one car, 
according to Robert S. Olson, vice- 
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Jungle Destroyer Ready for Action— 


The “Tree Crasher,” designed and built by R. G. LeTourneay, Inc., Longview, Tex., 
Prepares to tackle land-clearing work along the Florida-Georgia line. Using the 
largest rubber tires ever made, the giant machine is said to pack three times the 
wallop of an M-24 tank, yet to be able to roll over a pocket watch without damaging 
it. Powered by diesel-electric engines, it is said to be capable of easily uprooting 
large trees. 





president of Universal C.1.T. Credit 
Corp. 

Olson, who based that figure on 
a survey conducted by C.L.T., pre- 
dicted the number of multiple-car 
families will double in the next five 
years. 

a * od 


Ford Dealer Cited 


ST. LOUIS. — A leadership cita- 
tion has been presented to Men- 
denhall Motor Co. (Ford). The firm 
was cited because more Ford cars 
were sold in 1954 than any other 
make in the dealer’s area. 

* + * 


Auto Parts, Accessories 


Among 10 Top Air Cargoes 


CHICAGO.—Auto parts and ac- 
cessories were among the 10 top 
freight shipments carried by United 
Air Lines during the first half of 
1955, according to R. L. Mangold, 
superintendent of cargo sales. 

Ranked by total weight flown, 
the nine other major items were 
machines and machine parts, elec- 
trical parts and equipment, cut 
flowers, printed matter, wearing 
apparel, hardware, aircraft parts 
and accessories, film and advertis- 
ing material. 2 

ck & 


Ottawa Buses for Sale 


OTTAWA.— The Ottawa Trans- 
portation Commission is offering 
for sale 19 Ford 27-passenger buses. 

* * * 


A ‘Warm’ Reception 

PERU, Ind.—James E. Lenoir, 
21, broke into Dalecke Automo- 
bile Co. by way of the coal room. 
Before he could make further 
progress, police arrived to give 
him a “warm reception.” 

- x * 


Goodyear Produces, Installs 


2,000-Pound Tubeless Tire 


AKRON. — The first and largest 
tubeless earth-mover tires, built by 
Goodyear Tire & Rubber Co., have 
been installed on the job, and the 
company is now in production with 
a line of these tires, according to 
E. J. Thomas, president. 

The tires, size 37.5-33, were in- 
stalled on two 41-yard self-loading 
earth scrapers owned by C. F. 
Replogle, Circleville (O.) contrac- 
tor. They weigh around 2,000 pounds 
each, and cost approximately $5,000. 

* = * 


Montreal Again Mulls 


24-Hour Auto Dealers 


MONTREAL. — The City Coun- 
cil will again consider exempting 
new and used-auto dealers from 
the provisions of a bylaw govern- 
ing closing hours of stores. In 
effect this would, if approved, per- 
mit the dealers to remain open 24 
hours a day if they wished. 

This was refused last July by a 
vote of 36-35. The new measure 
would affect only the car dealers, 
not accessory stores as originally 
proposed. Se 


Rubber Consumption Drops 


From Alltime Rate 


NEW YORK.—New-rubber con- 
sumption during July dropped to 
109,662 long tons from the alltime 
high of 136,534 long tons in June, 
according to the Rubber Manufac- 
turers Assn., Inc. 

Natural rubber consumption at 
46,303 long tons was below the 
56,567 used in June, and the use of 


all types of synthetic rubber 
dropped to 63,359 long tons from 
June’s consumption of 79,967. Con- 
sumption of reclaimed rubber in 
July is estimated at 22,503 long 
tons, compared to 29,208 in June. 
s° #2 + 
700 Young Craftsmen 


Cited in Ford Contest 


DEARBORN.—More than 700 
youngsters—representing 35 
states, the District of Columbia 
and Hawaii—have been selected 
as the nation’s best young crafts- 
men in Ford Motor Co.’s ninth 
annual Industrial Arts Awards 
competition. 

Outstanding achievement 
awards were presented for 30 
projects judged best among the 
more than 5,000 entries in the IAA 
finals. Special awards also were 
given projects judged as outstand- 
ing for ingenuity and for creative 
design. Awards totaled $50,000. 


* * * 


Taylor-Wiison Is 22 


PADUCAH, Ky. — Taylor-Wilson 
Chevrolet-Cadillac, Inc., has cele- 
brated its 22nd anniversary. To 
mark the event the dealership has 
reopened its service department 
= it was enlarged and remod- 
eled. 


U. S. Rubber Reclaiming 
To Expand N. Y. Plant 


BUFFALO. — U. S. Rubber Re- 
claiming Co. plans to start work 
immediately on an addition to its 
Cheektowaga (N. Y.) plant at an 
estimated cost of $1,750,000, Ches- 
ter H. Peterson, president has an- 
nounced. 

Additional machinery will be in- 
stalled to produce reclaimed-rubber, 
principally from old automobile 
tires, by a continuous process. The 
expansion has been necessary be- 
cause of the increased demand for 
reclaimed rubber. Peterson said. 

* * * 


Heckethorn Purchases 


Kool Kooshion Mfg. Co. 


OKLAHOMA CITY.—Purchase of 
Kool Kooshion Mfg. Co. by Hecke- 
thorn Mfg. and Supply Co., Little- 
ton, Colo., has been announced by 
D. E. Buchanan, Heckethorn presi- 
dent. 

The Kool plant will continue its 
operation under L. R. Kelt, former 
director of planning at Heckethorn. 
Fletcher Pouppirt, formerly assist- 
ant comptroller at Heckethorn, has 
been comptroller of the Kool plant. 

os - * 


Dent Heads Jesup C of C 


JESUP, Ga. — Logan T. Dent, 
owner of the Dent Buick Co. has 
been elected president of the 
Jesup and Wayne County Cham- 
ber of Commerce for 1955-1956. 

~ * x 


Walker Expands Facilities 


For Storage, Production 


RACINE, Wis.—Walker Mfg. Co. 
of Wisconsin has started construc- 
tion on a $65,000 addition to its 
plant to provide 73,000 square feet 
of additional storage and shipping 
facilities. 

At the same time, the firm an- 
nounced it is expanding its plant 
production facilities for tail pipes 
and exhaust pipes by 35 percent to 
meet the increasing market de- 


mands from car factories and the 2168 W. 


automotive trade. 
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LAS-STIK’S THE LEADER 
IN THE POLISHING 
CLOTH FIELD 


Las-stik originated the wax- 
treated auto and furniture cléth 
and has led the field in sales of 
this item for over 32 years. 
Now, this famous product has a 
new name—“Car and Home 
Cloth’’—and a colorful new 
metal container. The cut-out 
display piece, shown above, is 
furnished free in each carton. 
Packing—12 cloths to a car- 
ton, 6 cartons to a shipping 
case. If your jobber can't sup- 
ply, send order direct to the 
factory. 


THE LAS-STIK MFG. CO. 


HAMILTON, OHIO 


— 


WOULD YOU SPEND 
$29.75 


To Fill Your Showroom 
and Lot with Live 
Prospects? 


More Than 3,000 Dealers in the 
United States and Canada are 


now using our "Profit Sharing 
Bird Dog Plan" to increase Sales. 


Write or Wire for Free 
Samples and 
Details of this AMAZING PLAN 


SANZO SPECIALTIES 


Box 68-A Endicott, N. Y. 


‘ 


AUTO TURNTABLES 
Here is a rugged, all steel turntable, 
scientifically balanced to take all cars. 
Just plug in. For indoor or outdoor 
display. Write for free literature. 


AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 


§ 


100 Feet of 48-12” x 18” Pennants 
All-Weather Durefilm Only $4.50 
refunded if not satisfied. 

MYRLO COMPANY 

25th, Cleveland 13, Ohio, dept. N 
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To Increase 
By J. B. Van Tassel 


Dealer Business Counsel 

we probably have seen a lot of 

retail salesmen come and go in 
this business and you probably 
could name more reasons for the 
turnover than I, but still we would 
both agree that it is a costly thing 
for any dealer. 

I believe if you can get close 
enough to any salesman who is 
worth his salt, and let him get a 
taste of your enthusiasm for the 
business, he would go out and do a 
lot better job for himself and for 
you, too. 


If there was an easy way to 
do this, you could be sure of step- 
ping up the productivity of every 
man you now have selling for 
you. You could cut out all the 
time they waste, tie them to you 
with a real sense of loyalty, as 
well as check their tendency to 
take the line of least resistance. 


Then you would get more deals 
sold on the value of product and 
less on price alone. You would in- 
crease their efficiency and build up 
your volume and profits. I don’t 
think you should spend a lot of 
hours with your men trying to 
make them over into a copy of 
yourself. Far from it. 


In fact, it is as comparatively 
simple as this: Anything that can 
be done to increase the number of 
times each salesman talks with a 
prospect, the more sales each sales- 
man eventually will produce and 
the more volume and profit you will 
secure. When salesmen work en- 
tirely on their own initiative, your 
business is limited to their business 
ability and your own valuable ex- 
perience in developing prospects is 
lost to them and to you. 

* * +” 


A Maximum Return 


WHEN each salesman is devoting 
his full time to prospect devel- 
opment, you get the maximum 
return from your investment in 
manpower and your fixed overhead 
is spread over more unit sales. Fur- 
thermore, when salesmen are 
directed to prospects, every phase 
of your business benefits because 
more people in your sales area 
learn about your business, and the 
number of people who will think 
of you when they need service, 
parts, lubrication, etc., is increased. 

When salesmen are left to de- 
velop their own prospects, they 
own the business, and both the 
salesman’s and the customer’s ties 
to you are weakened. When sales- 
men know they are being checked, 
they get in touch with many pros- 
pects who would otherwise never 
be seen and would be left for com- 
petition to take on their own terms. 

Salesmen’s contacts should be 
directed by you from registra- 
tion lists. Working without regis- 


Ce ce BEFORE AT 
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Weather-resistant poly- 
ethylene plastic in as- 
sorted colors at an unbe- 
lievably low price. Send 
check with order. Imme- 
diate delivery — satis- 
faction guaranteed. 


NATIONAL 
FLAG & DISPLAY CO. 


-43 W 21st St. New York 10 
ORegon 5-5230 ‘ 
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AUTO 
TURNTABLES 
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Manufactured by 


Macton Machinery Co. 


DYKE LANE 
Stemford 2, 
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Dealer Business Counsel 


Dealers Should Direct Time of Salesmen 





Productivity 


tration lists automatically limits 
you to your owners—to the few 

people your salesmen dig up— 

and to shopper-type dropins. You 
are cut off from many car own- 
ers who will buy cars this year, 
next year and in years to come. 

If you systematically direct sales- 
men to go out after prospects, in- 
stead of taking a chance on enough 
prospects coming to you, you will 
reach many before they start shop- 
ping. You get to them early enough 
to sell them on product instead of 
on price. 

The salesman who knows where 
to go will work to make the con- 
tacts, will recognize his obligations 
to you and will stop limiting his 
work to dropins and acquaintances. 

Systematically canvassing the 
whole sales area cannot fail to 
increase salesmen’s efficiency, im- 
prove performances against compe- 
tition and improve sales volume 





and profits. We are fortunate in| 





















Livestock Trailer Uses Aluminum— 


A lightweight all-aluminum trailer for livestock has been designed by Kaiser 
Aluminum & Chemical Corp. and is being built by Wilson Trailer Co., Sioux City, la. 
The sides are formed of alternate slats and slots. Air scoops provide ventilation. The 


trailer is said to be 2,800 pounds lighter than steel or wood models. 





this business to have the availa- 
bility of registration lists of all cars 
registered in our areas sO We can 
direct our sales forces to car own- 
ers who have bought and will buy 
again. 

Any questions you may have 
concerning dealer business man- 
agement will be gladly answered 
by J. B. Van Tassel, in care of 
Automotive News. 













it’s fast inter-city freighting . . 
the-road hauling . . 
and around the city. 


40 years of tandem building have taught TDA 
the best ways to solve every tandem hauling 
problem. The complete TDA family of tandems 
includes models that answer every need in the 
most economical manner. TDA tandems save 
- and give 


payload . . . minimize downtime. . 
longer service. 


More payload with less downtime! That’s the 
main goal of every tandem trucker . . . whether 
- or rugged off- 
- or light-heavy cartage in 


Alexander Joins Father 


H. Robert Alexander, formerly 
with International Harvester Co. 
in Madison, Wis., has joined 
Service Motors (Ford), Inc., Fond 
du Lac, Wis., as a partner with 
his father, Howard Alexander. 
The younger Alexander will de- 
vote his time to building up the 
service part of the business, it 
was announced. 


Firestone Offers 
Dry-Charged 


Economy Batteries 


AKRON. — A complete line of 
lower-priced dry-charged automo- 
bile storage batteries is available 
to motorists through its dealers 
and stores, according to the Fire- 
stone Tire & Rubber Co. 

Designated the Dri-Charged Mo- 
tor King series, the new batteries 
are similar in construction and 
include many of the features of the 
Firestone Supreme Dri - Charged 
battery which was introduced in 
1952. 

The lower-priced Motor King Dri- 
Charged batteries are constructed 
with buried cell connectors to elim- 
inate corrosion around the connec- 
tor straps and accidental shorting 
across the straps when the battery 
is in service. 

Like its forerunner, the Motor 
King batteries have the electrolyte 
added just before the battery is 
installed in the customer’s car. 


The AUTOMOTIVE NEWS ALMANAC is 
a year-round friend. Use it often for statis- 
tics, buyer information and personnel data. 
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Told by its 


By J. H. Reed 
Staff Correspondent 

SAN ANTONIO. — “Watch those 
used cars!” That’s the warning giv- 
en dealers by the manager of a 
finance company branch here. 

“If you want to get a true picture 
of what an automobile dealership 
is doing,” says this manager, “take 
a look at its used-car lot.” 

That is what an automobile 
finance company does—and it of- 
fers pretty good indication, of 
what is going on inside the sales 
and service building, he said. 

; The percentage of new cars sold 

° ° : without a tradein is very small, and 
Triple Assist to Indiana Safety Drive— how cae. and aoalinie on cdi 

Two Dodge truck chassis, with Wayne bus bodies, will carry safety exhibits which ized dealer disposes of his used 
the Indiana State Police will display at schools, fairs and other special events|cars indicates his business condi- 
throughout the state. The exhibits are supplied by Meridian Mutual Insurance Co., tion. 

Indianapolis. Making the presentations to Frank A. Jessup, state police superintend- | Right now, too many cars are pil- 
ent, are, from left, George Bilque, Dodge Cincinnati regional truck manager; Carl ing up on the used-car lots of au- 
M. Russell, president of Meridian Mutual, and Richard O. Thomas, Wayne Body | thorized dealers, the manager said. 
Works, Inc., Richmond, Ind. | “In their anxiety to ‘move out’ 





ions 





That’s Where Profits Vanish .. . 


Story of a Dealership 





U. C. Lot 


the cars shoved at them by the 
factories, they have, in some in- 
stances, made ridiculous tradein 
terms and, in most instances, they 
have been more interested in sell- 
ing new cars than disposing of 
those they have taken in trade. 
“Let me remind dealers that, 





Wisconsin to License 


Auto Junk Yards 


MADISON, Wis.—Gov. Walter 
J. Kohler has signed into law a 
bill requiring auto salvage deal- 
ers to obtain a license, starting in 
1956, for a $25 fee. 

Under the law, to be admin- 
istered by the State Motor Ve- 
hicle Department, dealers will be 
prohibited from reselling junked 
cars unless the bill of sale identi- 
fies them as junk. 





ARE PAYLOADS 


Sees 


With TDA fandems 


---and exclusive Timken Inter-Axle Differential 
that permits cab-controlled 
lockout at any speed... 


Every heavy trucker has two big problems. First, to 
deliver more payload faster. Second, to get the most 
efficient service out of his equipment. 

TDA offers each trucker the answer to his special 


needs. In the broad TDA Tandem line, the haulerhas ya offers 


a choice of 3 types of final drives, each in a full range 
of capacities. And equally important is the quality of 
TDA products . . . evident in such exclusive TDA 
features as Straight-Line Drive and Inter-Axle Dif- 
ferential. ] 


Unlike ordinary tandems, in TDA Straight-Line 
Drive, propeller shafts form a straight line from the 
forward rear axle back to the rear-most axle. This 
permits smoother transmission of power, no noisy 
around the corner operation. 


How TDA Inter-Axle Differential cuts truck and 
tire wear! Cab-controlled lockout! When tandem 
tires are mis-matched . .. or when tandem trucks are 
going over rough grades... one set of wheels must 
turn faster than the other. TDA Inter-Axle Differen- 
tial permits any wheel to do this when necessary. 
Also, with TDA, the driver can lock out the differen- 
tial for a straight-through drive in mud or sand. 


TIMKEN 


AXLES 


ROCKWELL SPRING AND AXLE COMPANY 


all these tested advantages! 


the world’s finest 
tandem drive rear unit for heavy-duty motor trucks! (1) 
Available in 3 capacities and 3 types of final drives — 
hypoid-helical double-reduction, optional inter-axle dif- 
ferential. Worm drive, without inter-axle differential. 
(2) Top-mounted straight-line final drive eliminates pro- 
peller shaft angularity. (3) Optional inter-axle differen- 
tial .. . spur gear design, cab-controlled power-lockout. 
(4) Torsion flow axle shafts . . . guaranteed for 100,000 
miles or three years, whichever occurs first. (5) Hot 
forged steel axle housing . . . guaranteed for the life of 
the vehicle. (6) Unit-mounted “P” series power brakes 
.. - for longer life, greater economy and efficiency. (7) 
Cradle ride spring suspension and paralleled torque rod 
system . . . maintain correct alignment and weight distri- 
bution regardless of driving and braking conditions. (8) 
Exclusive two-piece trunnion tube bracket speeds serv- 
icing. (9) Removable torque rod and spring guide brack- 
ets... for positive alignment, easier replacement. (10) 
Rubber torque rod bushings and spring seat bushings 
eliminate metal-to-metal contact, all lubrication. 





ONLY TDA BRAKES give 





© Brake shoes made of steel save up to 40 

















: 0 IK . - pounds per axle . . . give strong braking 
~apted Nl) [sender action with no distortion ¢ Patented liner 
TRADE MaRK YY REGISTERED shape —thickest where wear is greatest ® rollers heat-treated to roll smoother, wear 


Liners riveted on—no chance of movement 
on shoe ® Liners circle-ground to cover all 
efficient braking area of shoe © Rust- 
proofed anchor pins locked in © First with 
self-cligning camshaft housings © Cam 


World’s Largest Manufacturers of Axles for 
Trucks, Buses and Trailers 
Plants at: Detroit, Michigan * Oshkosh, 
Wisconsin + Utica, New York * Ashtabula, Kenton 
and Newark, Ohio » New Castle, Pennsylvania 
©1955 RS&A Company 


longer ¢ First with all-Nylon camshoft 
bushings © Compare similar products and 
prove to yourself that TDA brakes incor- 
porate the finest quality materials, skilled 
workmanship and advanced design. 
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when they take in a used car and 
figure on fixing it up and selling it 
at a profit of, let’s say, $150—that 
profit diminishes with every month 
it remains on the lot. 

“If, in his desire to sell new cars, 
the dealer offers ridiculous conces- 
sions to the car owner for his old 
car, his need for clearing that car 
quickly from the used-car lot is 
that much more intensified—and 
his chances of making any profit 
on it is reduced to nothing! 


There’s dynamite concealed on 
every used-car lot for the author- 
ized dealer—business dynamite that 
may blow his dealership sky-high. 
For the profits that he makes from 
his new cars may turn into red 
ink on his used-car lot, leaving him 
with nothing to show for his ef- 
forts or, worse still, in the red for 
his entire operation, he explained. 


This, of course, is no news to 
the experienced dealer, but he needs 
to be reminded now, as perhaps 
never before, that no car is really 
disposed of until its traded-in 
counterpart has been sold, he said. 

“Every new car sale is a dual 
transaction—and a balance can 
only be struck when used-car 
stocks are close to the new-car 
stocks a dealer has on hand.” 

This finance man has little 
sympathy for the wails of autor- 
ized dealers over used-car lots 
selling new cars. 

“Where did the new cars ‘come 
from,” he demands, “if not from 
authorized dealers? They have only 
themselves to blame for this situva- 
tion. 

“What the authorized dealer had 
better do—and quickly—is stop 
worrying about the new-car com- 
petition the independent dealer is 
giving him and start giving the 
used-car lot man some _ used-car 
competition. 

“Above all, the ‘wild-cat’ boys 
had better stop offering too much 
for old cars—for this is the part 
of unsound financing that is most 
apt to catch up with them in the 
long run. It is difficult enough to 
move used cars from a lot, even 
if a fair tradein value has been 
placed on them. 

“When the dealer has given too 
much for them in the first place, 
making a profit becomes practically 
impossible,” he stated. 

So, this finance man thinks, the 
word today should be, “watch those 
used cars.” Dealers can be assured 
the finance companies will. 


GM Rule Kills Sale 
Of Cars to Bulgaria 


WASHINGTON. — A General 
Motors rule against selling goods 
behind the Iron Curtain has killed 
the sale of 500 Chevrolets to Bul- 
garia, it was reported here. 

A license permitting the ship- 
ment was issued by the export 
control agency last June. The 
deal fell through when an Aus- 
trian GM dealer who was to han- 
dle the conversion of Bulgarian 
money into American dollars 
withdrew from the transaction. 
It was said he dropped out when 
reminded of GM’s regulation. 





dma ee meat 


DATE, 


OF GARAGE VENTILATION, INC 


147 W. William Street, Decatur, Illinois 





ATTENTION: WILLYS DEALERS 
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JEEP PARTS 
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Write today for NEW Catalog 
Republic Sales Company 
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Devised by New Zealander .. . 
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Safety Belt Sans Buckle 


MONTREAL, — Traffic authori- 


handicapped the passenger in get- 


ties here were chary of expressing | ting out quickly in an emergency. 


themselves last week on a new type 
of safety belt for auto passengers 
reported to have been developed in 
Auckland, New Zealand. 

Inventor C. Bland, superintend- 
ent of traffic in Auckland, said 
the new belt was simpler and 
safer than any yet devised. 

Traffic Division Inspector Ar- 
mand Girard said, “I would have 
to see it first.” 

George McNamee, manager of 
the Royal Automobile Club of Mon- 
treal, said that some 35 U. S. firms 
were manufacturing belts but that 
pending research by several U. S. 
universities in cooperation with 
auto companies and safety organi- 
zations, “no one knows whether 
they are a good thing or not.” 

Bland said he had examined 
safety devices in cars in use abroad 

but disliked most because they in- 
volved buckles or fastenings which 









He then devised a belt that needs 


no fastening, he said. 

It consists of a long strap. One 
end is fixed behind the seat. The 
strap passes over the passen- 
ger’s shoulder and across the 
body. The loose end can be held 
lightly in the hand, or the pas- 
senger can sit on it. The belt has 
no buckle or fastener. 

Although it seems inadequate, the 
pressure of the strap passing over 
the shoulder is more than enough 
to keep the passenger’s body back 
against the seat in the most sud- 
den stop, Bland said. 

Accident insurance experts in 
Auckland regard the new belt as 
completely effective in preventing 
the passenger from being thrown 
against the windshield or dash- 
board, according to Bland. Already 
a large number are being installed 
in New Zealand, he said. 


Tell us what loads your prospects want to haul— 
give us the truck model and details—and we will 
engineer a saving in weight and the best load dis- 
tribution of body and truck, giving you up to 25% 
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The Alabama speed limit in 
1906 was eight miles per hour. 





Merrimack Celebrates 


MANCHESTER, N. H.—(UTPS) 
— Merrimack Street Garage, Inc. 
(Oldsmobile), held a grand open- 
ing of its newly remodeled show- 
rooms. On hand to greet visitors 
were Maurice Lanoie, manager; 
George Charas, assistant manager; 
Mae Allen, Miss New Hampshire, 
and staff members. 


PERFECTION CAN GIVE YOU LIGHTER 
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Perfection’s Free Engineering Service 
on Load Saving and Proper Load Dis- 
tribution Offers Your Buyers Increased 
Legal Payload—Lower Ton Mile Costs 
—Increased Trucking Profits! 


High ways & Safety Ah a te 


Check Lanes Planned 
For 3 N. J. Drive-ins 


New Jersey will soon open new! manent basis would be considered. 


motor vehicle inspection lanes in 
three drive-in theaters, according 
to Gov. Robert Meyner. 

The theaters will be in Ruther- 
ford, Woodbridge and either in 
Maple’ Shade Township or Dela- 
ware Township, both in the Cam- 
den area. 

Joseph W. Bocchetti, of the de- 
partment of law and public safety, 
said the State would pave an in- 
spection strip 140 to 160 feet long 
and 18 feet wide at each theater. 
Portable inspection equipment will 
be installed. 

The proposed agreements call for 
the State to pay theater operators 
an annual rental of $3,000. 
operators will furnish 
services for the facilities. 

Praising the theater owners for 
their public service, Meyner said 
the use of the theaters on a per- 


cleaning 













Over-the-Engine Cab and Perfection’s engineer- 
ing Service upped the legal payload of this 
truck 2¥2 Tons! In hard use for over a year, this 
Perfection 200 Series 22 cu. yd. Body and Twin 
Telescopic Hoist have given uninterrupted service! 


more legal payload, lower ton-mile costs, and ine 
creased trucking profits! And this service costs you 
nothing. It’s a sure-fire sales getter. Write direct to 


Perfection or its nearest distributor. 


..* GALTON, ON} 





The present contracts are for one 
year. 

Paving and equipment will cost 
$10,200 for each strip and annual 
salaries of the inspectors will 
total $27,000 for each strip. The 
pavement will not be strong 
enough to handle trucks. 
Meyner said the utilization of 
the drive-ing will not affect the 
expansion program of the division 
of motor vehicles. Under the pres- 
ent plans, seven new stations are 
contemplated. There now are 30 


stations. 
* * 


°| Press Clinic Set 


On Traffic Study 


A traffic safety clinic for news- 
papermen will be held at the North- 
western University Traffic Insti- 
tute, Evanston, Ill, Sept. 14-16, 
co-sponsored by the institute, the 
Medill School of Journalism at 
Northwestern and the Inland Daily 
Press Assn. 

Bill McCarty, Chicago  corre- 
spondent for Automotive News, will 
attend the clinic with representa- 
tives of leading papers from all 
parts of the country. 

Among the speakers will be Basil 
L. Walters, executive editor of the 
Knight Newspapers; Dean Kenneth 
E. Olson, Medill School of Journal- 
ism, and William F. Canfield, secre- 
tary-manager of the Inland Daily 
Press Assn. 

Traffic authorities from the 
American Bar Assn., National 
Safety Council and the traffic divi- 
sion of the International Assn. of 
Chiefs of Police will also be on 
hand. 

* ae * 

Salt is becoming a means of 
checking rising construction and 
maintenance costs of earth roads, 
according to the Salt Institute at 
Chicago. It said use of salt to 
stabilize gravel, clay or other un- 
treated earthen roads is on the 
increase because of its economy. 

x * * 


A demonstration of the use of 
television to control traffic flow has 
been staged by the New Hampshire 
Dept. of Public Works and High- 
ways. Also demonstrated was an 
automatic toll collector and a radar- 
operated signal which lit up sud- 
denly when a speeding car neared. 
“Slow down,” it warned, “you are 
speeding.” 

* * ~ 
7 last of seven new parking 
lots has been opened formally 
by the Erie (Pa.) Parking Author- 
ity, creating a total of 870 new off- 
street parking spaces, Charles A. 
Dailey (Chevrolet), authority treas- 
urer, announced. 
* * - 

Bowling Green Mercury Co. and 
Danville Motors, Inc. (Ford), mem- 
bers of the Kentucky Automobile 
Dealers Assn., have received safety 
awards for furnishing cars to be 
‘used in student-driver training pro- 
grams. 

* e ” 

A $300,000 bond issue has been 
approved in Pawtucket, R. L, for 
construction of a municipal park- 
ing lot. A $100,000 budget appro- 
priation was approved for the 
same purpose. 

. ” * 

A conference of automobile man- 
ufacturers to review the trend to- 
ward larger and more powerful 
cars, and to determine their neces- 
sity from a safety standpoint was 
called for by the West End Traffic 
Safety Council of Montreal at the 
National Highway Safety Confer- 
ence in Ottawa. 

™ * . 
Ho QUE., with 40,000 popula- 
tion, has set a record of 400 
consecutive days without a fatal 
accident. 

The 1954 Marcus A. Dow me- 
morial award, sponsored by Grey- 
hound Corp., has been won by Colin 
Dobell, safety and training direc- 
tor of British Columbia Electric 
Railway Co., Ltd., according to the 
National Safety Council. 
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I trucks recently—at the Michi- 
gan State University Centennial of 
Farm Mechanization held on the 
campus at East Lansing. 


Exhibiting among the truck 
makers were Chevrolet, Dodge, 
Harvester, Reo and Willys. Each 
manufacturer had approximately 
10 to 13 trucks of different sizes 
and with bodies and equipment of 
particular interest to farmers — 
and all were in tent shows on a 
40-acre display area laid out on 
the college experimental farm. 


Except for one thing, it took 
me back nearly 40 years when I 
attended my first tractor demon- 
stration. It was hotter than a 
bake oven. Instead of clouds of 
dust, we had to pick our way 
around puddles of mud, for it 
had rained the night before, 
farmers were there in droves and 
were inspecting every piece of 
equipment with a practiced eye. 
The one difference was that at 
the tractor demonstration ample | 
provision had been made for of 
press and everyone in the inform- 
ation booths had been properly 
coached on where things were and 
what the program was. At MSU 
nobody knew nothin’. 

For a program as big as this 
one was — with indications that 
at least 250,000 farmers were going 
to attend — every one I talked to 
seemed to think it was about the 
most poorly managed exposition 
and show that automotive firms 
had been asked to participate in 
for many a year. 

* * - 


Opening Turnout Good 


y= the show drew a very heal- 
thy crowd of good potential 
buyers even on Monday morning— 
the opening day—and after an all- 
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11 a.m., when it finally decided to 
clear up and become sweaty hot. 


In addition to the truck people 
exhibiting in the automotive family 
were Ford, with many pieces from 
the Greenfield exhibit; Chrysler 
and General Motors, with not only 
“dream cars” but also technolo- 
gical exhibits; several of the divi- 
sions, with cars, truck bedy and 
equipment manufacturers parts 
makers, and an antique auto show. 

I must admit that much of my 
unfavorable reaction to the man- 
agement of the show was due to 
the experience I had in getting 


Yom ate Lee LET 


who make, sell and service 


tmericas Trucks, 


Commercial Vehicles and Equipment 
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Ace Salesmen Work at It Constantly ... 





How Trucks Get Sold 


T DOESN'T take a “truck spe- 
cialist” to be a successful truck 
| salesman. 

That has been proven many times 

during the years, despite the think- 


WENT to college to learn about | night rain and drizzie until about|ing of many dealers with a truck 


franchise. It was again proven con- 
clusively recently when the truck 
iselling records of a number of 
salesmen ranking high in their 
May-June sales records were ana- 
lyzed by one of the leading truck | 
companies. 


Five out of the leading seven 
salesmen, based on their percent- 
age increases for the period, were 
working for dealers in small 
towns. One never had sold any- 
thing until about four years ago. 

One of the big reasons why it 
doesn’t take experienced truck men 
—or dealers—to make a success of 


into the places of interest to me/| selling trucks is because more than 


and you — my readers. 


I went to four different infor- 
mation booths before I found out 
where the press headquarters 
was. A state policeman on traffic 
duty at a busy intersection would 
not let me drive to the parking 
space set aside for exhibitors 
and the press. I finally had to go 
to the office of the college police 
and obtain a driving permit 
sticker in order to get to this 
parking lot — and even had to 
have a second argument with the 
same state policeman to reach 
it even with the sticker on my 
windshield. 


Maybe they thought I was so 
anti-Red that I might shoot one 
of the visiting Russians if I should 
meet up with them on the grounds 
—or maybe someone had “thrown a 
book” at this officer and he didn’t 
dare use the native intelligence 
he must have had in order to 
wear the uniform. I- dunno’. 

Or maybe it was because the 
press chairman of the affair was 
a professor of agricultural engi- 
neering. Evidently the head of 
MSU’s school of journalism was in 

(Continued on Page 27, Col. 1) 


U.S. Rail Chiefs 
Study Canada’s 
‘Anti-Truck’ Plan 


S. RAILROAD men have 

® quietly been making a trek 

to Canada to study the workings of 

the “agreed charge,” a form of vol- 

ume shipping discount, it has been 
reported. 

It works like this in Canada: 
When railroads can show they’re 
losing traffic to competitors, they’re 
allowed to offer shippers a substan- 
tial rate cut provided the shippers 
sign a contract to route a substan- 
tial portion—up to even 100 percent 
—of the traffic by rail for at least 
@ year. 

The American executives have 
been going to Canada, “to get a 
first-hand glimpse of a potent 
railroad weapon for walloping 
their arch-competitors, the truck- 
ers,” according to the report. 

To give U.S. railroads more free- 
dom to meet trucking competition, 

(Continued on Page 30, Col. 3) 


65 percent of all trucks registered 
during the past five years have 
been in the under 10,000 GVW 
classification. 

* * ” 


N FACT, as most truck men 

know, a salesman does not have 
to get very: technical in his sales 
approach ‘until he starts selling 
trucks in the 16,000-19,500 GVW 
siZe range and over. 

As the average dealer seldom 
sells more than 20 trucks a year, 
there is no cause for a dealer—or 
salesman—to feel that selling trucks 
is any mystery, as 13 of the 20 
sales will fall into what might be 
termed a “passenger car” classifi- 
cation. At least five of the remain- 
ing seven will be sold to buyers 
who know exactly what they want 
and will tell the dealer what model 
and what equipment he wants. 


In the great majority of the 
sales to the balance of his pros- 
pects, both the dealer and the 
salesmen are as close as their 
telephones to expert advice on all 
phases of good truck operation 
and what should be recom- 
mended. 

Not only is the factory truck 
man at their beck and call on such 
sales, but every dealer is virtually 
surrounded by truck body and 
equipment distributors who would 
be only too pleased to have the 
opportunity of working with the 
dealer on any deals. 

+ a» oa 


Bo just to explode the theory of 
many dealers and salesmen that 
trucks are hard to sell, let’s take a 
short look at what put the used- 
car salesman, who had never sold 
anything in his entire life until 
four years ago, into a top selling 
position. 
What is the+basis of his success? 
According =to his own — 
ment, it is selling honestly, hard 
work, keepifig track of every 
prospect as fo what the prospect 
needs in size and body style, work 
and unusual the opening day—and after an all-| (Continued on Page 27, Col. 1) | -__—(Continued on Page 30, Col. 3) | amd unusual advertising. But But 


Ford Noses Out Chevrolet in Truck Sales 


ORD and Chevrolet ended their 

blistering new-truck registra- 
tion race in almost a dead heat at 
the end of 1955’s first six months. 
In spite of a 9,752-unit edge for 
June, Chevrolet failed by 933 sales 
to catch Ford’s total of 140,391 at 
the half post. 

But Chevrolet can take some 
modicum of satisfaction, however, 
in its claim to have hit the No. 1 
spot in its weight sizes. Chevrolet 
said its total of 139,458 units regis- 
tered outranked Ford’s 129,552 sales 
in the same GVW classifications. 

It was also the first time since 
the end of January that 1955’s 
volume topped last year’s, al- 
though it was by an infinitesimal 
594 units in a market of 434,113 


sales, according to R. L. Polk & | 


Co. figures. 

Texas zoomed past California in 
June sales, but the Coast state still 
was champ for 1955. Texas tallied 
an amazing 10,006 registrations for 
June, skyrocketing from 4,764 in 
May. 

However Texas, despite its flash- 
ing performance at the tape, failed 
by 2,325 sales to equal its mark of 
36,640 registrations for 1954’s first 
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half, California rolled up 39,947 as 
against 31,952 in 1954. 


* * * 


ORD’S bite of the market was 

32.34 percent. Chevrolet was 
close behind with 32.12 percent. 
Third was International with 11.88 
percent. 

GMC edged out Dodge for 
fourth with 7.62 percent of the 
market to the Chrysler Corp. 
entry’s 7.45. 

Then came Willys in fifth with 
2.91; sixth, White with 1.52; sev- 
enth, Studebaker with 1.36; Mack, 
eighth with 1.14; Diamond T, ninth 
with 0.40; then Reo with 0.31, and 





Brockway with 0.12. Miscellaneous 
makes accounted for 0.83 percent 
of the first half’s market. 

Except for Chevrolet, 1954’s leader 
at the half, and Ford, second last 
year, the positions were unchanged 
from June 30, 1954. 

An idea of Chevrolet’; com- 
mand of the June market this 
year can be gained by the fact 
that it led in 47 states. Ford out- 
sold its competitor in Massachu- 
setts and they were tied at 58 
sales each in the District of 
Columbia. 

A comparison of the markets 

shows that only four makes lost 
percentagewise. These were Ford, 


down 1.04; Chevrolet, 2.99; GMC, 
0.64, and Brockway, 0.02. 
* * * 


NTERNATIONAL scored the 
greatest penetration gain with 

2.23 percentage points. Willys was 
next with 1.29; Mack, 0.44; Dodge, 
0.28, with the rest of the field 
creeping up from 0.09 to 0.02. 

A glance at the GVW picture 
discloses that Chevrolet was the 
leader in its weight class—up to 
16,000-lb.—with 139,458, its entire 
sales. 

Ford was second in this category 
with 129,552 registrations; Interna- 
tional third with 33,700; Dodge 

(Continued on Page 31, Col. 1) 





lowa Haven for Tired Truckers— 


Triangle Truckport, just outside Davenport, Ia., is considered the most complete truck stop in the country. Everything from a and sleep a while in their cabs. 
television lounge to complete mechanical service is offered. Open 24 hours a day, the truckport will park up to 100 rigs simul- These drivers suggested that he 
taneously. Mel Lemon, president, designed the facilities after visiting other truck stops to learn their shortcomings. 


mostly—keeping on the job of 
selling all day, and every day. 

This young man got into selling 
because he was broke, out of a job 
and didn’t know where to get a job 
that fitted what he thought was his 
ability. A dealer gave him a job 
selling used cars and he knew that 
to get relief from his creditors and 
make a living, he had to sell the 
cars the dealer had on his lot. _ 

The only way he knew how to do 
this was to contact a lot of people 
who might be in the market for a 
car or truck and try and sell them, 
so he went to work and proved to 
himself one of the basic axioms of 
selling—make contacts and more 
contacts—and if one makes enough 
contacts, the law of averages will 


take care of the sales. 
* oa * 


ferns young, hard-pressed neo- 
phyte was so busy making con- 
tacts and listing the “wants” of 
those he contacted and did not sell, 
he still doesn’t know that used cars 
and trucks are hard to sell and that 
he had to fight the bad practices of 
the salesmen working for other 
dealers in the same make of 
vehicle. 

Today, most of his sales comes 
from “walk-ins” as a result of the 
reputation he has built up in his 
small California town for honest 
dealing and of his very unorthodox 
type of advertising. 

Some of his key selling points 
are: To change the location of 
the vehicles on the lot every three 
days; make small signs listing 
the best points of his used trucks 
so that the “looker” can see 
them; take down the names, 
phone numbers and “wants” of all 
“lookers” he doesn’t sell so that 
when he gets in a vehicle of the 
type the prospect wants he can 
call him up and invite him to 
come down to the lot and=see it. 
He keeps a special book for his 
truck prospects. 

In addition he constantly is not- 
ing the trucks he sees on the road, 
owned by people in his selling area. 
He pays particular attention to the 
type of body, size and age of the 
vehicle. When he gets in a truck of 
that size and that body style, he 
calls these owners to see if they 
are interested in the piece. 

He also makes a practice of driv- 
ing the trucks that don’t move 
readily around the town with a 

(Continued on Page 26, Col. 1) 


Unique Truckport 
Caters to Drivers’ 


Complete Needs 


VENPORT, Ia.—All the com- 

forts of home and then 
some — it the concept behind a 
unique truckport on Route 6, near 
Davenport. 

The Triangle Truckport is the 
brainchild of Mel Lemon, presi- 
dent, who got into the business 
of catering to truckers’ needs 
when he was unable to raise 
enough capital to go into paint 
manufacturing. 

In 1953, Lemon found himself 
with a lease on some land and 
vacant buildings near Davenport 
and no money with which to start 
his paint concern. The only useful 
thing on the property was a two- 
pump service station which closed 

at 5 p.m. each day and all day 
Saturday and Sunday. 


= * * 


EMON noticed that truckers 
liked to stop on his property 


(See TRUCKPORT, Page 31, Col. 1) 


Se 


y 


. 
i 


ig 





ke 


* 
d bought— 


I 


Cc 
ci» 
= 
nied 
cS 
oie 
c 
Cc 
| 


te 


“Ss 
@ 
oe 
G 
o 
mame: 
wy 
ees 
@ 
= 
= 
S 
x 
Spee 
i 
a 
= 
we 
ol 
ss 
mantis, 
= 
on 
o 
= 
S 
et. 
Seal 
= 
a 
is 
a 
Ge 
Se 
bee 


Poste samen 
“4 eo ” 


—*, * 


pare 


SE ME es 








; 












Left to right: Gene Schwartz, Oscar 
Wolhlhueter; August Deuchlar, owners 
of Concrete Delivery Co., Inc., Lacka- 
wanna, New York. Oscar Wohlhueter, 
President, states—‘““These Reo Model 
A-603, powered by your V-8 220 H.P. 
engine are the finest we have ever 
owned . . . remarkable performance and 
economy. Our drivers report the Reo 
V-8 is capable of going up grades in 
from 1 to 11% higher gears than any 
they have driven.” 


gx € 


E. F. Carlson, 
Truck Service, Inc., Buffalo, says— 
“Ours is one of the toughest kinds of 
trucking there is, stop and go, short 
hauls with heavy loads up to 40,000 
— in city driving and on back 


roads. 
We have been using Reos since 1952 
and our first units have acquired over 
100,000 miles without a major overhaul. 
In reviewing our operation expense 
records they show conclusively that 
Reo Tractors are a major factor in 
holding down our cost per mile.” 








Mae 


Robert C.- Schutt, President, John 


Schutt, Jr., Inc., Buffalo, reports— 
“‘We are very pleased with the per- 
formance of our Model A703 Reo 
powered by your 220 H.P. V-8 Gold 
Comet Engine. 

Average fuel mileage for both long 
distance and local operations is 5.25 
M.P.G. 

Anthony Palmer is one of our drivers. 
He says he is amazed at the driver 
comfort, the maneuverability and the 
power-plus that this Reo has.” 


President, Carlson 











* E o has the most complete advanced 
line of heavy- and medium-duty truck 
engines available today—with both short 
stroke design and revolutionary wet-sleeve 
construction. Choice of V-8s or sixes, gas or 
LPG. Pound for pound Reo Gold Comet 
V-8s are the most powerful heavy-duty truck 
engines ever built, actually delivering a 
startling 14 h.p. per cu. in. displacement— 
as much as 35% above the industry average. 


& E oO features the conventional type 
“full comfort” cab in its entire V-8 line. 
Only 96” (front-of-bumper-to-back-of-cab), 
it permits hauling of 35’ square nose trailer 
within 45’ overall. 


LOOK AT REO! Ride in one—drive one—an 
amazing “‘new concept”’ in live-wire, big truck 
performance awaits your discovery. Look 
under “R’in your telephone book and call 
your Reo branch or distributor today. 


WATCH REO ROLL 


REO MOTORS, INC. 


Lansing 20, Mich. * Toronto, Ontario 





hey din Buffalo 


here's what they say: 


and your next truck 
will be REO, too! 





R. E Oo designs its own engines and backs every 
one it builds with a 100,000 Mile or 1 year Warranty, 
whether in new Reo Trucks or for replacement in 
other makes. No other manufacturer gives you such 
positive assurance of outstanding performance. 


RED knocks out high overhaul costs and 
downtime loss with built-in engine features, like 
wet-sleeve construction, that permit complete 
overhaul in as few as 15 hours. Complete overhaul 
kits cost, as little as $169.47 (list). 


RE Oo builds trucks -that ‘are “commodity 
engineered” at the factory to meet your specific 
needs, thereby assuring you of lowest possible cost 
of operation . . . trucks built for truckers by truck 
specialists. 


TULA Ue U 





SUBSIDIARY OF BOHN ALUMINUM AND BRASS CORPORATION 


TRUCKS, BUSES AND GOLD COMET ENGINES FOR ORIGINAL EQUIPMENT, INDUSTRIAL AND REPLACEMENT—GAS OR LPG 
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IH Aims to Push Sales Gain 


With Regional Conferences 


CHICAGO. — International truck 
officials have conducted a series of 
seven regional sales conferences 
aimed at making “certain that the 
factors responsible for our sales 
increases ... are carried through,” 
according to W. C. Schumacher, 
vice-president. 

Schumacher, R. M. Buzard, 
truck sales manager, and L. W. 
Pierson, assistant sales man- 
ager, are heading the sessions. 

Schumacher said that Interna- 

tional’s share of the truck market 
has been increased 23.80 percent 
Over a year ago and added that 
“our objective is to make the next 
six months even better than the 
first six months.” 


The sales increase, he added, 





was evident over the entire 
of the International truck line. 
Schumacher credited part of the 
boost to a sincere “service” re- 
sponse by International dealers and 
branches to customers’ needs. 

“By the time the meetings are 
completed, the entire Interna- 
tional truck sales management 
at each of our 58 districts and 
202 branches and stores will have 
participated,” he said. “The in- 
formation that they take back 
with them will, in turn, be passed 
along to our 5,300 dealers.” 

The meetings were held at Hous- 
ton, Philadelphia, Cincinnati, Berk- 


eley, Calif., Hershey, Pa., Chicago, 


and the northwest region. 








Truck Weight Saver— 


A new aluminum equalizer beam is 
being used in the Hendrickson tandem 
axle suspension. The aluminum beam 
saddle can be seen above the beam forg- 
ing. Designed by Aluminum Co. of Amer- 
ica, the beam saves 120 pounds of un- 
sprung weight in a complete Hendrickson 
tandem, as compared with a steel forging. 





Wondering how new-car and truck. pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 


SAE Coast Parley Hears: 





Truck Noise Reduced 
By Improved Mufflers 


PORTLAND, Ore. — Improved 
mufflers, used on trucks made in 
the last five years and as replace- 
ments, have reduced truck noise to 
a satisfactory level, 250 engineers 
attending the West Coast meeting 
of the Society of Automotive Engi- 
neers were told. 

L. C. Kibbee, of the American 
Trucking Assns., went on to say 
that sound engineers are still argu- 
ing as to whether it is better to 
measure truck noises in decibels or 
sones. 

If enforcement officers gave 
tickets to trucks making over 200 











When manufacturers of steel deliv- 
ery-bodies announce aluminum models, it’s a 
tribute to the delivery economies of Olson 
Aluminum Alloy Bodies by Grumman — the 
“bodies that pay for themselves thru Savings.” 
They weigh less, dent less, corrode less, last 
longer and bring better prices in the used truck 
market. 

The shrewdest fleet operators in 
America have proved that higher-priced Olson 
Bodies are cheaper than the low-priced steel 
bodies they replaced. This preference for Olson 
performance economies explains the sudden 


‘conversion of steel-body manufacturers to 


aluminum. 

Olson \%”-thick side panels, side 
skirts, rub rails, rear quarter panels and floor 
panels weigh less than thin steel panels; they 
reduce routine denting as much as 90% and 
save excessive corrosion repairs. 


Olson Bodies permit more payload 
—a ¥%-ton chassis with an Olson Body can 
carry 1%-ton payloads and 1-ton Olsons carry 
as much as 1% ton steel body units—and do it 
without exceeding the capacity ratings of 
axles, springs and maximum tires. 

The elimination of excessive body 
weight results in savings of gasoline, tires, 





Courtesy of Kern’s Bakery, Knoxville, Tenn. 


Che Bodies 


that converted steel-body makers to aluminum 


brakes, clutches, springs, king pins, spindles 
and lessens the strain on the engine and cool- 
ing system in frequent-stop deliveries. 

Olson Bodies by Grumman are of 
aero-type design. They are the result of Grum- 
man’s Quarter Century of “Know-How” in 
building fighter planes and dive bombers and 


23 years’ experience in building heat-treated ° 


aluminum-alloy truck bodies. Aero-type design 
means stress-bearing shell construction — the 
impacts are absorbed by the whole body, not 
just part of it. These Aero-type Olson Bodies 
are not “rigid” shells—they are resilient—they 
flex and roll with the punch or impact, just as 
the aluminum wings of a plane flex as they 
absorb the terrific pressure of high velocity 
winds and the sudden jolts of updraft and 
downdraft pockets at high speeds. 


There is no substitute for quality 
and know-how! Your best investment is in the 
Aluminum Alloy Bodies by Grumman that 
converted steel-body competitors to the use of 
aluminum. 


TRUCK DEALERS: Olson Bodies 
are sold exclusively thru new-truck dealers 
— Ford, Chevrolet or GMC. Write for prices 
and details of these revolutionary and best ad- 
vertised Bodies — do it NOW! 


J.B. E. Olson Corporation, 1740 Broadway, New York 19, N.Y. Tel. COlumbus 5-4300 


sones, “I think we would be a long 
way down the road toward doing 
what the public demands,” he 
added. 


The new mufflers are also lasting 
longer and “licking the old bugaboo 
of high back pressure,’’.. Kibbee 
said. 


He urged muffler makers to cer- 
tify that their products meet the 
125-sone standard adopted by the 
Automobile Manufacturers Assn. in 
1954. 


This would help eliminate the 
problem of truck operators having 
to invest in expensive sound test- 
ing gear in order to keep their 
trucks quiet enough -to avoid pub- 
lic complaints, he said. 

Maurice Olley, of Chevrolet, dis- 
cussed in a light manner the prog- 
ress through the past decades of 
the automobile. He suggested that 
since highways were built by “com- 
mittees” and automobiles by free 
enterprisers, highway design had 
yet to catch up with the automo- 
biles. 





; x : 
Air Tight Rivet— 

“The truck wheel for tubeless tires 
shown above, manufactured by Budd Co., 
illustrates how the metal of the rim is 
forced through thé hole punched in the 
wheel without fracture so as to prevent 
an air leak. A two-step operation forces 
the extruded metal to a tight pressed-fit 
joint. 


Extruded Rivets 
Used in Tubeless 
Wheels for Trucks 


DETROIT. — Budd Co.’s wheel 
division here has announced that 
it has delivered 4,500 tubeless tire 
wheels, size 22.50 x 7.50, for Bur- 
lington Truck Lines. 

The division said, as far as it 
knows, this is the first production 
order for tubeless tire truck wheels. 

The method of attaching the 
truck-type rim to the wheel has 
been giving wheel and rim-makers 
the most trouble in adapting tube- 
less tires to trucks. 

Ordinary methods of riveting 
such as used in attaching the rims 
to wheels when tube-type tires are 
used also has given trouble due to 
air leaks around the rivets unless a 
perfect seal is obtained. 

Budd said it is using the ex- 
truded rivet technique. This rivet 
is formed by forcing rim metal 
through a hole punched simultane- 
ously in the wheel. 

With the metal thus squeezed 
into the hole by a 40-50 ton force, 
a@ second stage finishes the riveting 
process by press-fit locking of the 
two pieces in a second punch and 
die setup. The rim surface remains 
unpierced and hence is airtight, 
Budd said. A total of 18 rivets is 
used on the larger size truck 
wheels, 16 in the smaller size. 


International to Lease 


Building in Columbus 


COLUMBUS, O.—International 
Harvester Co. has sold part of a 
local site bought in 1954 to Ang 
Construction Co. which will build 
a new truck sales and service 
building. 

Ang will lease the building to 
International for 25 years, the com- 
pany said. The property is located 
on U. S. highway 33. The building 
will be single-story and of masonry 
and brick construction. 
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JN : ad —!/ SERVES INDUSTRY 
...WITH MORE THAN / | {| ¢ ] eropucts 
OF THE HIGHEST QUALITY 


From the early days of the automotive industry, 
Auto-Lite has earned a reputation for building 
products of the highest quality and dependability 
for cars, trucks, tractors, planes and boats, as 
well as for our government and industry. That 


quality is reflected in the public acceptance of 


the name Auto-Lite—the best-advertised name 
in the automotive aftermarket. It is reflected, 
too, in the established Auto-Lite service facilities 
throughout the world. Today’s buyers know 
“You’re Always Right . . .With Auto-Lite.” 

THE ELECTRIC AUTO-LITE CO., Toledo 1, Ohio 
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: BATTERIES * BUMPERS & GRILLES * CASTINGS — Gray Iron, Zinc and Aluminum 
HEADLIGHT DIMMERS © FUEL PUMPS © GENERATORS * HORNS °* IGNITION 
UNITS © INSTRUMENTS & GAUGES © LIGHTING UNITS © METAL FABRICATED 
é ASSEMBLIES © MOTORS — AUTOMOTIVE FRACTIONAL ® STARTING MOTORS 


SPEEDOMETERS * SPEEDOMETER CABLE © PLASTICS * SEAT AND WINDOW 
MOVING MECHANISMS * SPARK PLUGS * SWITCHES 
WINDSHIELD WIPERS * WIRE & CABLE 
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Topnotchers Are Not ‘Specialists,’ Use Hard Work . . . 


AUTOMOTIVE NEWS, SEPTEMBER 5, 1955. ni 


Truck Selling T. echniques Detailed 


(Continued from Page 21) 


signi on them giving the price and 
some of the good points of the 
truck. This, he says, brings him 
many sales. 
+” + 

yy SELLING used trucks, where 

he has an enviable record, he 
only fixes the brakes, lights and 
wipers and tunes the engine of the 
older units but does a thorough 
job of reconditioning on the clean 
pieces. In selling the “low end” 
units, he sells “as is” and always 
removes the name of the former 
owner. 

If the prospect finds -fault with 
gome one thing in the truck, when 
he takes him out for a demonstra- 
tion ride, he has that fixed whether 
he sells the job to that buyer or 
not on the basis that if one pros- 
pect finds the fault, others will, 
too 


So runs the story of a star 
truck salesman who freely ad- 
mits that he wouldn’t know the 


- difference between a two speed 
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Today Stewart Mobile homes are seen 
and bought everywhere...and they can 
be sold from your showroom or used 
car lot. You, who have the proven 
ability to sell...and with practically 
no increase in personnel or facilities 
.--Can now get plus profits from selling 
STEWART mobile homes. 


axle and four wheel drive if he 
saw them side by side. 4 

As used trucks are the “worry 
feature” of most dealers who have 
not gotten into this end of their 
business as strongly as they should, 
some of the comments of the other 


in the truck data book and knows 
basic “specs” of competitive trucks. 

Another top-flight. salesman on 
used trucks is located in a small 
Iowa town with farmers as the 
majority of his prospects. The basis 
of his success is never to tell a 
farmer anything but the truth, 4l- 


seven top men on used truck sell- ways to tell the prospect what was 


ing might be of interest. 


For instance, 
small Pennsylvania town says that 
40 percent of his sales come from 
contacts furnished. by “birddogs” 
and by making his own calls. He 
tries to fit the truck he has to sell 
to the prospect, keeps used trucks 
displayed in a prominent spot and 
always keep them clean and with 
good-looking tires. 

* * * 
‘7. man also makes a note of 
older trucks he sees on the 
street and gets the name and tele- 
phone number of the owner for 
future use when he -receives a unit 


jof a similar type. He feels he 


should be able to find needed data 


* 


wrong with the truck and what has 


a salesman in a/|been done to correct it. 


- ‘He always makes certain that 
the cab is clean and the seats 
and backs in top condition, as the 
whole family will ride in it. He 
says the farmers will take care 
of any mechanical faults that the 
dealer does not fix. 

When it comes to necessary 
technical knowledge, he says: “In 
a farm community the farmers 
know more than we do. They'll 
inspect the truck from top to bot- 
tom and inside out. We invite it 
and in most cases do little talking. 
Usually the farmer knows more 
about the truck than we do after 
he inspects it and will tell us what 





Dumb Waiter Truck— 


A new type of truck, with an electri- 
cally operated lift bed, delivers food to a 
United Ais Lines plane at San Francisco 
International Airport for in-flight meal 
service. Designed by United and Gar 
Wood Co., Richmond, Calif., the vehicle 
has a Dodge F6-128 chassis. The forward 
end of the cab is contoured to enable it 
to slip under the plane's fuselage and 
bring the body closer. 


we should do, or what he will have 
to do to put it in A-1 condition.” 
* ae 


+ 
NOTHER ace used-truck sales- 
man in a little Tennessee town 
says that the basic reputation of 


1-ACCEPTED LINE 


Stewart Mobile Homes are accepted 
as one of the very best manufactured 
today. A complete line of coaches 
with merchandising aids that back 
you up will assure you, as an exclusive 
Stewart dealer in your area, of real 
sales potential. 


2-EASY FINANCING 


Stewart coaches are recognized by 
all the well-known trailer financing 
firms. This means that requirements as 
to sturdiness, long-life, high resale 
value and backing by a well-estab- 
lished, financially responsible manvu- 
facturer, have been fully met. For qual- 
ified dealer we can arrange financing. 


3-VAST 


MARKET 


Nearly two million Americans are 
year-round residents of mobile homes. 
In 1954 approximately 76,000 
coaches were sold at a retail sales 
figure of nearly $324,000,000. Why 
don't you share in this great market? 
Be a franchised Stewart dealer. 


For Details Write, Wire or Call Today! 


STEWART COACH INDUSTRIES, INC. 


Dept. AN-9, Bristol, Indiana 


the dealer is all important in sell- 
ing used trucks. He says: “Our 
dealership has been here 30 years. 
We'd rather not sell a car or truck 
if we had to misrepresent the price 
or the product. We sell a good 
many pieces on past service to our 
customers.” 

This dealership stands behind 
labor and parts. It prices the piece 
in keeping with the market. 

An Indiana seller gets 60 per- 
cent of his sales from “walk ins” 
and the balance from the service 
departmient and satisfied owners. 
He feels that good reconditioning 
is one of the best selling points to 
stress in the sale of a used piece. 

A top man in a small upstate 
New York community says that 
building confidence in dealership 
and product is his best selling 
tool. He lends a used truck to a 
qualified prospect for a couple of 
days to prove to the prospect 
that what he has told him about 
the truck was truthful and that 
the truck will do the prospect’s 
work. He says that “beating the 
bushes” bags most of his sales. 

A Little Rock (Ark.) salesman 
says that a salesman has “to like 
trucks to sell them.” This man 
keeps in touch with his service 
manager and checks on repair bills 
of older trucks. This gives him 
good leads for better truck sales. 
The only technical knowledge he 
feels a salesman should have is to 
become familiar with the special 
equipment features each truck has. 

A Dallas-ace says, however, that 
a used-truck salesman should have 
as much knowledge as in selling 
new trucks—the more knowledge 
you have the easier it is to sell. 
Truckers are interested in mechan- 
ical details, he finds. 

* + * 


HE ALSO finds that appearance 

is most important in small 
units, while mechanical condition 
is’ all important in the heavier 
models. He claims it also is most 
important to back up everything 
you have told the customer, even 
if you lose money doing so, as these 
people and their friends are your 
future business. 

So—unless a dealer is of the 
mind to be completely honest in 
his dealings with the used-truck 
buyer, back up every claim made, 
sell the truck on its real condi- 
tion and fix whatever is wrong, 
either before or after the sale, 
the dealer had better stay out of 
the truck business, according to 
these expert used-truck salesmen. 
On the other hand, they have 
proven that a man does not have 
to be a truck specialist or know 
too much about specifications or 
truck use to be successful in selling 
trucks in quantity. 


Bill to Regula 


late 
Trucks Vetoed 
By Wis. Governor 


MADISON, Wis. — Gov. Walter 
J. Kohler has vetoed a bill aimed 
to establish regulatory provisions 
in line with the Interstate Com- 
merce Commission rules. 

The bill, sponsored by the Wis- 
consin Motor Carriers Assn., would 
—according to the governor—“rep- 
resent undue restrictions of com- 
petition.” 

He also said that it was “prob- 
able that such legislation would 
represent an unconstitutional] in- 
fringement upon the legal right of 
contract.” 

Gov. Kohler also vetoed a bill 
which would have extended haul- 
ing within Wisconsin on foreign 
license plates if the fleet owner 
had a “fair share” of his trucks 
registered in the state. Kohler said 
this would violate the “present 
concept of . . . reciprocity laws.” 


Hearing Set in Kentucky 
On Truck Rate Increase 

FRANKFORT, Ky. — A hearing 
has been set for Sept. 15 on a 
proposed increase in trucking rates 
by John M. Kinnaird, Kentucky’s 
commissioner of motor transporta- 
tion. 

Sought by the Central and 
Southern Motor Freight Tarrif 
Assn., Inc., the proposed schedule 
would increase the rates 20 per- 
cent on shipments of 2,000 pounds 
or less and boost the minimum fee 
from $2 to $2.50. 
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charge of parking or concessions 
or something else—if they gave 
him an assignment at all. 
* + * 

Milk Loading Easier 
CO” INTEREST to dealers in 

farming areas were the new 
“pickup” milk: tanks-on Chevrolet 
and Dodge chassis. It seems that 
instead of: picking up the cans 
from the farmers’ cooling houses, 
now they siphon out the milk 
from the cans with clear plastic 
hoses into the stainless steel lined 
plastic or stainless steel tanks and 
save not only the wear and tear 
of the cans but also the return 
haul of the empties. ; 

Several tipping farm bodies that 
can be used to haul grain and pro- 
duce as well as stock were shown 
in several exhibits, One of them 
was a product of Timberlock, of 
Hastings, Neb. Another Midwest 
model was powered by underbody 
hoists. 

Feeling that farmers like to 
take camping vacation trips, or 
go south for a couple of weeks 

in the winter, several truck mak- 
ers were showing pickup jobs 
with Cree Coach bodies that fit 
into and can be bolted to pickup 
bodies. These coach bodies have 
sleeping facilities for three, cook- 
ing and dining facilities and a 
surprising amount of cupboard 
space. Dodge had two and Chev- 
rolet one in their exhibits. 

The increase in four-wheel-drive 
vehicles was particularly high- 
lighted by a Napco-equipped Chev- 
rolet. Dodge and Willys, of course, 
had several such units rigged up 
do everything from digging post 
holes and stretching fence to run- 
ning a miniature logging outfit. 

Other truck equipment much in 
evidence included sprayers for both 
trees and ground crops, lime 
spreaders, dumps of various de- 
signs. 

Unusual service bodies were 
shown in three truck exhibits. Un- 
less midwestern farmers are head- 
ing into a lot of irrigation work 

or fence building, I still can’t see 
the idea of showing bodies of 
particular interest to plumbers, 
electrical contractors and electri- 
cians to farmers—but there they 
were. 


Fun For the Small Fry 


pearson Truck Body Co., 
of Millington, Mich, which 
claims to be the pioneers of the 
insulated milk pickup body — in 
cans — had a separate and com- 
plete exhibit of their bodies in 
different sizes. Of course, stake 
and grain bodies were much in evi- 
dence. 


Truckin’ eee by Jack Weed 


(Continued from Page 21) 





Also among the exhibitors were | 


several parts and shop equipment 
makers such as Clark Equipment 
Co., Lincoln Electric, Black & 
Decker and John Bean division. 

Of considerable interest, especi- 
ally to the smaller fry, were the 
minature tractor “merry - go - 
rounds” that the youngsters could 
ride at both the International 
Harvester and Ford Tractor divi- 
sion setups. Dodge had a four- 
wheel-drive Power Wagon run- 
ning around in a circle without 
a driver and visitors were 
encouraged to guess the mileage 
it would run up in the show 
week for a prize. 

Chevrolet also featured a swivel 
frame job using the Truckstell 
swivel frame attachment. This is 
particularly advantageous on trucks 
operating in extremely uneven 
ground, as the device eliminates 
frame twist and bend and allows 
the front wheels to be on ground 
slanted in one direction while the 
rear wheels are slanted in an 
opposite direction. 

* 


~ * 

. UCKS are not the villains 

of our highway breakdown,” 
writes George Koether,. Look mag- 
azine’s automotive editor, in a 
story that came out in the Aug. 
23 issue. Koether points out that 
our roads are wearing out, are 
antiquated to’ present-day traffic 


Central Parts Moves 
PORTLAND, Ore.—Central Mo- 
tor Parts, Inc., state Mo-Par dis- 
tributors, have moved into new 
headquarters. 











and must be replaced to carry the 
heavier. loads required by our high- 
ly urbanized and suburbanized 
economy, to provide safer travel 
for a greater and faster-moving 
volume of traffic. 


To setthe stage for this story 
on the much needed and highly 
controversial road program, 
Koether has titled it “Are We 
Buying Another Traffic Jam?” 
His title alone should do a tre- 
mendous amount of good in put- 
ting the proposed financing ‘of 
the road program on a sane and 
equitable basis in the public 
mind at least ... 

Bill Woolsey, Dodge truck sales 
head, has come up with an ingeni- 


ous little promotion deal to his : . . 
dealers on the profit end of the agency's fleet of 1,508 trucks and trailers in the ‘New York metropolitan area. At the 





Railway. Express’ New Repair Shop— 


Railway Express Agency's new $350,000 motor vehicle repair shop is in operation 
at Long Island City, N. Y. The one-level building is the service center for the 


truck business. He has sent each | extreme left is the last electric truck in express service, which was retired on the 
dealer some checks written on | day the new building opened. 

“Profits Incorporated” and signed | oe (ae zoe 
by “E. Z. Opportunity.” | each different model in the Dodge | they pay for a truck and what they 
They spell out in dollars and truck line. Of course, the dealers|can get for it, but it pays to re- 
cents the gross profit potential] of | know the margin between what | mind them once in a while. 








Veteran Producer of 
Highest Quality Power 
Brake Systems Makes 
Valve Preferred By 
Top Fleet Operators 


RUCK, trailer, and bus operators who know from experience the 
dependable, long-time service provided by Midland Power Brakes 
and other Midland products will recognize at once the advantages of 
air ride springing controlled by a Midland Automatic Leveling Valve. 
For “made by Midland” means made better, Midland—symbol of 
highest quality in automotive parts for over 50 years—makes a leveling 
valve that automatically regulates the air pressure in the rubber fabric 
air springs, maintaining a constant static height between the vehicle’s 
body and axle under varying load conditions. 
This valve is already in use on many large fleets of trucks and truck- 
trailers, as well as on buses. For complete information, consult your 
nearest Midland distributor—or write the factory direct. Meanwhile, 
remember—go Midland today and be ahead tomorrow! 





MIDLAND 


SN 


MIDLAND Automatic Le sling Valve 


Is Key To New Air Ride Springing! 


§ |Trucking Leaders 


Sworn In as : 


+|Givil Defense Aids’ 


CHICAGO. — The first step in 
the trucking industry’s plan to ful- 
fill the country’s transportation 
needs in case of enemy atomic at- 
tack was taker here with the 
swearing in of three top officers in 
the newly-created Highway Divi- 
sion, Federal Civil Defense Admin- 
istration. ° 

Val Peterson, Federal civil de- 
fense administrator, swore in Einer 
Mohn, “International Teamsters 
vice-president, as chief of adminis- 
tration; Alec Scherer, head of 
Scherer Freight Lines, Ottawa, IIL, 
as chief of operations, and William 
Noorlag, director of Central Motor 
Freight Assn., Chicago, as chief of 
special staff. 

More than 200 representatives of 
the trucking industry and ofthe 
International Brotherhood of Team- 
sters witnessed the ceremony which 
climaxed a year of planning by the 
industry to participate in civil 
defense. 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 







Those Who Know 
Power Brakes 


CHOOSE MIDLAND! 
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Rambler sales up 123.67... 
new 60-million-dollar p 


By 


Model for model, 


BE ee a ae a eae 
a 
= 


. 
xy 


, the smart, new Rambler 


is America’s lowest priced car. It’s a family 
car, business car, ideal second car. It’s perfect 


for easy handling 


in today’s congested traffic 


and parking situations — just what the women 
drivers of America have been wanting! 


New Hudson line scores sales gains 54% above industry’s average! 


The fabulous Hornet — the spectacular Wasp in the 
medium-price field — along with the Rambler — give 
Hudson dealers 95% coverage of the new-car market! 
This is the line that is scoring national sales gains for 
Hudson dealers that are half again as large as the 
average sales increase for the industry. 


These cars have all the great, traditional Hudson fea- 
tures, plus new V-8 power, new styling throughout, 
new single-unit construction, new ride, lowest cost air 
conditioning! No wonder that on latest registration 
reports, only Hudson, outside the “big 3”, shows 
increased market penetration. 


Up to 30 miles on a gallon, according to owner 
reports — 27.47 mpg. with Hydra-Matic in this 
year’s Mobilgas Run — equal savings on oil, 
tires, service — Rambler is America’s economy 
champ —a hit with suburbanites and every 
budgef-minded family. 


New multimillion-dollar prod 
program ! And there’s more to come in the H 
picture: a new product-development program — invol 
new engine-building facilities, extensive re-tooling —} 
will put more and more value into every car built fori 
Hudson Division —that will put Hudson dealers Jie 
stronger and stronger positions with each passing md 





|Hudson sales up 58.2%... 
duct program launched ! 
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USED-CAR RETAIL PRICES* 
Lowest Price 4-Dr. Sedans, 1954 Models 
July 1955 U.S. Composite (all regions) 








mates, Se 
‘or of Origina' 
MAKE Retail Price Price—Per Cent 
RAMBLER $1358.00 75.6% 
Car B 1283.00 75.4% 

Car C 1243.00 73.9% 









Car D 1210.00 68.6% 
*From N.AD.A, Official Used-Car Guide, Aug. 1955 





Rambler has the highest resale 
value among low-priced cars! 
As- popular a used car as it 
is new, the Rambler is the 
biggest sales-gainer in the 
business today! 


Hudson deal carries industry’s highest 


gross! Hudson and its dealers are in a partnership arrange- 
ment — for mutual profit. With its liberal discounts and area 
bonuses, the Hudson gross margin is as high as any in the 
industry. Other franchise provisions are definitely keyed to 


benefit dealers and their retail operations. And these advan- 


tages aren’t wiped out by arbitrary car shipments. 


Better see if there’s still 


ground-floor room for you 
in the fast-moving 


Hudson deal! 


Action is the keynote in the Hudson deal today — sales action, new 
plant facilities, a far-reaching product program, a great advertising 
program headed up by Walt Disney’s powerful “Disneyland” TV 
show on 173 network stations! 


Some of this action is described on this and the facing page. 
Look it over, think it over! There are still a few Hudson dealer 
franchises available in good selling areas. Contact N. K. VanDerzee, 
Vice President in Charge of Sales, at the address below, or your 
nearest Hudson Zone Office, for further information. 





Hudson 


Motors Division £ 





e 


of American Motors Corporation ‘%, 


14250 Plymouth Road, Detroit 32, Michigan 





Right now is the time to look in to the Hudson deal! 
The time to get in on the ground floor with Hudson is now, while there 
are still some areas open. N. K. VanDerzee, Sales Vice President at Detroit 
headquarters, (address above), or your nearest Hudson Zone Office, will 
give you complete information quickly, in response to your request. 
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‘Agreed Cha 


US, Rail G 


e’ Pact... 





greater rate-cutting leeway was 
recommended this spring by a spe- 
cial Cabinet committee. 

* * * 


ESE recommendations were 

embodied in bills introduced in 
Congress and a House Commerce 
subcommittee has announced it will 
hold hearings on this legislation. 


The Cabinet committee did not 
recommend that rate-cutting free- 
dom be tied in with contracts bind- 
ing the shipper to send a fixed 
proportion of his freight by rail, as 
under Canada’s program. 

But it appears likely—from the 
interest displayed by U.S. rail 
executives in the Canadian plan 
— that the American railroads 
may push to have permission to 
negotiate agreed charges included 
in the new legislation. 

Although Canadian railroads 





White. Tractor Has 90-Inch Length— 


The new White diesel tractor, Model 9O00TD, measures only 90 inches from bumper 
to back of cab, making it possible to use a 35-foot square-corner trailer and stay 
within the 45-foot averall limifation. The truck weighs 10,372 pounds and is powered 
by a 175-horsepower Cummins JT-6B diesel engine. Drop-frame design and removable 
fenders give access to the engine. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


NEW SENSATION 


of the dump truck industry 


FOR BIGGEST 
LEGAL 
PAYLOADS 


Anthony Teleramic Twin if 
scopic hoists “in mount’ 
models 6 to 13 ton capacities 










Anthony sepoents single 
cylinder hoists for single 
and tandem axle trucks 
capacities 8 to 20 tons. 





These Telescopic Hoists-let you haul up to 1,000 pounds 
and more additional legal payload on every trip. The 
extreme forward location and point of lift of these new 
ANTHONY Hoists shifts all the weight of the hoist way 
up front — transfers more of the permissable load to the 
front axle — and lets you carry far more payload on the 
rear axles. ANTHONY “Teleramic” Hoists are available 







for bodies 8 to 18 ft. long, in capacities from 8 to 25 tons, 
























have the following make and model of truck. 


Manufacturers of 





AUTOMOTIVE NEWS, SEPTEMBER 5, 1955 








Roller Bearing Pump 


for all trucks — straight, 6-wheelers and semi-trailers. The hony pump on all “Tele- 
ramic” hoists is anes ee 
bination” design. Pum: 
Anthony Company valve are built into a hous- 
Dept. 5503 ing for better control, easier 
Streator, servicing and longer life. Pump 
Please send me additional information on Anthony Teleramic Hoists has finest cage type roller bearings 
7 rai =~ we body — ee oe -double — and i manger bronze wears. Valve 
Contr ateria ar es positi check valve 
o Asphalt Bodies 0 Semi Trailers ee — 


their business here’s a history of 


.| the rates applied on some commodi- 


hiefs Study 


* 





| Canadian ‘Scheme 


(Continued from Page 21) 


agreed charges since 1938, only 66 
such pacts are now in effect—most 
of them in the past few years. 
The reason there were not many 
more is because until this summer 
any trucker or other party could 
protest such agreements, delaying 
their effectiveness until lengthy 
hearings were held. 
* * * 
OWEVER, on last July 29, rail- 
roads and shippers were given 
permission to initiate agreed 
charges without fear of suspension 
just so long as the rates are at 
least equal to the railroad’s operat- 
ing costs. 

S. W. Fairweather, a Canadian 
National Railroad vice-president, 
estimates that the agreed charge 
pacts “may scoot up to more than 
3,000 or 4,009.” 

To see how the agreed charge 


have been permitted to negotiate| may crowd truckers out of some of 





ANTHONY ‘lejleramio HOISTS 


With RING TRUSSED Cylinders 


(Pats. applied fer) 


Truss rings reinforce the ends 
of each cylinder tube to prevent 
“flarin: 2”, 
packing. 
bearings and long overlap keeps 
cylinders in perfect alignment and 
provide extra stability and long life. 


and to adjust the 
Extra-long bronze 





ANTHONY COMPANY 


Streator, Hlinois 


Dump Bodies and 


Hoists, 
Life Gates fer Trucks and Semi-Trailers. 


ties: 5 
CANNED Goops: Montreal to Leth- 


e, $3.03 r 
ARE Soindes, GnT Rh Whe enteed 
Marke it is"$2.76 per 100 pounds 
with 85 percent of traffic pledged to 
the railroads. Montreal to Van- 
couver rate originally $3.83, now 
$1.80 with an 85 percent traffic 
pledge. ; 

Butter: Regina, Sask., to eastern 
Canada rate originally $4.32 per 100 
pounds, under the agreed charge it 
is now $1.53 with a 100 percent 
traffic pledge. 

Soap, LARD, ETc.: Original rates 
west were cut by 15 to 30 percent 
on pledges of 85 percent of traffic. 
Truckers estimate they lost a $900,- 
000 annual volume in this category. 

AvuTomosiLes: Once 60 highway 
transporters were carrying cars 
west. After Ford, General- Motors 
Corp. and Chrysler Corp. signed 
agreed charge pacts, only 15 are in 
business today. 

+ + + 
rocks squeezed out of the but- 
ter transport market turned. to 
meat but now the railroads in 
Canada are negotiating with the 
packers. 

If they sign, “that will put these 
refrigerated truckers right out of 
business,” predicted J. O. Good- 
man, general manager of the 
Automotive Transport Assn. of 
Ontario. 

Shippers in Canada generally 
endorse agreed charges, since they 

mean rate cuts its is said 

However, that endorsement is by 
no means unanimous. Some ship- 

pers criticize the way the contracts 
tie shipments to railroads. 
* * + 
N EXAMPLE of this viewpoint 
is that expressed by Howard A. 
Mann, Canadian Industrial Traffic 
League’s general secretary. 

“A significant deterioration,” he 
said, “of railway service leaves the 
shipper who is tied to the agreed 
charge virtually without recourse 
to any measure of relief other than 
his own persuasiveness and the 
earrier’s willingness and ability to 
remedy the situation.” 

Thus, if a car shortage develops 
while the shipper has a 100 per- 
cent committement, he cannot 
shift to trucks even if his freight 
piles up on his dock. 

The shippers who have been 
using rail service all along also 
complain that agreed charges are 
not fair to them. The regulations 
specify that railways must prove 

the rate cut is necessary for them 
to get the business. 

John Magee. Canadian Trucking 
Assns. executive secretary. sums up 
his industry’s attitude towards the 
pacts this way: “The trucking 
industry is endangered as never 
before.” 


Unscheduled Lines 
Seen Threat to 


Iowa Truckers 


DES MOINES.—Small Iowa com- 
munities are confronted with the 
danger of losing scheduled truck 
service due to the activities of un- 
regulated contract carriers, accord- 
ing to John Ropes, member of the 
State Commerce Commission. 

Ropes pointed out that railroad 
service to many small towns had 
been discontinued with the plea 
that truck service could handle the 
freight hauling needed. 

Now, he said, unregulated con- 
tract truckers were drawing off all 
“the cream” and forcing some 
truck companies which maintain 
regular routes to curtail operations 
or go out of business. 

For certified carriers who operate 
regular routes, the state commis- 
sion holds a hearing to determine 
if the service is needed. Once the 
certificate of convenience and ne- 
cessity is granted, the firm must 
buy a compensation tag for $250 a 
year, file its rates to be approved 
by the state commissioner, main- 
tain its routes and file annual re- 
ports. The contract carriers are 
exempt from such proceedings. 

The commissioner announced that 
the state agency’s inspectors were 
checking into the operation of some 
3,000 contract carriers in the state, 
examining such things ag number 
and types of contracts. He said 
some contract carriers had as many 
as 200 to 500 contracts so that it 
seemed they were holding them- 
selves out as public carriers. 
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Noses Out Chevrolet by 933 Unite .. . 








How They Fared ... 


Ford Clings to-Truck Sales Lead _. .. Commercial~Car Sales 

















~(Centinued from Page 21) the Be 200m. or over—In- Ray state picture at the end of by Makes 
ternational was first with ~17,868|the first six months of -1955 was: ° ost ee! a 
a oe = 29,133 and GMC fifth| .aies; Ford second with 10,839; Gain © . 3S First Six Months, 1955-1954 -+" = 
oo GMC third, 8,197, Dodge fourth - * Halt Half r 1955 1955 1954 °°  * 1 
In the 5,000-Ilb. or under classi- with 3.213. Ghewnean a oes ar ‘aan States 1955 1954 ase z Sales Pet. Sales Pet. 
fication: Among the “big 5” Chev- | 14:1, market rt 1. Calif. 30,947 31,952 +-7,995 First of First of 
rolet sold 81,038; Ford, 71,511; FS salt “<a? § Somes -G6008. 98080 0008 6 Months Market ~ 6.Months Market 
International, 15,769; Dodge, 14,- ~ ; — 32.34 144,726 33.38 
491, and GMC, 18,741. "* MONG the states, 23 topped| % N. ¥. 22,633 22,360 + 273 32.12 152,207 35.11 
In the 5,001-10,000-Ib. class, Chev- their first half marks of 1954}<4. Ohio 20,352 19,610 +4 1742 11.88 41,834 9.65 
rolet led with 24,088; Ford, 23,424; | While 27 showed a slump under last| 5. Pa. 20,073 20,553 — 480 71.62 35,798 8.26 
Dodge was third with 8,490; Inter- | year’s market. 6. Iilinois 19,163 “20,858 —1,695 7.45 31,083 117 
national fourth with 7,595, and| A comparison of the leaders for; 7. Mich. 18,628 18,999 — 371 | 2.91 7,010 1.62 
| GMC sold 5,313. June follows: 8. Georgia 13,769 14,708 — 939 . 1.52 214 L 
| In the heavy classification among des nie - 9. Ind. 13,404 13,710 — 306 | a a : a = 
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Ford Introduces . ‘as , , , | es, other than the four shown 40 1,405 32 + .08 
2. Calif. 8,145 6,995 -+-1,150 (above, to score gains in sales over 31 1,235 29 + .02 
| 3 New Models 8. N. ¥. 4,319 4,489 — 170 | the first half of last year were Ala- S 2 611 14 — o2 
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In Tractor Line 5. Illinois 3,992 3,914 + 78 |cut, Delaware, Idaho, Louisiana, : 
. 4 6. Ohio 3,924 3,373 + 551 | Maine, Nevada, North Carolina, 100.00 433,519 100.00 
_BIRMINGHAM, Mich. — Contin-| 7. Mich. 3,660 4,029 — 369 |Oregon, Rhode Island, South Da-|| * White includes Autocar, Freightliner and Sterling. 
uing its expansion in the farm and! §. Georgia 3,510 1,808 +1,702 | kota, Utah, Vermont, Virginia, || ** Miscellaneous includes Corbitt, Marmon-Herrington, Four Wheel Drive, Federal, ete. 
aad the deer uéiaee ont tae 9. Florida 2,564 2,079 + 485 | Washington, West Virginia and —Compiled from R. L. Polk & Co, data, 
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ment division announced it has 
added three “special utility” mod- 
els in two power series to its trac- 
tor line, bringing to 11 the number 
of Ford tractor models introduced 
since January. 

The new four-wheel: models are 
in two pewer series, and according 
to the manufacturer’s rating, the 
“600” with 134-citbic-inch engine, |- 
and the “800” with a 172-cubic-inch 
displacement. They have been 
designated the models. 620, 630 and 
820. 

As adaptations of the new four- 
wheel tractor line introduced in 
January, the 620 and 820 are basic 
low-cost power units, designed for 
towing and the mounting of certain 
industrial and construction equip- 
ment, such as loaders and. back- 
hoes. The model 630, featuring a 
built-in hydraulic system, is suit- 
able for farm work. 

With the addition of the “special 
utility” tractors, Ford now offers 
five models in the 600 series and 
three models in the 800 series. In 
addition, there are three tricycle- 
type farm tractors in two power 
series, the “700” and “900”. 


Truckport 


(Continued from Page 21) 








make a truck stop there because 
of its excellent location outside 
the city limits and its size. 

After considerable research at s Maen. 4 
other truck stops, Lemon and his VETERGENT 
associates opened the Triangle Sie e ti"): 
Truckport with the following fea- : 
tures: 

1. Open 24 hours every day. 

2. Complete line of fuels, tires, 
truck parts and service. 

3. Air-conditioned resturant open 
24 hours. 

4. Air - conditioned bunkhouse 
with capacity for 16 guests in indi- 
vidual compartments. Foam rubber 
mattresses and fresh linen for each 
occupant. Wash room and shower 
facilities for six to eight persons 
at one time. 


Sere icici ak 


* * * 


DRIVEWAY and service facili- 

* ties comprising 3% acres with 
drives hard-surfaced. Four complete 
rigs can be accommodated simul- 
taneously, and each can get in or 
out without disturbing the others. 
Entire area is floodlighted at night. 
Adjacent parking lot holds 100 rigs 


goer eee ‘If that's your trouble well lick it quickly 


6. Twenty-four hour wrecker and 


Snail see oo al Wo with Quaker State Detergent Additive!" 


7. A television lounge and rec- 
reation room. 
8. A stock of all kinds of acces- : 
sories including persona] items like : . , z 
clothing, uniforms, belts, caps, That “trouble” might be sluggish and provides extra protection against 





ackets and toilet articles. s * * : : 
j Rehion eeandieas eaneete Pm valve action, plugged piston rings or rust, corrosion, acids and wear! 
the, Moline airport. ie sticking hydraulic valve lifters. It is a product of Quaker State 
. Highway information from s,s ° ° 7 . 
an Gat and Dilinate Ginte Petien. Whatever it is, Quaker State De- research in lubrication. High in qual- STATE 
3. ney or wet ice for refriger- tergent Additive cleans it up fast. ity, sure in results, generous in profit! MOTOR oiL || 
ation an reefers. ; ° © : } 
atin mesekite wed Prevents sludge and varnish deposits, Be sure you have it—and sell it! 
bulletin board service. 
Lemon’s next thought is to in- 
stall a recording clock for truck 
companies that ‘want a record of QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 
their drivers’ arrival and departure Member Pennsylvania Grade Crude Oil Association 





times. 
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an aluminum fabricating business 
in Wilkes-Barre, Pa. 


Across the Nation ees Jack Roddy, is taking over Com- 
munity under the name of Jack 





Roddy’ Buick, Inc: 


* * + 


Auto Dealer Changes |) carmicsect Peni open 


Carmichael Pontiac, Inc, has 
opened in Lakeview, Ore. Albert S. 
Menasco jr. and Max D. Buford are 
associated with H. G. Carmichael. 

oe ke * 


has been named sales manager, 
and Donald Mack, used-car man- 
ager. 


Nash has appointed nine new 
dealerships throughout the coun- 
try. The names of the dealerships, 
location and owners follow: 


Midway Motors, Kannapolis, N. C.; 
Seavey’s Nash Garage, Candia, 
N. H., E. L, Seavey, manager; 
Price’s Garage, Ipswich, Mass., 
James 8S. Price, manager; Hinshaw 
Motors (Willys), Texarkana, Ark., 



































a Miceli Acquires Interest 


Bennett Switches to Nash |), Hafer Lincoln-Mercury 
Jesse L. Bennett has opened a " 
Nash dealership in Beaufort, Ss. C. Pn ty ‘joe oan cower 
Bennett formerly handled Pontiac, cury, State College, Pa., and will 
Cadillac, Hudson and Willys. operate the fem with’ John F. 











* a2 + 
Hafer. The firm also operates a Ye i : ae 

C. T. Hinshaw; Carr-McCoy Nash : Woe on 
Sales, Charlotte, Mich., Russell E. Burke Buys Nodell used-car jot. * * R Cc dill G 'M d ' 
Carr and Donald J. McCoy; Ram-| Bernard Burke has acquired No- yan Ga ae Goes ogern — 
sey Nash Motors, Clarksdale, Miss., | dell Motors, Inc., (Ford), Oak Park, DeSoto Names 14 Straight, modern lines mark the new building of Ryan Cadillac Co., Seattle. The 
J. G. Ramsey; Glidewell Nash Mo- Ill, and will do business as Oak same simplicity of design is carried through the showroom and office area. Among 
tors, Fort Smith, Ark., Fuller Glide- | Park Motors, Inc. As New Dealers the features are roof parking and a service reception area. Service and parts 
well; agg ral oa Jorn. - i. 2 oe departments are on the lower level with access from two streets. William Ryan, owner, 
ville, Fla., Roy E. ler an - ° eSoto has appointed 14 new| has been a Cadillac dealer in Seattle for 16 years. 
bur H. Crawford, and Henry Motor Roddy B wys Buick Deal dealerships since Aug. 1, according | ———————————————————————————————————————————————————— 
Co., Lenoir, N. C., Henry D. Mc-| As McCarthy Quits Autos to J. B. Wagstaff, sales vice-presi-| wycoff, N. J.; West Caldwell Auto| Memphis, Ark.; H.O.Kring Motors, 
Lean, president, Clifton E. Crump, Community Buick, Inc., Kingston, dent. Mart, Inc., West Caldwell, N. J.;| Warsaw, Ind.; Leo R. Meyer, Inc., 


vice-president, and Eloise McLean 
Smith, secretary. 


* * a 


ABC Takes DeSoto Deal 


Belford Motors, Inc. (DeSoto- 
Plymouth), Wichita, Kans., has 
been purchased by ABC Motors, 
Inc., with Lee Warren serving as 
vice-president and general man- 
ager. Ben Robinson is president. 

ok * ok 


Smiths Take Over Rauch 


Wood C. Smith, former manager 
of Rauch Chevrolet Co., Oakland 
City, Ind., and his son, Jack, have 
bought the firm and renamed it 
Wood C. Smith Chevrolet, Inc. The 
older Smith has been in the auto- 
mobile business since 1924. His son 
has been sales manager of Tom 
Purvis, Inc. (Ford), Mattoon, IIl. 

of ca * 


McHugh Buys Wilson 


William T. McHugh, an Albany 
oilman, has purchased Wilson 
Chevrolet Co., Hudson, N. Y. Fred 
Wilson sr. has announced that 
he and his son, Fred jr., will 
operate a used-car business in 
Hudson. 


Pa., has changed hands, according| They are George’s Motor Sales,| Haddon Motor Sales, Inc., Camden, | Norwalk, O.; Blenke Bros., Inc., 
to Lee J. McCarthy, president.| Bath, N. Y.; Foss Motors, Inc., East |N. J.; Middleboro Motor Co., Mid-|South Bend; Mercer Motor Co., 
McCarthy has announced organi-| Aurora, N. Y.; Pierce Motors, Inc.,| dleboro, Ky. Warner-Robins, Ga.; Parks Motor 
zation of McCarthy Enterprises, | Reading, Mass.; Hallinen Motors,! Hamilton Twin Motors, West (Continued on Page 33, Col. 1) 
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* * * 
Chinn, Thomas Organize 


Studebaker-Willys Deal 


Roy O. Chinn of Little Rock 
Kaiser-Willys Co. has joined John 
C. Thomas sr. in organizing the 
Chinn-Thomas Motor Co. to handle 
the dual dealership of Studebaker 
and Willys in Little Rock, Ark. 

Members of the firm’s board of 
directors are James I. Teague, Phil 
A. Dublin jr. and Dr. John W. 
Smith. Bailey-Roberts Motor, Inc., 
North Little Rock, has held the 
Studebaker franchise for several 
years. 





END SERIES” 
THE ONLY COMPLETE TRUCK BUILT TO FIT ALL THE 
REQUIREMENTS OF MULTI-STOP OPERATIONS 


* * * 


Ray, Cole Open Deal 
Ray-Cole Motors, Inc., is the new 
Dodge-Plymouth dealership in Chi- 
cago. The firm is owned by Leon 
M. Ray and Sy M. Cole. 
ke ” ” 


Dodge for Sunday 
Sunday Motor Sales is the new 
Dodge-Plymouth dealership in Aff- 
ton, Mo. 


+ + + 

Vittone and Haughey Take 
Volkswagen and Porsche 

Joe Vittone, formerly a motor- 
cycle and used-car dealer, has 
formed Economotors (Volkswa- 
gen-Porsche), Riverside, Calif., 
in partnership with Holton Hau- 
ghey. 


GREATEST CARGO CAPACITY FOR THE MINIMUM 
OCCUPANCY OF STREET OR GARAGE SPACE. Divco’s 
new “Dividend” Truck provides the extra-cargo 
capacity you asked for with an inside height of 73” 
and an inside width of 76” on a 130” wheelbase 
model that has an overall height of 108” and 
overall width of 831”. A specially constructed press- 
swivel driver seat makes for new driver comfort. 


eK oy ASKED FOR: me 


x * * 


Lake Oswego Nash Opens 


Lake Oswego Nash, Inc., has 
been opened in Oswego, Ore., a 
suburb of Portland. Robert B. 
Jones, formerly with a Ford deal- 
ership, is president and manager. 

a” om + 


Pipkin, Martin Purchase 


Arkansas Valley Motors 


Wade Pipkin and Chester 
Martin have purchased Arkansas 
Valley Motors (Ford), Pueblo, 
Colo., from Z. H. Mahoney and 
J. C. Craven. Pipkin formerly 
was vice-president of the firm 
and Martin was business man- 
ager. 

New titles will be president 
and manager for Pipkin and 
vice-president and assistant man- 
ager for Martin. Carl E. Ochiato 


yo 


A SMOOTHER RIDING VEHICLE. Divco’s new “Divi- 
dend” Truck provides a ride compared to “passen- 
get car” smoothness. A carefully engineered system 
of springing and double-acting shock absorbers on 
all wheels protect your cargo, reduce driver fatigue 
and cut down on maintenance costs. 


World’s Largest Manufacturer Of Com- 
plete House-To-House Delivery Trucks 





OVER 80% OF ALL DIVCOS PRODUCED SINCE 1927 ARE STILL IN SERVICE. 
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Auto Dealer Changes 


(Continued from Page 32) 


Co., Augusta, Kans., and Miller- 
Hahn Motor Co. Walla Walla, 
Wash. 


* * * 


Werner Takes Nash 


Oscar Werner, operator of a 
Standard Oil service station, has 
been appointed Nash dealer for 
Warsaw, Ind. The dealership will 
be located at 604 E. Winona Ave. 


* * * 


Sleeths Buy Pontiac 
Arloe L. Sleeth and his son, 
Clovis, have purchased Strickland 
Motors (Pontiac), Syracuse, N. Y. 
The firm hag been renamed Sleeth 
Pontiac, Inc. 
+ ok cd 


Leader Pontiac Opens 


Leader Pontiac, Inc., has taken 
over the former Dick Johnson Mo- 


berg is the principal incorporator. 
He previously was with Glen Mo- 
tors (Chrysler-Plymouth) in Chi- 
cago. 

* * * 


Gale Takes On Buick 


Walter Gale, formerly a salesman 
for Rex Buick Co., Vancouver, 
Wash., has purchased C. Anderson 
Buick Co., Wenatéhee, Wash. 


* * * 


Greer Heads Pontiac Deal 


William L. Greer, former general 
manager of Savage - Haldeman 
Pontiac, Los Angeles, has been 
named president of the firm which 
has changed its name to Greer- 
Haldeman. 

+ * * 


DuFerne Chooses Dodge 
H. A. DuFerne has opened a 


tors in Chicago. Sydney L. Wein-! Dodge dealership in Los Angeles. 


Jack Wixom, Dodge regional man- 

ager, and Bill Spaulding, Dodge 

city manager, were present at the 

signing of the franchise papers. 
* -*, * 


Range Chevrolet Gets Charter |. 


Range Chevrolet, Inc., Erwin, 
Tenn., has been granted a charter. 
* + * 


McKechnies Buy Brown 


Brown Auto Co. (Chrysler-Plym- 
outh), Albany, Ore, has been 
purchased by Russell and Margaret 
McKechnie. They will change the 
firm name to McKechnie Motors. 

+ ” * 


Omro Motors Changes Setup 


Omro Motors, Oshkosh, Wis., 
formerly a partnership, has been 
incorporated as Omro Motors, Inc., 
(Ford). Philip Monahan is presi- 
dent; Walter Lang, manager, and 
J. V. Sitter, secretary. 

oa * 


* 


Morris & Marcum Takes Nash 

Morris & Marcum is the new 

Nash dealership in Los Gatos, Calif. 

The firm, also a Packard outlet, 

is headed by A. R. Marcum and 

Wayne E. Morris. 
on 


* * 


Cemo Gets Nash Franchise 





“Well, we do guarantee ’em to 
run—but we don’t specify how 
far!” 





dealer for five years, has acquired 
a Nash franchise in Portersville, 
Calif. His firm is Cemo Motor 
Sales. 

* * * 


Hansons Open DeSoto Deal 


R. C. and J. G. Hanson have been 
appointed DeSoto- Plymouth deal- 


Thomas F. Cemo, a Kaiser-Willys !ers in Pas Robles, Calif., according 





This is the 12’, 130’ wheelbase model of the Divco “Dividend” Truck with Super 6 engine and 4-speed 
synchro-mesh transmission. The “Dividend Series’ will also include a 10’, 117 wheelbase model. 


gy asKeD FOR: vs x «oe y. ASKED FORs* Tbe 
} 


GREATER ACCESSIBILITY TO ENGINE AND TRANS- 


GREATER MANEUVERABILITY. Divco’s new “Dividend” 
Truck takes the sharpest turns in the narrowest 
alleys with ease. The large 12’ model will com- 
pletely turn around in a 40’ street. It is as easily 
maneuvered as a small passenger car. 


y ASKED. FOR: :, 


INCREASED VISIBILITY AND STREAMLINED STYLING. 
Divco’s new “Dividend” Truck was designed with 
a wide, deep windshield which gives the driver 
visibility exceeding 200 degrees. Added safety has 
been achieved by increasing driver vision almost to 
street level in front of the truck. The sharp, clean 
lines of this new vehicle and its unique bus-like 
appearance set it apart from all other trucks on the 


te 


+ 


road today. 


TRUCKS 


““—DIVCO CORPORATION, 22000 HOOVER ROAD, DETROIT 5, MICHIGAN 


lt ADDITION: 


‘Phe “tatest™ tethnical advancements -and - ‘improve- 


Phone your local dealer for full 
information and a demonstra- 
tion ride . . . there’s no obliga- 
tion, of course! 


MISSION FOR MAINTENANCE. Divco’s new “Divi- 
dend” Truck provides incomparable simplicity and 
ease of maintenance. All parts of the power plant 
are easily reached from the inside of the cab by 
the simple expedient of removing easy-to-handle 
access panels. For your protection and convenience, 
access panel to the engine is treated with sound 
and heat resistant materials. 








33 
to Y. M. Posthuma, DeSoto re- 
gional manager. 

* * * 


Reynolds, Seiler. Team Up 


Robert O. Reynolds and Harry 
Seiler have opened Geary Nash in 
Sans Fran eC. 4 yt 

’ ‘xs 


Studebaker Adds 
13 New Dealers 


Across the Nation 


Studebaker has announced that 
it has signed 13 new dealers 
throughout the country. 

They include Atkins & Reeves 
(S. W. Atkins and Bert Reeves), 
Alamogordo, N. M.; O-B Motors 
(O. B. Custis), Flagstaff, Ariz.; 
Browning Motor Sales (D. E. 
Browning), Sumter, S. C.; L & F 
Motors (Lee Brietling and Fred Ter 
Wisscha), Sidney, Mont.; Tamblyn 
Tractor & Farm Supply (Walter J. 
and Juanita Leskuski), Buckhan- 
non, W. Va.; Wal-Lex Motors, Inc. 
(Manuel V. Chavez, Chester E. Or- 
lando and Frank Cassella), Lexing- 
ton, Mass. 

Elbow Lake Auto Implement Co. 
(Raymond Tefft), Elbow Lake, 
Minn.; Leatherman Bros. (Ernest 
E., Everett D. and Donald C. Leath- 
erman), Albion, Ind.; Packard 
Youngstown Motor Co., Youngs- 
town, O.; Asplund Garage (Wen- 
dell A. Asplund), Minot, N. D.; 
Grossman & Kraiter (John Kraiter 
and Joseph A. Grossman), Dickin- 
son, N. D.; Vivian-Dixon Motors, 
Inc. (Charles Vivian), Altus, Okla., 
and L. R. Brown Co., Riverside, 
Calif. 


’: 8:4 


Colwell Opens in Ga. 


Joseph C. Colwell, a former De- 
Soto-Plymouth and Kaiser-Willys 
dealer, has opened a Nash dealer- 
ship in Thomaston, Ga. 

* * * 


Catlin Adds Packard 


William Catlin & Sons, (Stude- 
baker), Jacksonville, Fla., has been 
appointed a Packard dealership. 

* oe * 


Cohen Opens Nash Deal 


Jerry Cohen has opened Gary 
Nash Motors, Inc., Gary, Ind., with 
Michael Dudash as manager. 

cd a * 


Dieterich Buys Lovett 


Clarence A. Dieterich, president 
of Miami Motors, Inc., Dayton, O., 
has announced that he has pur- 
chased Cliff Lovett Motors (Chrys- 
ler-Plymouth), Miamisburg, O. 

* ok * 


Nutil Buys Hull-Dobbs 


George Nutil has bought the Hull- 
Dobbs (Ford) dealership on Wall 
St. in Los Angeles. He has changed 
the name to Downtown Ford. 

*” oa ok 


Grafelman Buick Opens 


Grafelman Buick Co. has opened 
in Brookville, O., by Charles M. 
Grafelman, Floyd F. Koogler and 
Eugene B. Bacher. 

* ” * 


Foster Chevrolet Opens 


Foster Chevrolet Co. has opened 
in Sandusky, O. 
x 


* * 


Used-Car Dealers Combined 


Kenneth H. Thomas and Joseph 
H. Brooks III, both former used- 
car dealers, have received a Nash 
franchise for Columbus, Ga. The 
firm has been named Brooks & 
Thomas Motor Co. 

*x 


* * 
Stoutamire Chooses Nash 
Stoutamire Motor Sales is the 

new Nash dealership in Tallahassee, 

Fla. Clyde A. Stoutamire is proprie- 


itor of the firm, which also selis 


Reo trucks. 
* * «& 


Smedley Buys Chevrolet 


Vern Smedley, Dayton, O., has 
taken over Miller Chevrolet Sales, 
Vandalia, O. 


* * * 


Arnold Pontiac Opens 
Arnold Pontiac Co. has opened 
in Davis, Calif.,. and is a partner- 
ship between Horace E. Arnold and 
his brother, William. Dan Brewster 
is service manager. 


Cally, Hollingsworth Get Deal 

Jurad & Norwood (Chrysler- 
Plymouth), Newton, Mass., has 
been taken over by Henry Gally jr. 
and Thomas D. Hollingsworth, who 
have changed the name to G & H 
Motors, Inc. 
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$1,425*, $1,395°; Two-ten 2-dr., $1 165, 
2 at $1,075°, ria $985, $975. '53 Bel 
Air conv., $1,140, $955; 2-dr., 


Used-Car Auction Prices || 2232 =? - Average Used-Car Prices 


Omega. Gs earn ar, "Fase (Compiled by Automotive News 

(ps), ’ > ratoga Po, : - 

Windsor 4-dr., $655*; club coupe, $555°. by a 
51 Town & Country Windsor, $990°. ’ 


oo os ~~. Mi nd a Windsor: 4-dr., $366*. 

oe — = arket Tre DeSOTO —-'54 Fire Dome conv. $1,465° 
A $5 decline was noted on Automotive News’ index last week of the mae sap Senit Ade. taaahe nana 

overall _ayerage price of used cars sold at wholesale auction. Coronet (6) Suburban, '$2,375°. °54 ‘Royal 
For the third week in a row, the ayerage price of ’49s remained 6-ds., $1,100"; Coneuet 16) 4-é2., $1;020, 

$960° owbrookt’ 4- r., $835. 
unchanged, although last week all other models were trimmed pr FORD—’55 Thunderbird, $2,750* (pe), $2,- 
wise. -4° 610* (ps); Crown Victoria (8), $2,325*; 


: 48s, down $1; 50s, down $3; 55s, down $3; Sis, down | Country sedan (8), $2,175*, $2,110°, $2,- Lode 227 TPB 25 


Losses were 095*; Victoria (8), 2 2,055*; ‘Fair- *eeceenemee - 
$4; °526, down $¥; 'S$s, down $9, and ’s4s, down $13. - lane ‘tar, ‘sions 918; custom = 165 164 00—SOts«d1:79 
Record lows were established by the new prices’ 6f ‘t50s, "51s, 528 ess, th ee a AY yy ; 
and 53s. goi0". "59 Main (a) Raneh ‘on ae Average... $ 769 $ 789  $ 810 
‘ ; $1,080, $1,050. °52 Custom (8 . 
aie cee Ge aus it as te the woh of May 23. ‘The ratio of ‘tale Country sedan, $1,100, $1,035. m ©) |) (The above figures are averages of used-car auction prices, all makes 


HUDSON—'54 Holl a , $1,330°. mode i: ularly 4+ omoti a 
was 70.2 percent, compared with 69.1 percent a week earlier. "53 Jet 4-dr., “s345". 62 Hornet club — eee or sk moras 


coupe, $510°. 
Prices marked with an * indicate a unit equipped with an automatic MERCURY —’55 Mo ir Sun Valley, $2,- : ; 7 
tranemisoion or overdrive and (ps) indicates power steering. | Bo, Rash: Mteay nurs hate | Sage Tey "Malet, Meo aveat ora haa acon, Gant Bate Sin al 
N. PLAINFIELD, N. J. CADILLAC—'55 (6) coupe devitie, $4,950°| $2,250), tank; $2245" pe). 'oe Monterey $1,835*; Deluxe’ 4-dr., $1,705*, §$1,500°. | | '48 Jeep, $500. 
Aps), $4,655° (ps); conv., $4,225* (ps), "51 4-ar.. $655. '50 4-dr., $430. PLYMOUTH—’55 Plaza 2 4-dr., $1,850; | MISCELLANEOUS—’55 GMC %-ton pick- 
(Lebanon Auto Auction. Sale every Wed- $4,120° (ps); 4-dr., $4,150° (ps), $3,935° | NasH-—’53 Ambassador Hardtop, $1,200°. Belvedere (8) 4-dr., $1,830*, ‘53 Cam- up, $1,690, $1,630°, $1,485. '53 GMC 
nmesday. Prices are for sale of Aug. 24.) (ps); coupe, $3,995* (ps). '54 (62) coupe Statesman. Super 4-dr., $725; Am- bridge Swburban,- ht 035, $975; Cran- Suburban, ‘$760. 454 IHC %-ton pickup, 
(Market continues steady with activity deVille, $3,500* (ps),~$3,430° (ps), "52 . : @tateeman’ 4-dr., breek 4-dr., $770. $895. .* 
brisk in the older models, Sold 73 out of (62) 4-dr., $1,660°, "1" Amba¥sador 4-dr., $415, $325. | PONTIAC—'S5 Star Chief Catalina, $%- : 
BUICK’ Se Duper Riviere Sport coupe, $1,- | “AEYBOLME— 86 Bel Air (8) comv.. $3,-| 50 Statemman é-df., $108. 530°; Chieftain Catalina, $2,275°, "2 at <* - ALBANY 
MaGr "65, Super Riviere Sars Fikes | 350,820, FLOOR, $1720; td | OLDEMOBILE — 6) (8) Moaay, 4a. | gz die; Ade.” ezteor, HLM06. "54 Stat| | crum Anapach Auto Auction, Sale every 
$1,160". °51, Super tndr) Seren ean | coupe, $2,045, $1,995%, $1,960, $1,955; | 4-dr., $2,690° (ps), $2,680° (ps); Super| Chieftain Catalina, $1,440. “53 Aitersin | Monday. Prices are fr sale of Aug. 22.) 
4-dr., $640*. '50 Buper Riviera 2-dr.,/ Two-ten Handyman, $1,975*, $1,955, $1,-| (88) Holiday 4-dr., $2,875* (ps), $2,840*| (8) conv., $1,200°, $1.140°. (The car market picked up today where 
OADILEAG."bh teidorado, $4,350* (ps);| 250: 2dr, $1,725, $1,570; One-fifty| (ps), $2,810° (ps), $2,795° (ps); 2-dr., | STUDEBAKER — ‘51 Commander 4-dr.,| We left off Inst week with a lot of ac- 
’ , ’ = 5 ° ° ; - 
(62) conv., $3,650* (ps). "50 (60) 4-dr., r., $1,600. ’54 Bel Air Sport coupe,| $2,725* (ps)); (88) Holiday coupe, $2,-| $365, $255; Land Cruiser 4-dr., $270°. . (Continued on Page 35, Col. 1) 
$950". 
CHEVROLET—'54 Bel Air 2-dr., $1,280; 
Two-ten 4-dr., $1,075*, $900. ‘53 Two- 
ten 4-dr., 2 at $700. '52 SL Deluxe 4-dr., 
$685, $600. '51 SL Deluxe 4-dr., $530, 
$520. 50 SL Deluxe 4-dr., $390, $320; 
Speciat 4-dr., $290. °'49 Special 4-dr., 


$280. 

CHRYSLER—’'51 Windsor 4-dr., $540. '50 
NY 4-dr., $490. 

DeSOTO—'53 Fire Dome 4-dr., $1,040°. 51 
Custom 4-dr., $310*. ’50 Deluxe 4-dr., 
$435*, $415°. 

DODGE—’53 Coronet (8) Diplomat, $1,- 
010*; (6) 4-dr., $720, $600. '49 Coronet 
4-dr., $345; Meadowbrook 4-dr., $230. 

FORD—’55 Fairlane (8) 4-dr., $1,605. ‘54 
Main (6) 4-dr., $790. ‘53 Custom (8) 
4-dr., $820; Main (8) 4-dr., $620 ’52 
Custom (8) 4-dr., $690. ‘51 Custom (8) 
4-dr., $450, $430. 50 Deluxe (8) 4-dr., 
$290, $210; (6) 4-dr., $290. '49 Custom 
(8) 4-dr., $330; Deluxe (6) 4-dr., $245. 

MERCURY—’52 Monterey coupe, $1,060. 
’51 4-dr., $550, $450, $370. ‘49 4-dr., 


$32¢. 

NASH—’52 Rambler 4-dr., $520. '50 Am- 
bassador 4-dr., $340. 

OLDSMOBILE — ’'55 (88) 4-dr., $2,450*| 
(ps). '53 (88) 4-dr., $1,200*. '52 (98) 
4-dr., $1,040*. °50 (98) 4-dr., $510*, 
$485*. '49 (98) Holiday, $305°*. 

PACKARD—’51 (200) 4-dr., $540. 

PLYMOUTH—’54 Savoy 4-dr., $860; Plaza 
4-dr.. $800. °53 Cranbrook conv., $640. 
’51 Belvedere sport coupe, $540, $390; 
Cranbrook 4-dr., $445. ’50 Special Deluxe 
4-dr., $400, $350. 

PONTIAC—'54 Star Chief Custom Cata- 
lina, $1,600*. '53 Chieftain (8) conv., 
$1.150*. '51 (8) Catalina, $670. 

STUDEBAKER — '53 Land cruiser, $670. 
"49 Land cruiser, $175 


FLINT PIN TRIPPED 


(Flint Auto Auction, Inc. Sale every 7 4 - = 
er: Prices are for sale of Aug. by inflating or gauging application rf. 
(Market is very strong and steady. ’55 

and ’54 models down. Sold 85 out of 121 
offerings.) 

BUICK—'55 Special 4-dr., $2,485* (ps). OPENS VALVE 
aa eee 2-dr., $930. . Super Riviera 
4-dr., 10*. "51 Special 2-dr., $555. ’50 * 

RM 4-dr., $365; Special 2-dr., $335. ’49 to provide... 
Super 2-dr., $120. 
CADILLAC—’52 (62) 4-dr., $1,575*. °47 
CHEVROLET —'s5 ‘Two: 
'—’55 Two-ten (6) 4-dr., $1,- 
570°. ‘54 Bel Air (6) 2-dr., $1,175*, FAST FLOW 
_ 4-dr., oe Two-ten 4-dr., $1,025*; 
club coupe, $995. '53 Bel Air 4-dr., $850* 1 i 
(ps), $845; Two-ten conv., $810*; 2-dr., of air through tire valve 
gos. wer = 4-dr., $775; One-fifty : % 
-dr., . "52 SL Deluxe 4-dr., $630, * . a. 5 F ; 
$575*, $510, $500, $480, $445; 2-dr., $565, > 3 xy 5 TRSOO SERIES CLAMP-IN 
$505; club coupe, $530*. '5i SL Deluxe ‘ : TRUCK TUBELESS VALVE 
4-dr., $325, $310; 2-dr., $300, $285°, ‘ . 4 A . - 
$270. °50 SL Deluxe 2-dr., $225, $140; 
4-dr., $225. '49 SL Deluxe 4-dr., $125. 

DODGE — '52 Wayfarer 2-dr., $145. ’51 
a 2-dr., $225. ’°50 Wayfarer 2-dr., 
140. 

FORD—’55 Fairlane (8) 4-dr., $1,695. ’54 
Custom (8) 4-dr., $1,035, $970*. °53 
Custeth (8) 2-dr., $775. ’°52 Custom (8) 
4-dr., $645; 2-dr., $595*; Main (6) 4-dr., 
$360. '51 Custom (6) 2-dr., $305*. ’50 
Custom (8) 4-dr., $190; club coupe, $190. 

HUDSON—’53 Jet 2-dr., $465*. '50 Hornet 
4-dr., $110. 

KAISER—’52 Deluxe 4-dr., $300*. 

LINCOLN—’52 Cosmopolitan 4-dr., $625*. 

— oS 2-dr., $1,000; 4-dr., $1,- 

NASH—’51 Rambler conv., $220. ’50 States- 
man 4-dr., $100. 

OLDSMOBILE — ’53 (98) 4-dr., $1,400* 
(ps). *°51 (98) 4-dr., $605*, $515*. °50 
(88) 4-dr., $235*. 

PAC D—’51 (200) club coupe, $330. 

PLYMOUTH—’55 Savoy 4-dr., $1,415. ’53 
Cranbrook 4-dr., $665. °52 Cranbrook 
4-dr., $370. °'50 Special Deluxe 4-dr., 
$185; Deluxe 4-dr., $170. '49 Deluxe 
4-dr., $150. 

PONTIAC—’54 Star Chief .conv., $1,655*. 
’53 Chieftain Deluxe (8) 2-dr., .$975*; 
4-dr., $890*. '51 Silver Streak (8) 4-dr., 
$390°. '50 Silver Streak (6) 2-dr., $160. 
’49 (8) 4-dr., $150; (6) 2-dr., $105. 

STUDEBAKER—’50 Champion 4-dr., $155. 


’49 Champion club coupe, $110, THE STANDARD SCHRADER 
DENVER VALVE CORE 


(Colorado Auto Auction. Sale every Mon- 


day. Pri f le of Aug. 22.) i i i 
ee, 0 Ser one St Ang, 28.) springs shut immediately upon removal 


ing active on used cars this week. Sold i i 
is activo on used care thts of inflating chuck or gauge and seals 
BUICK—’55 RM conv., $3,020* (ps); Spe- air in. 

cial Riviera 4-dr., $2,750*, $2,530* (ps), 

$2,195*; Century Riviera 4-dr., $2,650*; 

Super Riviera coupe, 3 at $2,650* (ps), 

a (ps); Special 4-dr., $2,330*, 2 at 

, (ps). °54 RM Riviera, $2,045* 

(ps). '53 RM Riviera 4-dr., $1,430° (ps). TR500 SERIES CLAMP-IN TRUCK TUBELESS TIRE VALVE 

*52 Super Riviera 4-dr., $820*, $775*. ’50 

RM 4-dr., $205°, 
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j|| 449 (88) ""2-ar.,* $10°." "48° (76) 4-ar., 
$130°*. ‘ 

PACKARD — 52 (200). 4-dr., $880%,. 51 
(200) 4-dr., $280°. 

















CHRYSLER—’53 NY 2-dr., $1,035* (ps).’ 
ae Windsot" “eonvy, $490*; _NY 4-dr.,: 

161 NY Newbtst, $535" ae 
tee coupe,* $256°. «“ 
















‘ hy sone 
Meme coat .station. wag- DeSOTO — "54 Fire Dome conv. $1,650°} 
on Cranbrook. 4-dr., $710*. :’51 {pa),...’53_ Fire. Rees sys z sre 
, Cambridge, clu soe. $330. 150- a Fire Dems 4-dr., $560 5 
: : ’ Deluxe 4-dr., $260. we #,. « g0aient ¢ eae pe, $400*. 
oe (Contimued' trom Page 34) | | RQUEEAO— ‘55, Chieftain un £8), Cataline, § 453 “~s ronet (8) sport coupe, $1,- 
3 en by bs 3 aos ie r., $9: 935° (ps). '53 Coronet (6) station wag- 
. tivity and strong prices on all kinds. Sold DeSOTO— 46 Custom. 4-dr., $210*. 2-dr., $750, $710. °52 Chieftain jeune on, ssto°; 4-dr., $820°; 2-dr., $795*. °52 
‘wae out of 194 offerings.) t DODGE-—"55 Coronet,{8) sport coupe, $1,-| 6) 2-dr., $670. ‘50 Silver Streak (6) - Coronet - 4-dr., , $555*,. '$450%. . °51 _— 
Tg ee a ante = 2 Coronet 48) conv., $920°; (6) eae $280. ’49 Silver Streak (6) 2+dr., farer 2-dr., $360*, —. 
’ ; 780, $750*° $735°, $730°; Mead- . 
‘a-dr., $1,030* (ps); Super 4-dr., $1,010*; Sw OLOOR are S7H0e, gOdB bk Coen; | STUDEBAKER —'S¢ Land Croieer 4dr, FORD— ‘54 Custom (s), Ranch wagon, “$1,~ 
; a earn: s6fte  c ence coupe, .$040*;' sport ‘coupe, $520°; club Saat o aes ae a meee (8) conv., $1,075*; Country Squire, 
; e *4 coupe, $380*. '50° Meadowbrook 4-dr. ampion 2-dr., , $300; Commander *. di ‘ : 
,8790*; Special 4-dr., $630°*. 50 Super $320°. cage Meadgwbrook tre $235: 4-dr., $360. °51 Commander club coupe, Seauet 2dr, $925", (ped, S878: a 
iviera coupe, $490°; 4-dr., $400*; 2-dr., Carryall? $100. $320*; Champion club’ coupe, $280*, $660. ’52 Custoni: (8) 4-dr ; $675: <6) 
Toon. ; gy al 4dr, UA90; 2dr... $438, roRD—' Main (8) Ranch wagon, $1,- aan be Me. weer 4-dr., $180°. 4-dr., $675. °51 Victoria, $605*. i 
$210. ” 870; Fairlane (8) Victoria, $1,800; 2-dr., | MESEhUEANEOUS 51 Henry 2. 2dr HUDSON—'54 Hornet 4-dr., $1,315*, °53 
CADILLAC—'55 (62) club coupe; '$4,025* | $1,710; Custom (8) A-dr.. $1,560; | (6) en ene Gewe Hornet 4-dr., $955*, $890°, $835*; Wasp 
(ps), $4,000* , - -dr., ’ ° n nch wag- . *'> ‘ 
Sboe’ Cos) 52002) tede '$i'sys*. *1| OM, $930; (6) 2-dr., $670, $660. '52 Main CHICAGO New Concrete Roof— an, OERD*. ER SD SO ee 
(62) 4-dr., $1,050*. 49 (61) 4-dr., $480*;| (8) 4-dr., $580; Custom (8) 2-dr., $535. .: | KAISER—'53 Manhattan 4-dr., $805°*. 
ee Seectl ce. eee = Aso | °51 Custom (8) Victoria, $590*;  2-dr., ‘i (arcee, Auto Auction. Sale every Tues-| The above photo shows the 215,000-} LINCOLN—’51 coupe Lido, $555°-~ . 
$130*. 746 (62) 4-dr.; $170*. |. $535, $455; 4-dr., $500, $475, $365. ’50 vost ta aah ob a a> square foot precast concrete roof deck | MERCURY—’ 54 Monterey coupe, $1,700*, 
CHEVROLET—'55 Nomad station. wagon, Custom (8) 2-dr., $380; 4-dr., $290, : covering the new maintenance and traffic] $1,655*, $1,365"; Custom sport coupe, 
$2,110; Two-ten (8) 2-dr., $1,800*; 4-dr., $140; conv., $290; (6) 2-dr.; $310; De- | BUICK—'55 Century Riviera 2-dr., $2,530* d ¥ th : $1,545*: 4-dr., '$1,290*. °53 Monterey 
$1,510* 53 Bel Air conv., $960; 4-dr. luxe (6) 2-dr., $330, $280. °49 Custom (ps), $2,525* (ps), $2,395*; Special 2-dr., epot © the Massachusetts department coupe ‘$1 375°. 52. 4-dr., $900*%, '51 2- 
$850, $835*: Two-ten station "wagon, (8) 2-dr., $250, $160; 4-dr., $200; (6) $2,390*, $2,205*, $1,965. '54 RM Riviera|of public’ works. This is typical of the dr., $480*, $475*,' $445*, $420, $400*, 
$960; 4-dr., 2 at $950, $885°, $875, $850; | _ 2-dr-, $170°; Deluxe (6) 2-dr., $200, Fiabe eek, PSE. Arat., $1,810" (Bs), | 200,000,000 square feet of this roof| $370, $235; 4-dr., $440°. 
2dr. pets. ere; One-fifty station wag- “Saeae ote ee SS 970*; Century 4-dr., $1,640* (ps): Spe- | eck installed in more than 8,000 loca-| NASH — '55 Rambler 4-dr., $1,430. "54 
bw $825, $330; “dr, $680. 52 SL Deluxe Sap ; Spe r., . cial '4-dr., $1,560*. °53. Super Riviera | tions.in the U. S. during the last 10 years Rambler station wagon, $1,315. 53 Ram- 
-dr., $730*, $690*, $675*, $630*; 2-dr.,| MERCURY—'53 4-dr., $975, $830. ’52 4-| 2-dr., $1,360", $1,355", $1,340*; RM di ‘| bler .club sedan, $1,150% (ps), $1,050%; 
$670; %-ton pickup, $410, %-ton pickup,| dr., $760*. ’50 club coupe, $330*, $300.|/ Riviera 4-dr., $1,340* (ps). , according to a survey conducted for) statesman 4-dr., $945*. '52 Ambassador 
$430. *51 SL Deluxe 2-dr., $450%, $240,/ *49 2-dr., $210, $140°. CADILLAC—’54 (62) coupe deVille,. $3,-| the roof deck manufacturers. 4-dr., $720*; Statesman’ club sedan, 
$410, $385; 4-dr., $390. '50 SL Deluxe NASH — ’52 Ambassador 2-dr. 0. *51 ° . ah * <o . : $620*, $545*. 
4-dr., $350, $310, $280: FL Deluxe 2-d , $580. 380° (ps); 4-dr., $3,050* (ps). °53 (62) 
$340, $320. °49 FL Deluxe 2-dr $270: Rambler 2-dr., $350; Statesman 4-dr., coupe, $2,220*; (60) 4-dr., $2,175*. ’52| One-fifty 2-dr., $805. ’53 Bel Air conv., | OLDSMOBILE —’55 (98) conv., $2,845° 
4-dr., $180; SL Deluxe 2-dr., $250, $235,| $220°: Ambassador 4-dr., $290. '50 Ram-| (62) 4-dr., $1,605° (ps), $1,545° (ps),| $1,120°; 4-dr., $925; .One-fifty Handy-| (ps); (88) Holiday 4-dr., $2,560°; Super 
$200; coupe $130; Special 2dr $250 , bler conv., $130. ‘ . $1,455* (ps); (75) 4-dr., $1,550* (ps), man, $1,025; Two-ten 2-dr., $730; 4-dr., (88) Holiday, $2,485*. '54 (88) Holiday, 
; » >; Spe “» - | OLDSMOBILE —'55 (88) Holiday ‘coupe, | CHEVROLET—’55 Bel Air (6) 2-dr., $1,-| $730, $725*, 2 at $715; One-fifty 2-dr.,| $1,810* (ps); 4-dr., $1,680°. ’53 (98) 
CHRYSLER—’53 NY 4-dr., $1,110* (ps). 2,400* (ps). °53 (98) 4-dr., $1,325*; 645*, $1,515, $1,490; Two-ten (6) 2-dr., $680, $660. '52 SL Deluxe 4-dr., $615*; 4-dr., $1,675* (ps), $1,415* (ps); Holi- 
49° Windsor club coupe, $250*. 88) conv., $1,175*. ’51 (98) 4-dr., $300*.! $1,505, $1,445. '54 Two-ten 4-dr., $1,210*;! 2-dr., $550°, $515*; Special 4-dr., $395. day, $1,560* (ps), $1,550* (ps);. (88) 
4-dr., $1,135*, $1,025*. 
PACKARD — ’53 Clipper Deluxe 2-dr., 
$760*. 
~~ PLYMOUTH—’55 Belvedere (8) conv., $1,- 
5 785; Savoy (8) 4-dr., $1,470. '54 Savoy 
af 2-dr., $950, $900; 4-dr., $925; Plaza 
business coupe, $755; Belvedere 4-dr., 
$660*. ’53 Cranbrook 2-dr., $785*; Cam- 
; bridge 4-dr., $610, $590, $525. 
: : PONTIAC—’54 Star Chief 4-dr., $1,500* 
> (ps), $1,440%; Chieftain Deluxe (8) 4- 
dr., $1,310*. ’53 Catalina (8), $1,300° 
(ps), $1,220*, $1,200*, $1,125*; Chieftain 


Tire Valves 


An Industry Development Keeping Abreast of Transportation Progress 


Truck tubeless tires are here. Recent approval of 
certain rim designs by the Tire and Rim Industry 
gives truck tubeless the green light. Commercial 
vehicle manufacturers indicate that tubeless tires 
will be mounted increasingly on 1956 models. 
The Tire and Rim Industry-approved TR500 
series of Clamp-in Valves are now being manufac- 
tured in volume and are going on a large number 
of truck rims. The clamp-in principle of attaching 
the valve to the rim does not alter the method of 
putting air in the tires. It continues to be the tire 
inflation principle developed by Schrader over 50 
years ago—as described on the opposite page. 


TRSOO SERIES 
CLAMP-IN 3-WAY SEAL 





Eventually most vehicles will run on tubeless 
tires. The changeover will take place as soon as In- 
dustry rim-valve-tire requirements, now on test, are 
standardized for different vehicles. Because of In- 
dustry cooperation in the development, testing and 
production of all three: a better valve, better rim, 
better tire . . . motor vehicle transportation con- 
tinues to improve! 


As new problems are faced in tire valve develop- 
ment, you can be sure Schrader will continually be 
helping with research, design and production to 
provide quality valves that fit the job. 


TYPICAL TUBELESS TRUCK VALVES IN ACTUAL USE OR ON TEST. 


A. SCHRADER’S SON, Division of Scovill Manufacturing Company, Incorporated 
470 Vanderbilt Avenue, Brooklyn 38, New York 


FIRST NAME LN TIRE VALVES 





FOR ORIGINAL EQUIPMENT AND REPLACEMENT 


(8) station wagon, $1,240; 2-dr., $1,000*; 
4-dr., $880*; Deluxe (8) 4-dr., $1,025°*. 

STUDEBAKER—’53 Land Cruiser, $870; 
Commander club coupe, $800*, $775*; 
Champion 4-dr., $635. '52 Commander 
club coupe, $605°; 4-dr., $290. "50 Cham- 
pion 4-dr., $220. 

MISCELLANEOUS—’53 Jaguar conv., $1,- 
455; International carryall, $550. °52 
Jaguar 4-dr., $1,150. 


JENISON, MICH. 


(Grand Rapids Auctions, Inc. Sale every 
Tuesday. Prices are for sale of Aug. 23.) 
(Sold 108 cars out of 137 offerings.) 


BUICK—’55 Century Riviera 4-dr., $2,715* 


(ps); Special Riviera 2-dr., $2,325*. ’54 
Special conv., $1,970*; Riviera 2-dr., $1,- 
850*. '53 Super Riviera 4-dr., $1,260*, 


$1,225*; Special Riviera, $1,180*, $1, 175°; 
4-dr., $1, 125*; 2-dr., $1,080°, ‘$920. "52 
Super Riviera 4-dr., $845*. ‘51 Super 
Riviera 2-dr., $535*; 4-dr., $455. ’50 Su- 
per Riviera 4-dr., $495*, $420°*; Special 
4-dr., $475*, $450, $335, $250*; RM Rivi- 
era i dr., $450*, $196*. 
CADILLAC—’55 (62) Coupe deVille, $4,- 
010* (ps). ’54 (62) 4-dr., $3,245° (ps). 
CHEVROLET—’55 Bel Air (8) 2-dr., $1,- 
610*, ’54 Bel Air 2-dr., $1,260 »$1,095* ; 
Two-ten 4-dr., $1,050; One-fifty 2-dr., 
$810. ’53 Bel Air club coupe, $1,070*; 
Two-ten 4-dr., $755; club coupe, $715. 
’52 SL Deluxe 4-dr., $555*%; 2-dr., $535; 
SL Special 2-dr., $545. ’51 SL Deluxe 
FL De- 


4-dr., $475*; 2-dr., $455, $365*; 
luxe 4-dr., $430. ’°49 SL Deluxe 4-dr., 
$215. 

DeSOTO — ’53 Fire Dome 4-dr., $1,030*; 
club coupe, $875. ’52 Deluxe club coupe, 
$405*. 49 Custom 4-dr., $330, $225*. ’48 
4-dr., $130. ‘ 

DODGE—’53 Coronet (8) conv., $675. °52 
Coronet 4-dr., $440. ’51 Diplomat, $475*. 


*50 Wayfarer 2-dr., $270*; Coronet 4-dr., 
$210. ’49 Coronet 4-dr., $255. 
FORD—’55 Sunliner (8) $2,090*%; Crown 
Victoria (8), $2,000*, ’54 Sunliner (8) 
$1,495*; Custom (8) club coupe, $1,215; 
Main (8) 2-dr., $745. ’53 Victoria, $1,- 





165*, $1,090; Custom (6) 4-dr., $825; 
2-dr., $750, $645*. ’52 Custom (6) 2-dr., 
$670*; 4-dr., $630; (8) 2-dr., $575. 

HUDSON — '54 Hornet 4-dr., $1,100. °52 
Wasp 2-dr., $195*. 

KAISER—’51 4-dr., $340. 

LINCOLN—’53 Capri coupe, $1,550*. 


MERCURY—’53 Monterey club coupe, $1,- 
535. ’°52 Monterey 2-dr., $1,210*; Cus- 
tom Sport coupe, $1,075; 4-dr., $1,035*. 
’51 club coupe, $530*, $510; 4-dr., $330. 

NASH—’54 Statesman Custom 4-dr., $1,- 
160; Rambler 4-dr., $1,150*. °53 Ram- 
bler coupe, $900; Statesman 4-dr., $740*. 

OLDSMOBILE — '53 (88) Holiday coupe, 
$1,425*. ’°51 (88) Super 2-dr., $775*, 
$445°; 4-dr., $400°. ’50 (88) 4-dr., 3310; 
2-dr., $295°. °49 (88) 2-dr., $250°. 

PLYMOUTH — ’53 Cambridge 2-dr., $600; 
4-dr., $555. ’°52 Suburban, $680; Cam- - 
bridge 4-dr., $525. '50 club coupe, $325; 
conv., $290. . 

PONTIAC—’54 Star Chief 4-dr., $1,525*. 
’53 Chieftain (8) 4-dr., $1,050*, $1,000; 
2-dr., $755. ’52 Chieftain Deluxe 4-dr., 
$650*; (8) 4-dr., $475. "51 Silver Streak 
(8) 4-dr., $600*, $535. ’50 Silver Streak 
(6) 2-dr., $335; (8) 2-dr., $350°. 

STUDEBAKER—'49 Land crusier, $125. 

"Oe Henry J 2-dr., 
150. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 

Friday. Prices are for sale of Aug. 19.) 

(Sold 144 cars out of 254 offerings.) 

BUICK—’55 Special 4-dr., $2,525*. (ps). 
’53 RM Riviera, $1,090* (ps). '51 Super 
Riviera, $575*; RM 4-dr., $450. '50 Spe- 
cial 2-dr., $355. 

CADILLAC—’55 (62) Coupe deVille, $4,- 
300* (ps), $4,000* (ps). "54 (62) 4-dr., 
$3,300* (ps). "52 (62 Coupe deVille, $1,- 
950*. °51 (62) Coupe deVille, $1,290*, 
$1,155". "50 (62) 4-dr., $820*, °49 (61) 
2-dr., $525°; (60) 4-dr., $475*. 

CHEVROLET—’55 Bel Air (6) Sport coupe, 
$1,725; (8) 4-dr., $1,660%; Two-ten (6) 
4-dr., $1,660; 2-dr., $1,650. ’'54 Bel Air 
4-dr., $1,290°; Two-ten 2-dr., $950°; 4- 
r., $925. °53 Bel Air Sport coupe, $980*, 
$975; 4-dr., $970*; %-ton pickup, $515. 
’52 Bel Air coupe, $715; FL Deluxe 4-dr., 
$605*, '51 SL Deluxe Sport coupe, $700; 


(Continued on Page 46, Col. 1) 
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FUEL TANKS—t-step tanks are being 
included in the Safer fuel tank line for 
truck owners who wish to shift tank weight 
towards the front axle. They are made in 
42-to-71-gallon capacities and come sin- 
gly or in pairs. Master Tank & Welding 





Co., Dallas, Tex. 


* * * 
Daybrook Issues Bulletin 


On 2 Power Gate Models 


Daybrook hydraulic division, L. 
A. Young Spring & Wire Corp. has 
issued a bulletin covering Models 
T-2 and T-3 speedlift power gates. 

The four-page folder gives facts 
on comparative manual and me- 
chanical truck loading and unload- 
ing operations, according to the 
company. Copies may be obtained 
by writing Daybrook Hydraulic 
Division, L. A. Young Spring & 


Wire Corp., Bowling Green, O., and 
requesting Form T-2355. 
* * * 


TRUCK REFRIGERATOR — A two-com- 
pressor truck refrigeration system has 
an engine-mounted compressor driven by 
a@ belt from the engine drive shaft and 
an electric stand-by unit (above) mounted 
over the cab. The unit comes with either 
a@ two-hour hold-over plate blower, for 
city deliveries, or a blower-evaporator 
with multi-vane fans for less frequent 
stops. Lehigh Mfg. Co., Lancaster, Pa. 

a 


Grote Truck Accessories 


Detailed in Catalog 


A catalog of Grote Quality-Safety 
accessories for trucks and buses 
has been published. Information on 
the firm’s mirrors, lamps, direc- 
tional signals, reflectors and flares 
are included. 

Product data explains how the 
accessories are designed, made and 
tested. Catalog No. 4155-C, Grote 
Mfg. Co., Inc., Bellevue, Ky. 

a - x 





COOLING SYSTEM TESTER—Pres-SURE- 
tite has introduced a heavy-duty, universal 
version of its cooling system and pres- 
sure cap tester for trucks, cars, tractors 
and jeeps. Truck adapter kits are optional 
with the purchase of the tester. It 
also can be used on some foreign cars 
and older American makes. Pres-SURE-tite 
Products, Inc., 15301 Mack Ave., Detroit 
24, Mich. 





Winches F eatare Aluminum 


Gear Case Housings 


Two winches, of 12,000 and 20,000- 
pound ratings, have been intro- 
duced which feature aluminum gear 
case housings for faster heat dissi- 
pation. 

Both have enclosed back-draft 
elutches and automatic self-ener- 
gizing safety brakes that are air 
cooled. Shrouded drum flanges and 
built-in rope clamps are other fea- 
tures. Gar Wood Industries, Inc., 
Wayne, Mich. | 
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TRUCK NEW PRODUCTS 


CARGO RETAINER—‘Load Holder’ is a bar that is spring extruded to fit into 
recesses in a truck's walls or ceiling to hold cargo in place. Bars may be used in 
any number ef positions depending on shape of load. They can be used as shown 
above (second bar from bottom), stressed across the top of a tier of boxes to 
prevent jarring from up or down movement caused by bad roads. Load Holder, 
Robert E. Holman jr., Box 151, Ocala, Fla. 


* * * 


Plastic Truck Body 


Developed by Strick 


Strick Plastics Corp. has devel- 
oped a plastic truck body made of 
a reinforced fiberglass called 
“Lamicor.” The company said the 
bodies are corrosion resistant and 
require no painting as the colors 
are impregnated into the material. 


The bodies are preassembled, 
Strick said, and distributors are 
now being franchised. The firm said 
that refrigerated Lamicor bodies 
will hold temperatures down to 25 
degrees below zero (Fahrenheit) as 
the fiberglass is an insulator as 
well as a structural material. 

* a * 


PRESSURE HORNS — A Midget Air 
Compressor has been designed to supply 
Grover pressure horns on trucks that do 
not have air brakes. The horns operate 
on pressures of 5 to 300 pounds from 
air, gas, butane, propane or steam. They 


come in dual or single styles. Grover 
Products Co., «1221 S. Hope ZSt., Los 
= | Angeles 15, Calif. 


VALVE GAPPERS—Two P & G valve 
goppers, 212 and 213, have been de- 
signed for Cummins diesel engines. Both 
permit valve clearance measurement with 
a dial indicator graduated in .00! inch 
while leaving the mechanic's hands free 
to use adjusting tools. No. 212 is for 
series H and J engines, and No. 213 fits 
all NT and NH series. It is claimed they 
permit positive visual reading of the 
clearance before, during and after ad- 
justment, regardless of wear on the valve 
stem or rocker arm. P & G Mfg. Co., 305 


N. E, Russell St., Portland 12, Ore. MOTOR SEALER— Motor Cure is said 


to tighten all internal moving engine 
parts by placing a protective oil film on 
them. Added to the crankcase oil, it is 
said to cut oil consumption in many 
cases. Use of Motor Cure is said to make 
detergent oils unnecessary. Kapro Corp., 
2329 S. Michigan Ave., Chicago 16, Ill. 
e  ¢ «¢ 


Daybrook Hydraulic Issues 


Power Gate 4-Page Folder 


A four-page folder describing the 
Model T-600 Daybrook speedlift 
power gate has been published for 
the Daybrook hydraulic division of 
L. A. Young Spring & Wire Corp., 
Bowling Green, O. 


The company said it gives facts 
on the loading and unloading of 
pickup, express and package deliv- 
ery trucks. Copies can be obtained 
by writing to Daybrook Hydraulic 
Division,’ L. A. Young Spring & 
Wire Corp., Bowling Green, O. 


STARTING MOTOR — A starting motor 
for trucks and buses has been designed 
to work on air. “Startaire’ is said to 
provide higher cranking speeds regardless 
of temperature while reducing the burden 
on the vehicle’s electrical system. The 
unit is interchangeable with electric start- 
ing motors. Bendix-Westinghouse Automo- 
tive Air Brake Co., Elyria, O. 


Improved Trico Wiper Blades | 


Made Available for Trucks 
A series of heavy duty wiper 


blades, said to feature all the major| 


advantages of recent car wiper 
developments, are being marketed 
by Trico Products Corp., Buffalo, 
for use on buses, trucks and other 
commercial vehicles. 

According to Trico, the design of 
the blades improves the wiping 
action, removing water, dirt and 
road film to leave the glass smear- 
free. The blades are available for 
flat windshields and curved wind- 
shields. 


WHEEL DOLLY—A hydraulic wheel dolly 
makes it possible for one man to remove 
and replace single or dual truck wheels. 
The Ken E-Z T-105 has pivoted roller 
spindles to aid in producing a rocking 
motion to line up the wheel hub with the 
axle. A rear booster bar vibrates to loosen 
bearings for removing wheel. Ken-Tool 
Mfg. Co., 768 E. North St., Akron 5, O. 


* * * 


Brown H Line Trailers 
In Full Production 


Brown Trailers is in full produc- 
tion on its H line models which are 
said to give greater load capacity 
without larger outside dimensions. 
Both stressed skin and exterior post 
types are offered. 


Features include rear frame and 
doors said to give a wider opening 
than on previous models and supe- 
rior vertical clearance. All models 
have inner-linings and can be insu- 
lated for refrigeration use. 

oe * * 


GRILLE GUARD—The Bustin safety-type 
grille guard is available for Mack “D” 
series, cab-over-engine trucks. The one- 
piece unit features a counterlever, plate- 
type exterior mounting which eliminates 
the use of braces. Safety running boards 
for the same model truck also are offered. 
Bustin Steel Products, Inc., Dover, N. J. 


ee 


WATER PUMP—A Nash water pump has 
been developed which is said to exceed 
manufacturers standards. A _ bellows-type 
seal with an extra carbon seal washer 
prevents leaks, and a four-vane impeller 
circulates the water. A sealed ball bearing 
in a rubber sleeve replaces the bushing. 
Airtex Products, Inc., Fairfield, Ill. 





TRAILER DUMP — A tandem axle trailer 
dump, Model TTM, has been designed 
for use in areas where highway weight 
laws allow maximum credit for two tan- 
dem axles. Body lengths are from 19 to 
24 feet, with payloads from 10 to 36 
cubic yards. Telescopic hoists with lifting 
capacities up to 35 tons are offered. 
Galion Alisteel Body Co., Galion, O. 

oe 


PORTABLE HOIST—The Pacific portable 
hoist has a 1,000 pound capacity with 
power both up and down. It operates 
from the truck battery. Other features 
are push button control, adjustable boom 
height, 360 degree swing and automatic 
braking. Hoist division, Burtchaell Heating 
Co., 2944 S. E. Powell Bivd., Portland, Ore. 


Bo * * 


TRUCK MUFFLERS—ATI Sentry mufflers 
are said to give maximum noise reduc- 
tion with low back-presure. Designed for 
gas engine truck and bus replacement, 
the mufflers are custom specified to the 
cubic inch displacements of the engines, 
it is claimed. They are finished in alumi- 
num. Alexander-Tagg Industries, Inc., Hat- 
boro, Pa. 

oe eS 


Mechanical Earth Borer 


Offered by Holan 


A folder describing a portable 
mechanical earth borer has been 
issued by J. H. Holan Corp., 4100 
W. 150th St., Cleveland 11, O. 

The borer is driven by power 
takeoff from the truck transmis- 
sion and is supported by winch 
line and derrick. 


TRAILER COUPLER—A 36-inch pressed 
steel coupler has been developed for 
heavy-duty loads. Featuring a low silhou- 
ette, the coupler is light in weight, but is 
strengthened by a top plate flanged 
around the outer edges. A striker plate 
transmits the king pin force to the struc- 
tural parts, relieving the cam hooks from 
impact. Fruehauf Trailer Co., 10941 Har- 
per Ave., Detroit, Mich. 














On the Financial Front... 





Record Profits Year 
Forecast for Industry 


NEW YORK.—Corporate profits 
are well on the way toward estab- 
lishing a record high this year, ac- 
cording to Standard & Poor’s Corp., 
statistical and investment advisory 
organization. 

According to an S&P compila- 
tion, aggregate net income of 589 
industrial corporations for the 
first half of 1955 was 30 percent 
above that for the first six 
months of last year. 

The second quarter proved to be 
an even more prosperous period 
than the first quarter, reflecting 
acceleration of the upsurge in the 
economy, the firm said. 

Mounting volume has led to a 
general widening of profit margins, 
it noted, which also have been bol- 
stered by operation of more effi- 
cient facilities constructed in recent 
years. 

The earnings improvement, S&P 
said, has been impressive for its 
breadth as well as for its extent. 
Almost 80 percent of the industrial 
lines showed year-to-year increases 
in the first half, the most inclusive 
movement in some years, it said. 

Sizable increases, it said, were 
recorded by some of the groups 

carrying the heaviest weight, 
such as autos and steel. 
According to S&P, the recovery 

in profits is no flash in the pan. 
The summer letdown is less than 
average, it said, industrial produc- 
tion is running about 12 percent 
above a year ago, employment and 
personal income are rising and both 
consumers and industry are in a 
spending mood. 

Indications are that third-quar- 
ter earnings will fully measure up 
to those realized in each of the 
first two quarters, S&P said. The 
fourth quarter also promises to be 
an excellent period, it said. 

x 


Auto Production 
Brightens Future 
For Tire Industry 


NEW YORK.—Tire industry 
profits should improve this year, 
aided by larger volume and some 
upward price adjustments, accord- 
ing to Standard & Poor’s Corp. 
statistical and investment advisory 
organization. 

It was predicted that some of the 
smaller companies, which regis- 
tered “unimpressive 1954 results,” 
will score the greatest relative 
year-to-year gains, but S&P said 
the leaders should again make ex- 
cellent showings. 

It was noted that motor vehicle 
production for 1955 assures a gain 
in original equipment tire business. 
Model changeovers, it was observed, 
will hold down third-quarter vol- 
ume by a sharp recovery in the 
final three months was forecast. 

“Moreover,” S&P said, “although 
longer-lived tires have held re- 
placement demand short of expec- 
tations in recent years, the 1955 ad- 
vance will reflect both the record 
number of cars and trucks in use 
and the stimulus from growing 
emphasis on tubeless tires.” 

* 


$80 M illion Credit 
Obtained by Mack 


Mack Trucks, Inc., in a move to 
finance its expanding sales volume, 
has concluded an $80 million re- 
volving: credit agreement with a 
group of 48 banks. 

The three-year agreement, which 
became effective Aug. 17, provides 
for financing customer installment 
paper and other receivables cover- 
ing sales of new trucks and buses, 
sales of used equipment and some 
foreign sales. | . 

= 


Goodyear Sales, Earnings 


Climb to Alltime High 


Goodyear Tire & Rubber Co., Ak- 
ron, has reported the highest sales 
and earnings for any six-month 
period in the company’s history. 

Sales for the first six months of 
1955 totaled $679,672,925, compared 





with $551,346,412 for the same period 
last year. Net income reached $27,- 
268,497 as compared with $24,622,670 
last year. 

* * 


Goodrich 1st-Half Sales Soar; 
Net Tops $22 Million 


Consolidated net sales of B. F. 
Goodrich Co. for the first six months 
of 1955 amounted to $372,355,401, 
compared with $304,935,288 for the 
same period of last year, accord- 
ing to the firm. 

Estimated net income amounted 
to $22,291,357, compared with $18,- 
232,853 in the same period of last 
year. 

od aa * 
Textron, Merged Firms 
Report $2,602,000 Profit 

Textron American, Inc., has an- 

nounced that net profits for the 


Here’s the machine 


that simplifies dealer accounting 
without any change in 


factory-recommended procedures 


When you use this accounting machine, the Burroughs Sensimatic, 
there’s no need to change your system in order to mechanize it. 
Following your present factory-recommended procedures, the 
Burroughs Sensimatic will handle all accounting records quickly and 
easily, and prepare your Distribution Journals three times faster! What’s 
more, this machine is easy to operate (even beginners quickly do expert 
work), and it’s not outmoded by changes in your system or growth 

of your business. For a demonstration—of how you can 

mechanize without upsetting your accounting cart— 
call our nearby branch office today. Or write to 
Burroughs Corporation, Detroit 32, Michigan. 
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earnings, $28,565,377 and $14,015,715; 
sales $268,133,162 and $226,640,797. 
e ‘ 


Ainsworth Mfg. 

Ainsworth Mfg. Corp., Detroit, 

first-half report, 1955 vs. 1954: Net 

profit, $362,914 and $170,007; sales, 

$17,443,509 and $9,101,667. 
* cd * 





























Industrial Acceptance 


Industrial Acceptance Corp., Ltd., 

| Montreal, first-half report, 1955 vs. 
1954: Net profits $3,333,501 and §$3,- 
053,848; gross income, $18,987,756 
and $20,976,032. 
* 


General Finance Profit 
Zooms to $1,300,085 


Record automobile sales and the 
continued high demand for con- 
sumer credit resulted in new first- 
half records in business volume 
and profits for General Finance 
Corp., Chicago, according to Byron 
S. Coon, board chairman. 

Net income, after taxes amounted 
to $1,300,085 for the 1955 six-month 
period, compared with $914,811 for 
the same period in 1954, The vol- 
ume of retail automobile financing 

Kaiser Aluminum & Chemical| totaled $72,881,000 for the 1955 pe- 
Corp., Oakland, Calif., fiscal year|riod as compared with $43,131,000 
(ended May 31), 1955 vs. 1954: Net! in 1954. 





Boyertown Bodies for ‘55 Chevrolets— 


A fleet of new Boyertown bodies, mounted on the 1955 Chevrolet chassis, are of 
the forward-control type. Boyertown also is producing bodies for the Chevrolet flat 
face cowl chassis. 


first half of 1955 amounted to $2,- 
602,000 on sales of $82,315,000. Second 
quarter profits were set at $942,000 
on sales of $49,149,000. 

Textron American is the surviv- 
ing corporation in the February 
merger of Textron, Inc.; American 
Woolen Co., and Robbins Mills, Inc. 
The figures, Textron said, reflect 


earnings and sales for Textron, 
Inc., through Feb. 24 and for the 
merged corporation for the period 
Feb. 25 through July 2. 

* * + 


Kaiser Aluminum 



































































Burroughs and Sensimatic are trade-marks 


Ask for a free copy 
of this booklet on 
Automobile Dealer 
Accounting Systems. 
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IT’S MADE TO 
Sell Used Cars 


The “Two Day Free Driving Trial” 
is a copyrighted used car selling plan 
sold exclusively to one dealer per city! 
It's designed to sell cars fast, bring 
repeat customers and build’ goodwill. 


FOR ONLY A FEW DOLLARS PER 
MONTH you will receive quarterly 
packages containing: 


¥& Newspaper ads 

%& Radio & Classified Copy 
¥* Banners 

%& Windshield Cards 

¥% 100's of other ideas 


Other “selling” 
plans may come 
across your desk 
+.» but ONLY the 
“Two Day Plan” is 
a basic institution- 
al, merchandising 
idea that will fit in 
with any sales 
method you now 
use. 

WRITE TODAY... 
for full information 
and a SPECIAL IN- 
TRODUCTORY PRICE 
this month. 


JOE FISHER-SEARCY CORP. 


401 Central Bidg. 
Portiand 5, Ore. Phone: AT 6492 


Select districts open for representatives. 


DRIVING TRIAL 


SCOTCHLITE 


suo GIGNMG truck 


SPECIAL PRICES 


lots of 100.......... .29 each 
‘tots of 200.......... .24 each 


Any design up to 12 sq. inches. 
Any color on silver 
Send check with order 


Color 
1 WEEK DELIVERY 


| C. G. MITCHELL, INC. 


ae 


| 89 Main St. 
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Binghamton, N. Y. 


And durable plastic 
menths of protection against 
condensation. Greatly reduces 
seals out dampness. 
in handy spray can with easy push 
. 4 Oz size for glove com- 
partments — 12 Oz. Service Station size. 


ZACO CHROME SPRAY 
ond PRESTO SPRAY ENAMEL 


rn 
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Auto Personnel 


Ptomotion of Richard W. Hughes 
to sales promotion manager of 
Martin-Senour Paint Co., Chicago, 
has been announced by William M. 
Stuart, president. 

Hughes, formerly in charge of 
merchandising for the company’s 
automotive division, now will be 
responsible for sales promotion of 
both automotive and trade sales 
divisions. ets: Se 


Maloney Gets Sales Post 


Appointment of Charles A. Ma- 
loney jr. to handle government and 
sub-contract sales of the Fielden 
Instrument division of Robertshaw- 
Fulton Controls Co., Greensburgh, 
Pa., has been announced by Ralph 
M. Stotsenburg, division sales man- 
ager. ee 

ck 


Tide Water Promotes Fenton 


Wilfrid S. Fenton has been named 
eastern division supervisor of fuel 
oil sales for Tide Water Associated 
Oil Co., New York. He formerly was 
foreign sales representative for 
Europe. 

+ * Cd 


Foley Elected President 


Of Auto Accessory Group 


Raymond A. Foley, credit man- 
ager for the Raybestos division of 
Raybestos-Manhattan, Inc., 
Bridgeport, Conn., has been 
elected president of the automo- 
tive accessories industry group, 
Motor Equipment Manufacturers 
Assn. 

Foley has been associated with 
the Raybestos division since 1920, 
and has been credit manager 
since 1930. 


* * * 
Pittsburg Plate Appoints 


Vogt to Succeed Vivian 


Neil W, Vogt has been appointed 
sales promotion manager for Pitts- 
burgh Plate Glass Co.’s Ditzler 
color division in Detroit, succeed- 
ing Lloyd R. Vivian, who retired. 

Formerly assistant sales manager 
of distributor sales, Vogt will be 
responsible for all Ditzler advertis- 
ing and sales promotion. 

* * * 


Addison Leaves Firestone 


After 39 Years of Service 


After 39 years of service, Joseph 
A. Addison has retired from his 
post as manager of petroleum com- 
pany sales for Firestone Tire & 
Rubber Co., Akron. 

He will be succeeded by U. C. 
Brown, formerly petroleum sales 
representative for Firestone in New 
York. G. W. Mulholland has been 
named to replace Brown. 

* a * 


Controllers Institute Chapters 


Conduct Local Elections 


Luther E. Lawrence has been 
elected president of the Detroit 
Control of Controllers Institute of 
America, New York. Elected with 
him were: Robert J. Nixon, vice- 
president; Joseph H. Carey, treas- 
urer, and Arjay R. Miller, director. 

Carson C. Reeves has been named 
president of the Birmingham 
(Mich.) Control, and Phillip W. 
Keessen was elected vice-president 
and Max Rueber, director, of the 
western Michigan unit. 

In Toledo, Robert W. Vogel has 
been named vice-president, and 
Clifford H. Hanf, director. Merle 
E. McLeod has been elected secre- 
tary of the Columbus (O.) branch, 
and John C. MaeMicking has been 
designated a director of the Ham- 
ilton (O.) group. 

* oa + 


O'Malley Joins Leece-Neville 


Frank O’Malley has been ap- 
pointed personnel director of Leece- 
Neville Co., Cleveland. He formerly 
Was personnel director for Ferro 
Machine & Foundry Co., Cleve- 
land. ee es 


Essick and Rowbottom Join 
Dodge Sales Organization 

The appointment of William 
Greer Essick as eastern zone ter- 
ritorial development manager and 
Arthur W. Rowbottom to the gen- 
eral sales staff has been announced 
by Dodge. 

Essick has operated an auto fleet 
rental business in Philadelphia for 
the last four years. Before that he 


was zone manager and new-car 

manager for another manufacturer. 

Rowbottom has been associated 

with another auto concern since 

1950, serving in executive capacities. 
ca * + 


Heinen Named to Committee 
Studying Air Pollution 


Charles M. Heinen, vice-chairman 
of the vehicle combustion products 
subcommittee of the Automobile 
Manufacturers Assn., Detroit, has 
been named to the technical advi- 
sory committee of the Air Pollu- 
tion Foundation, Los Angeles. 

The committee, headed by Dr. 


Francis E. Blacet of the University | 


of California at Los Angeles, will 
advise the Foundation board of 
trustees on research projects. 

+ - - 


Climax Molybdenum Picks 


McVey for Sales Post 


David C. McVey has joined Cli- 
max Molybdenum Co. as a sales de- 
velopment manager responsible for 
developing new uses for molyb- 
denum as an alloy in machinery, 
diesel engines and tractors. 

Before joining Climax, he was a 
metallurgist with International 
Harvester Co. and with the pro- 
peller division of Curtis Wright Co. 

* * & 


Dodge Truck Picks Black 


Charles B. Black has been ap- 
pointed Southwestrn zone manager 
for Dodge truck fleet sales. He will 
make his headquarters in Dallas. 

aa * * 
New Firm to Distribute 


Cummins Engine in Mich. 


Cummins Diesel Michigan, Inc., 
has been formed as a distributor 
for Cummins Engine Co., Inc. 
products in Michigan and seven 
Ohio counties around Toledo. Head- 
quarters will be in Detroit, with 
branches in Toledo and Grand 
Rapids, Mich. 

Heading the firm are L. W. 
Childs, president, and J. S. L. 
Shales, vice-president. A service 
and headquarters building will be 
erected in Detroit. 

cs ~ * 


Martin-Senour Names Shute 


To Manage New Department 


Donald H. Shute has been ap- 
pointed manager of the newly- 
created automotive sales service 

. department of 
Martin-Senour 
Paint Co., Chi- 
cago. 

Shute joined 
the company four 
years ago and for 
the past year has 
been working 
with the automo- 
tive division sales 
promotion man- 
ager. The new de- 

 &. Gite partment will be 
responsible for handling informa- 
tion, special formulas, and all de- 
tails pertaining to service, ship- 
ments and orders of automotive 
paints. 


* * * 
Oxy-Catalyst Appoints 
Smog-Fighter Larson 


Gordon P. Larson, former Los 
Angeles smog control director, has 
been appointed vice-president of 
Oxy - Catalyst, Inc, Wayne, Pa., 
which builds equipment to control 
air pollution. 

Larson will assist Oxy-Catalyst 
in development and application of 
the company’s catalytic fume and 
odor control and industrial waste 
heat recovery systems. 

cs + + 


Oneida Products Names 


Zuniga Export Manager 

Julio Zuniga has been named 
export manager for Oneida Prod- 
ucts Corp., Canastota, N. Y. 

Zuniga will supervise the com- 
pany’s export sales activities on 
conventional bus bodies, motor 
coaches and _ specialized vehicles. 

*” 


Kent-Moore Appoints 


Seanor to Head Sales 


Appointment of John M. Seanor 
as director of sales for Kent-Moore 
Organization, Inc. has been an- 
nounced. ; 

Seanor previously served 18 years 





Research Scientists Cited by Goodyeer— 


For their roles in developing Goodyear Tire & Rubber Co.'s triple-tempering process 
(3-T) for tire cord, G. D. Mallory, textile research head, center, and P. W. Drew, 
fabric design manager, right, receive Litchfield Special Award of Merit gold medals 
from P. W. Litchfield, board chairman. The new process made possible the Goodyear 


tubeless tire. 


with Stewart-Warner Corp., the last 

five years in charge of their orig- 

inal equipment sales. Kent-Moore 

is a manufacturer of automotive 

service tools and equipment. 
* * * 


Mack Appoints Tyson Jr. 
Manager of Bus Division 

Robert W. Tyson jr. has been 
appointed manager of the bus divi- 
sion of Mack Motor Truck Corp., 
New York. 

Before assuming his new post, 
Tyson had been for six years the 
distributor of Mack trucks, buses 
and fire equipment in the White 
Plains and Poughkeepsie (N. Y.) 
areas. 

ok ck + 
Ford Automatic Transmission 


Announces Personnel Shifts 


The Ford automatic transmission 
division has announced the ap- 
pointment of John A. Swint as 
manager of plant operations in the 
Cincinnati area, and the appoint- 
ment of Edward J. Hollenbeck as 
manager of the Livonia (Mich.) 
plant, succeeding Swint. 

In his new position, Swint suc- 
ceeds John B. Lawson, recently 
named assistant general manager 
of Ford’s aircraft engine division 
in Chicago. 


* * 


Paxton Joins Horne 


John M. Paxton, sales promotion 
and training manager in Ford divi- 
sion’s Charlotte (N. C.) district 
sales office, has been named sales 
manager of Horne Motors, Inc. 
(Ford) at Orangeburg, S. C. He 
joined Ford in February, 1941. 

of * * 
3M Ups Cockroft, Deyo 

Promotion of George D. Cock- 
roft and John W. Deyo to sales 
managers of coated abrasives and 
related products has been an- 
nounced by Minnesota Mining & 
Mfg. Co., St. Paul. Cockroft will 
head the Atlanta branch and Deyo 
will work out of High Point, N. C. 


* ca * 


Dodge Fills Four Posts 


In Los Angeles, Chicago 


Harold E. Wyatt has been 
appointed district manager for 
Dodge in the south Los Angeles 
area. Three other appointments in 
the Chicago region were announced 
at the same time. They were: 

George W. Baillie, dealer plan- 
ning and analysis manager for the 
entire Chicago region; Cecil J. 
Anthony, city manager for south- 
west Chicago, and George Van Del- 
len, district manager in the region. 

ok 7 * 


Bendix Division Ups Stolar 


Harry Stolar has been appointed 
assistant general manager of the 
Marshall-Eclipse division of Ben- 
dix Aviation Corp., Troy, N. Y. 

* * * 


Nikoden Heads Sales 


Edward G. Nikoden has been 
named sales manager for the indus- 
trial division of Parker Sweeper 
Co., Springfield, O., according to 
R. W. Parker, general manager. 
Nikoden will be responsible for all 
sales furictions in the marketing of 
the company’s floor sweepers, and 
carts for maintenance and mate- 
rials handling. ; 

e * 


General Appoints Magnuson 


Robert G. Magnuson has been 
named assistant manager of retail 


stores for General Tire & Rubber 
Co. Magnuson will report directly 
to F. A. Duffy, retail stores man- 
ager. Formerly Denver division 
manager, Magnuson has been with 
the organization since 1948. 

* * * 


Clark Appoints Wycoff 


David C. Wycoff has been named 
manager of the product adaptation 
department of Clark Controller Co., 
Cleveland. He formerly was man- 
ager of the company’s experimental 
laboratory. 


* * * 


C. of C. Promotes Davis 


Promotion of R. Hilton Davis to 
manager of the domestic distribu- 
tion department, of the U.S. Cham- 
ber of Commerce has _ been 
announced by Arch N. Booth, the 
chamber’s executive vice-president. 
Prior to his promotion, Davis was 
assistant manager of the chamber’s 
trade association department. 

3K ok * 


Motor Products Elects 


Three New Directors 


Motor Products Corp., Detroit, 
has announced the election of three 
directors. They are: 

David A. Wallace, former presi- 
dent of Chrysler division; William 
T. Golden, chairman of the execu- 
tive committee of National - U.S. 
Radiator Corp., and Fred M. Kauff- 
mann, of Partner, Hallgarten & Co. 

+ oe * 

White Appoints Dempsey 

Gordon Dempsey has been ap- 
pointed manager of Saskatoon 
(Sask.) White Trucks. The new 
firm will carry a complete line of 
White and Autocar parts and ac- 
cessories and will maintain a serv- 
ice department, according to Henry 
J. Nave, president of White Motor 


Co. of Canada, Ltd. 
+ * * 


Dodge Announces Promotions 


Of Throckmorton, Knepp 


The promotions of Dale Trock- 
morton to southwest region used- 
car sales manager, and Harold R. 
Knepp to service manager in the 
Pittsburgh region have been an- 
nounced by Dodge. 

Throckmorton formerly was re- 
gional sales manager of the Dallas 
region, and Knepp was district rep- 
resentative in the central service 
division of Chrysler Corp. 

* x a 


Price Battery Appoints 


Manchester and Sheen 


Price Battery Corp., Hamburg, 
Pa., has named A. A. Manchester 
general manager of its Monark bat- 
tery division, Wapakoneta, O., and 
John R. Sheen district manager of 
the Virginia, North Carolina and 
South Carolina territory. 

Manchester formerly was general 
sales manager of Bright Star In- 
dustries, Clifton, N. J., and Sheen 
was general sales manager of the 
automotive division of Thomas A. 
Edison, Inc., West Orange, N. J. 

of * * 


Ace Drill Appoints Peters 


General Sales Manager 


Appointment of Earl J. Peters as 
general sales manager has been an- 
nounced by Ace Drill Corp., Adrian, 
Mich. 

Prior to joining Ace, Peters 
served in various sales management 
positions in the industrial, gauging 
and electrical engineering and con- 
struction fields. 








EWARE of the fast ladies! 

Elemental and _ tempestuous, 
like the late Connie, they whirl up 
the Atlantic Coast at a speed of 
135 miles an hour, leaving death 
and distruction in their wake. 


Born in the tropics, the hur- 
ricane sisters are highly unpre- 
dictable. For 40 years — until 
1935—the “Cabana-land” of Flor- 
ida was their stamping ground. 
Then they got a yen for culture 
and took off for the northeastern 
states — New England. In 1954 
there were eight hurricanes and 
not one of them touched Florida. 

Scientists think this new pattern 
of hurricanes has something to do 
with the shrinkage of the polar 
ice cap and a piling up of air— 
high pressure area—in the Atlantic 
off Maine and Newfoundland which 
acts as a hurricane roadblock pre- 
venting the storms from being 
blown out to sea by the prevailing 
westerlies. i. ie 


Damage on Increase 


— are shaped like a 
big doughnut, 25 to 500 miles 
wide, with winds up to 150 miles 
per hour and a forward speed of 
15 to 50 miles per hour or more. 
The “eye,” the hole in the dough- 
nut, is from 5 to 20 miles across and 
comparatively calm. Hurricanes 
live an average of nine days, al- 
though in August they have been 
known to last 12 days. 

The number of hurricanes since 
the turn of the century has in- 
creased one and a half times. The 
total of 21 in 1933 was tops for 
recent years. 

Property damage last year was 
$500 million more than the old 
1938 reeord loss of $300 million, 

though deaths have dropped— 
200 last year as opposed to 6,000 
in Galveston in 1900 and 1,800 
in Florida in 1928. More elec- 
tronic eyes to track down hurri- 
canes and improved warning 
systems probably account for 
that. 


Insurance rates have gone up 
150 percent, because the insurance 
companies have eaten up all the 
backlog accumulated during the 
years the “ladies” were content to 
leave the northeastern industrial 
areas alone. 

The largest single loss — $1 mil- 
lion — was an industrial plant 
whose roof was blown off by Hazel 
in 1954. Her 1954 sisters, Carol 
and Edna, ran up a bill of $138 
million — more than the insurance 
paid out after the San Francisco 
fire in 1906. 


* * * 


Zsa Zsa Upset by Snub 


AT’S the difference between 

a hurricane, a typhoon and a 
tornado? They are all cyclones and 
“twisters”. They all rotate counter- 
clockwise north of the equator and 
clockwise south of it. 

The Atlantic hurricane got its 
name from the West Indian god 
of the storm — Hurakan. The 
Pacific typhoon got its name from 
the Chinese word for “big-wind” 
— “tai fung”’ — and the Japanese, 
“tai-fu”. Tornados differ a little 
in that they are usually over land, 
are narrower and have greater 
lifting power. 

Giving girl’s names to hur- 
ricanes started when the Univer- 
sity of California professor, 
George Stewart, wrote the 1941 
bestseller “Storm” in which a 
young meteorologist named the 
storm he was tracing after his 
girl, Maria. 

The weather bureau and the 
Army took it up and, in 1953, it 
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chosen for each hurricane — one 
for each letter of the alphabet. 


The name, Zelda was given to, / 
the final letter for 1955. Zsa Zsa} * 


Gabor — a devastating lady in her 
own right — was miffed. In case 


they might run out of wind in||~ 


1956, she suggests starting next} 


year with the last letter of the 
alphabef and calling the storm 
Zsa Zsa, or course. 

” +. * 


What to Do About It 
“TT VERYBODY talks about the 


weather. But nobody does/|@ 
anything about it,” said the late]; 


Will Rogers. 

Now they are doing something 
about it. Congress has authorized 
a $500,000 survey of the whole sub- 
ject. Army engineers estimate the 


survey, which will take in the} 


Atlantic and Gulf coasts, will take 
three years and cost $3 million. 

How to get these uninvited 
“ladies” to go elsewhere no one 
seems to know. But there have 
been two proposals as to how to 
minimize their effects. One is the 
saturation of the water by oil be- 
neath the storm. This might slow 
up the storm the way the passage 
over land seems to. 

The other is to make the hur- 





ee oo ee 





Truck with Gasoline Injection— 


Goliath of Bremen, Germany, has come out with a small truck which features 
gasoline injection instead of carburetion. 


It has front-wheel drive. 





ricanes’ rain-carrying clouds drop 
moisture by bombarding them 
from planes with dry ice—called 
cloud seeding. 

Last April, scientists on project 


SCUD experimented with cloud 
seeding. Result: The 
Advisory Committee on Weather 
Control, believing that wide area 
control is not effective, but that 
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small scale control might be suc- 
cessful, has set up a new project. 

Next fall, at the foot of Mount 
Washington in New Hampshire, 
they will try out the silver iodide 
crystal generators tested by SCUD 
and other devices used by com- 
mercial operators. 

* * * 


Still a Mystery to Man 


| THE works is a new system 
of 12 highly sensitive radar 
stations, ranging from Portland, 
Me. to Brownsville, Tex., which 
could provide profiles, from vari- 
ous angles, of approaching storms. 
A miniature hurricane may be set 
up in a laboratory under controlled 
conditions for study. 

Within five years, with the 
right research, they may be able 
to outline a general zone for each 
hurricane, it has been predicted. 
Even then the wayward “ladies” 
would still hold many mysteries 
for man. 

P. S. Shooo-h! never underesti- 
mate the power of a woman, Man 
has produced the atom bomb with 
its mushroom-shaped cloud. But 
the hurricane “ladies” with their 
doughnut-shaped winds still can 
do more damage than any bomb 
yet invented. 


WAGNER AIR BRAKE KITS 
ARE FACTORY ENGINEERED 





...make field installation easy...reduce air brake 
maintenance cost...increase road safety! 


You can make every truck, tractor or bus you sell a 
safer vehicle by installing WAGNER AIR BRAKES. 
Available in complete factory-engineered kits, WAGNER 
AIR BRAKES are easy to install, reduce air brake main- 
tenance cost and increase road safety. 


Each WAGNER AIR BRAKE KIT contains all parts, 
connections and brackets needed, as well as simple, 
easy-to-follow detailed installation instructions. Time and 
labor required are kept at a minimum. All parts fit easily 
into position with little or no drilling or tapping. 


WAGNER AIR BRAKES require less maintenance. 
THE WAGNER ROTARY AIR COMPRESSOR pro- 
vides uniform torque load and assures a sufficient 


Fils 
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WAGNER .AIR BRAKE USERS 
ARE OUR BIGGEST BOOSTERS 


Wagner Electric @rporation 
6393 PLYMOUTH AVENUE « ST. LOUIS 14, MO., U.S. A. 
(Branches in Principal Cities in U. S. and in Canada) 


quantity of air at all times for safer, surer braking power. 
The Factory-Engineered WAGNER POWER CLUSTER 
provides up to 1500 p.s.i. hydraulic line pressure. It 
easily mounts on the frame in any location where it is 


convenient to service. 


For either “straight air” or “‘air-over-hydraulic,” you 
can look to Wagner for the finest in air brake systems. 
Give your customers the advantage of the outstanding 
engineering achievements and cost-saving benefits that 


WAGNER AIR BRAKES provide. 


Send today for your free copy of Wagner Bulletin KU-201 
...it gives full information about profitable WAGNER 


AIR BRAKES. 













LOCKHEED HYDRAULIC BRAKE PARTS and FLUID...NoRol ...CoMaX BRAKE LINING... AIR 
BRAKES ... TACHOGRAPHS ... ELECTRIC MOTORS .. .TRANSFORMERS ... INDUSTRIAL BRAKES 


K55-12A 






became official. So at the begin- 
ning of each year girl’s names are 
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Affecting Factories and Dealers . . . 









for every 
service ! 


See chart at right 
for pay-load capa- 
cities in tons at var- 
fous body lengths. 


Based on standard operating conditions 


Introduction of the new twin 8” 
diameter Gar Wood A-260 and A-270 
hoists now enables you to offer your 
customers the superior advantages of 
heavy-duty Strong-Arm performance 
on every size chassis — including 
large 4 wheelers, 6 wheelers and 
single axle semi-trucks. 





MATCHING DUMP BODIES 
Husky new Gar Wood dump 
bodies give a perfectly matched 
combination to sell with new 
heavy-duty Strong-Arm hoists. 








See the new 





Bh» : . 

x Wood Distributor 
Pe 7 GW-H-S 
World’s largest mfr. of hoists and ie bodies for trucks & trailers 





By Martin L. Whitmyer 
Staff Writer 

With automobile dealers current- 
ly their largest customers 82.5 per- 
cent of local radio stations surveyed 
by Radio Advertising Bureau, Inc., 
have reported business increases 
over 1954. 

Local business is running 12 to 
13 percent ahead of last year on 
the average for stations, says 
Kevin Sweeney, RAB president. 
Sweeney also predicts local bill- 
ing will exceed $390 million this 
year, as compared with a top of 
$341 million in 1954. 

The study, encompassing markets 
as big as New York and several 
in the _ under - 10,000 - population- 
group, showed a consistent pattern 
of gains by stations regardless of 
market size, programming or affili- 
ation, Sweeney said. 

That auto-dealers topped = 
list as the most active local ,ad 
vertisers was no surprise with 
many stations hard pressed to ac- 
commodate the large and grow- 
ing demand, for time, Sweeney 
said. 


While more than eight of 10 of 
the stations reported big gains in 
local business, 155 percent re- 
ported declines. The drop in revenue 
was blamed on television and local 
depressions. ‘ 


* * 
New Ex-Cell-O Newspaper 


Creation of an industrial news- 
paper to be published for employes 
of Ex-Cell-O Corp.’s, three Detroit 
plants has been announced by the 
company. 

Named to edit the news publi- 
cation is Sidney L. Baker, former 
Detroit newspaper and advertising 
man. Baker was most recently on 
the staff of Ford Motor Co.’s Rouge 
News. 

* & * 


NAPCO Appoints Rep 


Alfred Colle Co., Minneapolis, has 
been appointed advertising agency 
for Napco Industries, Inc. (North- 
western Auto Parts Co.), it was 
announced by Max Rappaport, 
Napco president. . 

© * 


IH Appoints Two 


M. F. Peckels, manager of the 
consumer relations department 
of International Harvester Co., 
has announced the appointments 
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BE CERTAIN op cime.tey rriva 


RESERVED FREIGHT 


now available on American’s 


SPACE 


shes 


& 
DC ] nonstop to Chicago- one-stop to Los Angeles 


FLAGSHIP AIRFREIGHT. At no extra cost, you can now be sure 


pad 


of same-day arrivals in Chicago and Los Angeles. Reserve space 
for your shipments on American’s famous DC * 7’s—world’s 


fastest airliners—by calling LOgan 5-9100 or Ypsilanti 4353. 


-—mcrzeaess AMERICAN AIRLINES 


i acantt 


Americas ading —Hrline 


of John W. Branta as supervisor 
of International Motor truck 
advertising, and William A. Adler 
as sales promotion supervisor. 

Adler formerly was sales pro- 
motion supervisor on the com- 
pany’s industrial power products. 
Branta, who was previously mo- 
tor truck sales promotion 
supervisor, succeeds Samuel E. 
Houston, who has retired. 

Robert B. McAllister, super- 
visor of dealer advertising, will 
now add to his other duties the 
task of being editor of Interna- 
tional Trail, a nationally distrib- 
uted Harvester publication for 
truck fleet operators. 

+ * * 
Direct-Mail Program 
Developed by Dick 

Automobile manufacturers could 
benefit from a low-cost direct-mail 
advertising program, now popular 
in the grocery field, says A. B. Dick 
Co., its developer. 

The program involves the use of 
mimeographed handbills, produced 
from stencils that are designed by 
Dick and completed by the retailer 

with his own name, address and 
specials of the week. 

* * * 


Metro Opens New Office 


Metropolitan Sunday Newspapers, 
Inc., has opened a new office in 
Suite 1100 Rand Tower, Minneapo- 
lis, under the direction of Jack M. 
Bates, transferred from New York. 
Metropolitan is sales agent for the 
Metro Sunday Magazine Network 
and the Metro Sunday Comics Net- 


work. 
* * * 


Journal-American Annual 


The New York Journal-Ameri- 
can has announced that it will pub- 
lish its 1946 Business and Financial 
Annual on Jan. 10, 1956. 

*x * * 


Sports Illustrated Surveys 


Car-Owning Subscribers 


Ninety-eight percent of its sub- 
scribers own cars, Sports Iilus- 
trated found in its first survey of 
subscriber families, conducted by 
Alfred Politz Research, Inc. 

The survey covered Grand 
Rapids, Mich., a “typical” midwest- 
ern city. Forty percent of the sub- 
scribers own more than one car. 
Most popular body style was the 
four-door sedan, owned by 49 per- 
cent. Station wagons accounted for 
15 percent. By model year, 29 per- 
cent owned ’55s and 33 percent 
owned ’54s. 

” * * 
Sun-Times Boosts Powerama 

The Chicago Sun-Times published 
@ special 32-page Chicago Pow- 
erama issue on Sunday, Aug. 28. A 
tabloid-size lift-out, the section 
served as a guide and directory to 
Chicagoans who attend the 26-day 
General Motors Powerama show 
opening Wednesday, Aug. 31. 

Highlighting the section was in- 
formation about the 253 exhibits at 
the show, best ways to get there, 


where to park, etc. 
of * * 


B & B Appoints 3 V-Ps 


James F. Black, Otto Prochazka 
and Austin A. Thomas have been 
appointed vice-presidents of Benton 
& Bowles, Inc., according to Wil- 
liam R. Baker jr., chairman of the 
board. 

Prior to joining Benton & 
Bowles, Black was with the Wil- 
liam Weintraub Agency, and Pro- 
chazka was with Anderson & 
Cairns. Thomas has been with 
Benton & Bowles for 14 years. 

” b * 


Dispatch Picks Tharp 

Melvin E. Tharp has been ap- 
pointed advertising director of the 
Columbus (O.) Dispatch, succeed- 
ing the late Lewis B. Hill. 

Tharp, who formerly was Mr. 
Hill’s assistant, will supervise the 
newspaper’s retail, national and 
classified advertising. 

At the same time, Guy H. Bul- 
lock, advertising manager of the 
Dispatch, was appointed director 
of retail advertising. 


New Facts on Atlanta 


The Industrial Bureau of the 
Atlanta Chamber of Commerce has 


published a booklet on “Facts in 
Figures About Atlanta.” 


Containing information on the 
city’s population, transportation 
facilities, automobile and truck 
registrations, communication facili- 
ties, U. S. Government activities 
and industry, the book may be 
obtained by writing the bureau 
at Atlanta Chamber of Commerce, 
Atlanta, Ga. 

* 


Tribute to Autos 


A tribute to the automotive in- 
dustry. is featured on new menu 
covers which went into service last 
week on the Pennsylvania Rail- 
road’s Red Arrow, overnight train 
between Detroit, Philadelphia and 
New York. 


Pictured on the menus are the 
insignia of 18 makes of automo- 
biles. The development of the auto 
from horseless carriage to “dream 
car” is traced in picture form. The 
menus will be used for a three- 
week period. 

* > 


Auto-Lite Picks Grant 


Donald B. Seem, vice-president 
and director of advertising for 
Electric Auto-Lite Co., Toledo, has 
announced the appointment of 
Grant Advertising to handle all ad- 
vertising for the company’s bat- 
teries, spark plugs and electrical 
equipment. 

Grant, which takes over the ac- 
count on Nov. 1, replaces Ruth- 
rauff & Ryan on domestic adver- 
tising and National Export Adver- 
tising Service on foreign. 

* + * 


Nation’s Bankers Polled 


The reading habits and prefer- 
ences of the chief executives of the 
nation’s 300 largest commercial 
banks are recorded in Research 
Report No. 51 released by U. S. 
News & World Report. The study 
measures readership by these bank- 
ers of the six major magazines in 
the news and management field. 
It also asks them to name the one 
magazine they find “most useful” 
to them in their work, and the one 
in which they place the “most con- 


fidence.” 
= oe * 


Turkey Day Treat 

The traditional football game be- 
tween the Detroit Lions and the 
Green Bay Packers at Detroit’s 
Briggs Stadium on Thanksgiving 
Day, 
telecast under the sponsorship of 
General Tire Co., Akron, according 
to L. A. McQueen, General vice- 
president, and Nick Kerbawy, Lions 
general manager. 

The game will be carried over 
the coast-to-coast ABC-TV network 
with Harry Wismer handling the 
play-by-play. 

oJ * . 
Names 


Richard L. Young jr. has been 
promoted to manager of Ford Motor 
Co.’s public relations office in 
Atlanta, succeeding Russel M. Hart, 
who will head the Chicago office. 
Charles T. Dixon has joined the 
office to work with Young. 


Philip D. Hyland has been elected 
advertising vice-president of Mac- 
Fadden Publications’ men’s groups. 
An employe of the firm for 18 years, 
Hyland has been advertising direc- 
tor of the men’s group. 


William H. Gerstenberger, for- 
merly of New York, has been ap- 
pointed a vice-president and 
account supervisor of Ross Roy, 
Inc. He will supervise the Dodge 
Truck account. 


Edward A. Falasca, former copy 
chief in the sales promotion depart- 
ment of McCann-Erickson, Inc., has 
been appointed director of promo- 
tion of the bureau of advertising 
of the American Newspaper Pub- 
lishers Assn. 


J. S. Mahoney has been named 
an assistant sales promotion man- 
ager in Pontiac’s central office. He 
joined the Pontiac sales organi- 
zation in 1949. 

Clarance Hatch jr., Detroit, has 
been named senior vice-president of 
Kudner Agency, Inc., and will as- 
sume duties at the New York of- 
fice, 575 Madison Ave. He was 
executive vice-president of D. P. 
Brother & Co. and formerly was 
with Campbell Ewald, Co., Inc. 

Seymour Millerman has been 
named advertising manager of Sig- 
nal-Stat Corp., Brooklyn, N. Y. He 
ay was with Choldun Mfg. 

rp. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


July new-car registrations in 
Wake County (Raleigh), N. C., to- 
taled 556, while the new-truck 
count was 241, according to figures 
compiled by the North Carolina 
Automobile Dealers Assn. 


New-car registrations by make 
were: Ford, 158; Chevrolet, 113; 
Buick, 59; Plymouth, 51; Oldsmo- 
bile, 44; Pontiac, 41; Mercury, 24; 
Chrysler, 11; DeSoto, 11; Dodge, 
11; Cadillac, 10; Nash, 8; Hudson, 
4; Packard, 4; Studebaker, 3; 
Lincoln, 2; Willys, 2, and mis- 
cellaneous, 2. 


The truck totals were: Chevrolet, 
163; Ford, 37; International, 14; 
Dodge, 10; GMC, 9; White, 4; Stu- 
debaker, 2; Mack, 1, and Willys, 1. 


* * * 


Denver 


A significant increase in new-car 
registrations was noted in Denver 
during July, when the total was 
1,792, a gain of nearly 18 percent 
over the June count of 1,523. 


An increase was also noted in the 
new-truck field, with 264 trucks 
sold, a gain of 34 percent over the 
previous month’s total of 197. 


New-car registrations during the 
first seven months of this year 
amounted to 11,929, an increase of 
about 30 percent over the 9,247 
sales in the same period of last 
year. 

The sale of used cars in the 
Denver market is reported good, 
with prices lower than at this 
time a year ago. Late models are 
in good demand. 

July registrations of new cars 
were: Chevrolet, 481; Ford, 462; 
Oldsmobile, 147; Buick, 133; Plym- 
outh, 116; Pontiac, 103; Mercury, 
84; Dodge, 63; Chrysler, 45; Cadil- 
lac, 38; Nash, 31; DeSoto, 23; Hud- 
son, 15; Packard, 15; Lincoln, 12; 
Studebaker, 12; Willys, 4; Volks- 
wagen, f, 4, and Imperial, 3. 

Truck registrations were: Chev- 
rolet, 86; Ford, 85; International, 
36; GMC, 15; Willys, 10; Dodge, 9; 
Divco, 8; White, 5; Reo, 2; Ken- 
worth, Zz; Studebaker, a, and mis- 


cellaneous, 6.—(Ira R. Alexander.) 
* * ” 


Cleveland 


New-car registrations were ahead 
of last year’s corresponding week 
in Cleveland for the 23rd time this 
year in the week ended Aug. 11, 
according to the Federal Reserve 
Bank of Cleveland. 

Sales in that period totaled 1,685 
units, only three higher than the 
previous week. 

The bank reported new-car sales 
running 39 percent ahead of last 
year in the two-week period de- 
Spite a seasonal decline. Used cars, 
meanwhile, dipped for the sixth 
straight week with 1,985 registra- 
tions in the week ended Aug. 11, 
compared with 2,022 in the previ- 


Dipstick Tags 
Help Dealers 
Sell Oil, Filters 


FLINT.—F ranchised dealers’ 
service departments can take a leaf 
from the oil and oil filter spring 
selling campaign of AC Spark Plug 
division of General Motors Corp. 

The company is stressing the im- 
portance of dipstick mileage tags. 

“Dipstick tags put mileages where 
they are easy to see,” says E. H. 
Francois, AC replacement sales 
manager. “As oil and filters are 
best sold on a mileage basis, the 
dealer has facts to back his sales 
approach.” 

A service manager has pointed 
out that one of the most glaring 
weaknesses of franchised dealer 
service departments is in not check- 
ing the customer’s oil when his car 
is brought in. 

He said it takes a minute to 
check the oil, look at the fan belt 
and note if the radiator is leaking. 


His Move 
FREDERICKTOWN, Mo.— Roy 
Alcorn, retired Fredericktown auto 
dealer is president of the Missouri 
State Checker Assn., an organiza- 
tion devoted to playing checkers. 





ous week. New and used-truck 
sales were stead y.—(Al Rothen- 
berg.) 
* * + 
Atlanta 
New-car registrations in Atlanta 
for the first six months of this year 
totaled 22,016, an appreciable in- 
crease over the 13,941 tallied dur- 
ing the same period of last year. 
New-truck sales numbered 2,545, 
compared with last year’s 1,768. 
Six-month sales by make were: 


Ford, 6,396; Chevrolet, 5,623; Buick, 
1,978; Pontiac, 1,706; Oldsmobile, 
1,595; Plymouth, 1,389; Mercury, 
1,077; Dodge, 616; Cadillac, 436; 


Chrysler, 321; Studebaker, 243; De- 
Soto, 216; Nash, 153; Packard, 133; 
Lincoln, 66; Willys, 15; Hudson, 11; 
Kaiser, 6; Austin, 4, and miscellane- 
ous, 32.—(E. C. Bash.) 


* a * 


Boise, Id. 
New-car registrations in Ada 
County (Boise), Id., during July 
dropped 12 percent from the pre- 
ceding month’s 366 to total 323. 
New trucks, meanwhile, dropped 
30 percent—from 96 to 67. 

Car registrations by make were: 
Chevrolet, 102; Ford, 54; Buick, 
26; Plymouth, 21; Oldsmobile, 19; 
Mercury, 13; Pontiac, 13; Dodge, 
12; Nash, 12; Willys, 11; Cadillac, 
2; DeSoto, 7; Hudson, 7; Stude- 
baker, 7; Chrysler, 6; Packard, 5, 
and miscellaneous, 1. 

Trucks broke down as follows: 
Chevrolet, 36; Ford, 13; Interna- 
tional, 7; Dodge, 3; GMC, 3; Willys, 


2; Diamond T, 1; Mack, 1, and 
White, 1 

* * * 

Ottawa 


New-car registrations in the first 
two weeks of August reportedly 
are up 8 to 10 percent over the 
same period of last year. 

While most dealers say that the 
market has been slow, there has 
been some good activity, so that 
the overall picture is brighter than 
had been expected. 

“We're not complaining,” said 
the head of one dealership, re- 
porting that his new-car sales 
were up 8 percent and used-car 
transactions even more. 

The only real complaint is that 
too many prospects are trying, as 
one dealer put it, “to conduct an 
auction on discounts.”—(M. L. 


Schwartz.) 
* * * 


Vancouver, Wash. 


The Clarke County Automobile 
Dealers Assn. noted that July was 
the best sales month for both new 
and used cars in Vancouver and 
throughout Clarke County, helped 
by the ever-increasing population, 
and the fact that practically all had 
worthwhile jobs. 

Repossessions were practically 
nil. 

Both Ford and Chevrolet dealers 
reported that their sales for the 
first six months of this year were 
about three times the number sold 
in the same period of 1954. 

Not only were the usual adver- 
tising outlets used, but for the 
first time several dealers used 
TV and found the medium satis- 
factory. 

New contracts have been con- 
sumated with both Machinists and 
Teamsters for the coming year, 
satisfactory to both sides. 

While a number of sales were 
made on the installment basis, con- 
tracts in no instances run beyond 
a thirty-month period.—(F. K. 
Haskell.) 


* * * 


Houston 


Houston holds the lead in total 
number of new cars and trucks 
registered, as compared with other 
cities in Texas. 

For the fifth consecutive month, 
Houston ran ahead of Dallas, its 
nearest rival. Since Jan. 1, Houston 
dealers have registered 34,065 new 
cars and 4,856 new trucks, com- 
pared with Dallas’ 32,712 new cars 
and 4,132 new trucks.—(Ruby Fen- 
oglio.) 

* x 
Montreal 

Dealers in Montreal are confident 

they will be able to clear 1955 lines 








before new models begin to appear. 
However, it is conceded that there 
will have to be plenty of hustle. 

Reports indicate that Chevrolet 
is still on top of the Canadian mar- 
ket, with about 21 percent of all 
new-car sales in the first half. Ford, 
crippled by a midwinter strike, was 
second. 

With the second half of the 
year well under way, dealers re- 
port continued good turnover. In- 
dications are that hard-selling— 
and sometimes price - cutting— 
dealers may add a record third 
quarter to the sales books. 
Dealers feel that on 1956 models, 
competition rather than costs will 
set prices.—(Jules Larochelle.) 

cd * * 


Pittsburgh 


New-car registrations in the 
Pittsburgh area in the week ended 
Aug. 20 reflected an increase over 
the previous week, according to 
the Bureau of Business Research 
of the University of Pittsburgh. 

After allowing for seasonal 
changes, the bureau’s index of gen- 
eral business activity declined to 
194.0 percent of the 1935-39 average 
from 196.5 percent in the previous 
week. 

Steel mills reduced operations 
fractionally to 94.5 percent of prac- 
tical capacity—(Leon Leffingwell.) 


* * * 


Canada 
British Columbia dealers led all 
others in Canada by selling 4,285 
new cars during June, compared 
with only 2,555 in the same month 


a@ year ago, for a gain of 67.7 per- 
cent. 

Percentagewise, the province 
was far ahead of its nearest com- 
petitor, Prince Edward Island, 
where dealers gained 49.6 percent 
by selling 190 new cars, compared 
with 127 last year. 

Despite stories about farm in- 
come declining this year, dealers 
in rural areas apparently are 
selling more cars than last year. 
The predominant farm province 
of Saskatchewan registered 1,734 
new-car sales in June, against 
1,663 a year ago for a gain of 4.3 
percent. 


Other provincial gains were Que- 


bec, 49.4 percent; Ontario, 48.7 
percent; New Brunswick, 35.1 per- 
cent; Alberta, 34.5 percent; Nova 


Scotia, 33.6 percent, and Manitoba, 
22.2 percent. A loss of 7.6 percent 
was recorded in Newfoundland.— 
(M. L. Schwartz.) 
* * * 
Providence, R. I. 

An increase of nearly 15 percent 
over the preceding month marked 
July new-car registrations in Provi- 
dence, while truck sales gained 
almost 17 percent. 

The July totals were 1,617 new 
cars and 167 new trucks, compared 
with the June count of 1,410 cars 
and 143 trucks. 

July new-car sales by make 
were: Chevrolet, 365; Ford, 283; 

Plymouth, 197; Oldsmobile, 171; 
Buick, 169; Pontiac, 95; Mercury, 
58; Dodge, 46; Nash, 44; Cadillac, 
41; Chrysler, 39; DeSoto, 31; 
Studebaker, 21; Packard, 15; Hud- 
son, 18; Lincoln, 10; Imperial, 3, 
and Willys, 2. 

Ford and Chevrolet were tied for 
truck leadership, with each make 
credited with 50 sales. Others were: 
International, 25; White. 9; Dodge 
and GMC, 8 each; Mack. 7; Dia- 
mond T, 3; Reo, 2; Autocar, 1; 
Willys, 1, and miscellaneous, "eae 
(Ruth M. Eddy.) 





Malay Election 
Seen Assuring 


U.S. Tin Supply 


WASHINGTON. — Political and 
economic stability resulting from 
the recent sweeping victory of the 
Alliance Party in Malaya assures 
continued reliability in the supply 
of Straits tin to the United States, 
according to Tin News, published 
by the Malayan Tin Bureau. 

The U. S. now takes three-fifths 
of all Malaya’s tin exports, which 
cover nearly two-thirds of U. S. 
industrial consumption. 

The Alliance Party, which in- 
cludes Malays, Chinese and Indians, 
won 51 of 52 elective seats in the 
Council. 

Further cause for optimism in 
estimating the future reliability of 
Straits tin supply is cited by Tin 
News in the expanded geological 
survey program already under way. 

The proposed $487,000 budget for 
the program provides for new 
methods of exploration. 

Production for the first half of 
this year was 30,205 long tons, up 
2.27 percent over the first half of 
1954. 

The U. S. Bureau of Mines re- 
ports that this country’s tin con- 
sumption for May was up 4 percent 
over May, 1954. 






DETROIT.—American Motors 
Corp. has received a letter from 
'Mrs. Harry Wagner jr., president 
of the Mentone (Calif.) Woman’s 
Club, urging that wastebaskets be 
placed in all new cars. She wrote 
that many groups are now working 
[tageteee in a “Keep the Roadsides 
| Clean” campaign. 


Good Taste on Waste 


AMERICA’S MOST AGGRESSIVE AND SUCCESSFUL 
TRUCK EQUIPMENT DISTRIBUTORS 


sELL STAHL service Boviese 





DISTRIBUTORS IN ALL PRINCIPAL CITIES: 


Truck Equipment Co. .. . 
Superior Coach Sales & Service . 
Superior Bus & Ambulance Sales . . 
Lambert Co., Ltd. - 6% 
Truck Equipment Co. . . . .. « 
B. & J. Auto Springs Co. 

Tony’s Auto Body Shop 

Rowland Truck Equipment, Inc. 
Rowland Truck Equipment, Inc. 
Wm. & Harvey Rowland, Inc. ° 
Aurora Truck Body Works ... . 
John Nickell Co. ° 
Erlinder Mfg. Co. . . 

General Body Sales Corp. es 
Midwest Truck Equipment Sales 
Dealers’ Equipment Co. . . 
Ernst Truck Equipment Co. 
Premier Mfg. Co. 

E. Cohn & Sons, Inc. 
Weston Dump Body Co. . .. . 
Farmers’ Lumber & Supply Co. . 
Tradewind Industries, Inc. 

J. Edinger & Son 

Watson Automotive Equipt. Co. 

W. F. Lacey & Sons Co. ° 
Triad Welding Service 
Frank L. Jursik Co. 
Ovens Body Co. ° 
Automotive Service Co. . . . 
Daleiden Auto Body Mfg. Co. . 
Truck & Trailer Equipt. Co. 
Commercial Truck Equipt. Co. 
Bert's Truck Equipt. Co. . 
Smith-Dunn Co., Inc. ° 
National Truck Equipt. Co. 
Steelweld Equipment Co. 


Base 


Birmingham, ALABAMA 
Phoenix, ARIZONA 
Burlingame, CALIF. 
Los Angeles, CALIF. 
Denver, COLORADO 
Bridgeport, CONN. 
North Haven, CONN. 
Jacksonville, FLORIDA 


Atlanta, GEORGIA 
Aurora, 
Centralia, ILLINOIS 
Chicago, ILLINOIS 
Chicago, ILLINOIS 


- Ft. Wayne, INDIANA 
. Indianapolis, INDIANA 
Cedar Rapids, IOWA 

Des Moines, IOWA 

Sioux City, IOWA 


Louisville, 
Baltimore, MARYLAND 


- Grand Rapids, MICHIGAN 
Jackson, MICHIGAN 
Kalamazoo, MICHIGAN 
Lansing, MICHIGAN 
. Saginaw, MICHIGAN 
E. Grand Forks, MINN. 
Minneapolis, MINN. 
Kansas City, MISSOURI 
St. 


A. J. Ronan Co. 


Salina Body Co. 
Miami, FLORIDA 


ILLINOIS 


Kencar Equipment 
Paris, ILLINOIS Universal Sales Co. 
Peoria, ILLINOIS 


Utility Equipment 


Schnabel Co. 
Liberal, KANSAS Schweiger’'s, Inc. 


KENTUCKY 


Medford, MASS. 
Pittsfield, MASS. 
Line, MICHIGAN 
Longhorn Trailer & 
Smith-Moore Body 


Critzer Equipment 


H. Barkow Co. . 


Louis, MISSOURI Von-Hamm-Young, 


Industrial Truck Equipment 
M. & F. Equipment Co. 


B. & J. Auto Springs, Inc. 
Custom Bilt Body Co. 
Mike & Joe ae 4 Co. 


Twin States Equipt. 
Stockman Equipment Co., 
Triangle Equipment Co., Inc. . . 
Truck Equipment Sales & Service 
Ohio Truck & Parts Co. 2 
Buckeye Truck Body Builders 


Riedy-Manner Truck Equipt. Corp. 


Northwest Truckstell Sales, Inc. 
Truck & Trailer Equipment, Inc. 
Philadelphia Spring & —* Co. 


O. C. Hughes & Sons, fas. 
Memphis Truck Equipment Co. 
P. & R. Truck Equipment Co. 
So. Texas Truck Equipment . . 
Commercial Body Corp. 


C. & H. Truck Equipment Co. 


Watson Automotive Equipt. Co. ; 
Olson Trailer & Body Builders 


Herthornway Export Corp. " (Export) 


Newark, NEW JERSEY 
Albuquerque, NEW MEXICO 
° - - « «+ Albany, NEW YORK 
Brooklyn, NEW YORK 
Hamburg, NEW YORK 
Rochester, NEW YORK 
Syracuse, NEW YORK 
Charlotte, N. CAROLINA 
Williston, N. DAKOTA 

. Akron, OHIO 

Canton, OHIO 
Cincinnati, OHIO 
Columbus, OHIO 
Dayton, OHIO 
Portsmouth, OHIO 

- + Toledo, OHIO 
Oklahoma City, OKLA. 
Portland, OREGON 
Erie, PENNA. 

Phila., PENNA. 
Pittsburgh, PENNA. 
Watertown, $. DAKOTA 
Knoxville, TENN. 
Memphis, TENN. 

El Paso, TEXAS 

- + Houston, TEXAS 
San Antonio, TEXAS 
Wichita Falls, TEXAS 
Richmond, VIRGINIA 
Seattle, WASH. 

- Spokane, WASH. 

" WASHINGTON, DB. Cc. 
Green Bay, WISC. 

» - « Milwaukee, WISC. 
. Detroit, MICHIGAN 
- Honolulu, HAWAI 


Co. 


[he =. « 


Body Co. . 
a... 


Gh.-s «@ 


Led., 
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Current Prices on New Cars 





The following advertised - delivered | on conventional models, $215 on Thunder-; STUDEBAKER—Champion Custom — 4- 
prices include the retail list price sug- | bird.) dr. sed., $1,783.24; 2-dr. sed., $1,741.02, 
gected | by & the factory, provisions for | HUDSON — Super Wasp 6 —4-dr. sed.,| Champion Deluxe—®dr. sed., $1,885.16; 2- 


ar denoaen and suggested delivery 
. They do not cover 
and local 


Sat handing cherges 


BUICK—Special — 4-dr. sed., $2,291.32; 


$2,290. Custom Wasp 6 — 4-dr. sed., $2,- 
460; 2-dr. hardtop, $2,570. Super Hornet 6 
—4-dr. sed., $2,565. Custom Hornet 6—4-dr. 
sed., $2,760; 2-dr. hardtop, $2,880. Super 
Hornet V-8 — 4-dr. sed., $2,825. Custom 
Hornet V-8—4-dr. sed., $3,015; 2-dr. hard- 
top, $3,145. (Hydra-Matic optional on sixes 


Cc 

dr. sed., $1,840.55; 5-pass. cpe., $1,874.50; 
stat. wag., $2,140.64. Champion Regal 
— 4-dr. sed., $1,993.27; 5-pass cpe., $1,- 
974.50; hardtop cpe., $2,128.76; stat. wag., 
$2,311.59. Commander Custom—4-dr. sed., 
$1,918.72; 2-dr. sed., $1,873. 
Deluxe — 4-dr. sed., $2,013.63; 2-dr. sed., 


he eee eer cpe., $- at $178.85, Ultramtic on V-8s8 at $199.) ay ore = 5-pass. cpe., $1, aa: — wag., 
.43; 4-dr. hardtop, ‘ ; conv., = a ™ Commander Re 7 r. sed., 
500.17; 4-dr., stat. wag., $2,974. Century | », ME ERIAL— “Customs 9dr, een Seeeees, | $2,127.25; 5-pass. epe., $2,004; hardtop 
4-dr. sed., $2,548.17; hardtop cpe., $2,-| seq. $6,972.50; lim., $7,094.75. (Power-| CP®-» $2,282.24; stat. wag., $2,445.07. 
600.56; 4- ar., hardtop, $2,733; conv., §$2,- Flite standard. ) v0 ae ee President Deluxe —4-dr. sed., $2,310.50. 


991; 4- dr. stat. wag., $3,175. Super—-4- -dr. 
sed., $2,876. ei hardtop cpe., $2,830.56; 
conv., $3,224.5: Roadmaster——4-dr. sed., 
$3,349.36; Saas cpe., $3,453.05; conv., 
$3,551.56. (¢ standard on Road- 


KAISER—Manhattan—4-dr. sed., $2,670. 
Darrin 161—Conv., $3,688. (Hydra-Matic 
optional at $178.20 on Manhattan; not 
availiable on Darrin 161, which carries 


President State — 4-dr. sed., $2,380.50; 5- 
Pass. cpe., $2,269.50; hardtop cpe., §$2,- 
455.50; Speedster hardtop cpe. with over- 
drive, $3,371.04; Speedster hardtop cpe. 
with Automatic Drive, $3,479.29. (Auto- 





Galion Delivers Ohio Turnpike Bodies— 





master, optional at $192.50 on other one oo ees poy a ‘ : mative Drive optional at $216 on Champion Part of a fleet of 42 dump bodies is delivered to the Ohio Turnpike Commission 
models. ) 276.50; 2-dr. Fed 92217. o our’ ope, co at $226.50 on Commander and Presi-| by Galion Allsteel Body Co., Galion, O. To be used for roadway maintenance on 
ade a cee, gatel.tT; haracey’ = $2,341; stat. wag., $2,685.50. M : aia the new Ohio Turnpike, the bodies are eight feet long at the bottom and seven 
$4,305.01; conv., $4,448.31. Series 60 Spe- a sed. $2,400; hardtop =. Aas 50; ‘an a $1720 2-dr. aan feet long at the top. Headsheets are vertical and tailgates slope forward at the 
eial—4-dr. a te eee at” ae $2,685; hardtop cpe., seal: Sun Valley| 795. Station Wagon — 2-wheel-drive, $1.-| 'OP- Payload capacity is three cubic yards. A special cab protector with screened 
pass. sed., $6,186. ‘205.96 “Ss arn-Matic glasstop, $2,711.50; conv., $2,712. (Mere-| 997.32. (Hydra-Matic optional at $178.55.) | window is used. 

Gernde — conv., $6,285.96. (Hy O-Matic optional at $189.45.) 

standard. ) METROPOLITAN — Hardtop, $1,445; 


CHEVROLET — (Prices are for 6 - cyl. 
ss for V-8, add $99.)—One-Fifty—4- 
= $1,728; 2-dr. sed., $1,685; utility 

oni” ‘593; 2-dr. stat. wag., $2,030. Two- 
en 4-ae. sed., $1,819; 2-dr. sed., $1,775; 
cl. cpe., $1,835; hardtop cpe., $1, 959; 2- dr. 
stat. wag., $2, 079: 4-dr. stat. wag., $2,127. 
Beil Air—4-dr. sed., $1,932; 2-dr. sed., $1,- 
888; hardtop cpe., $2, 067; conv., $2,206; 4- 
dr. stat. wag., $2,262; Nomad 2-dr. stat. 
- Wag., $2,472.  Corvette—6-cyl. conv., $2,- 
799; V-8 conv., $2,934. (Powerglide op- 
tional at $178. 35.) 

CHRYSLER—Windsor Deluxe—4-dr. sed., 
$2,660.25; Nassau hardtop cpe., $2,703.25; 
Newport hardtop cpe., $2,818. 25; conv., 


conv., $1,469 (both prices at coastal ports 
of entry). 

NASH—Statesman Super 6—4-dr. sed., 
$2,215. Statesman Oustom 6—4-dr. sed., 
$2,385; 2-dr. hardtop, $2,495. Ambassador 
Super 6—$2,480. Ambassador Custom 6— 
4-dr. sed., $2,675; 2-dr. hardtop, $2,795. 
Ambassador Super V-8—4-dr. sed., $2,775. 
Ambassador Custom V-8—4-dr. sed., $2,- 
965; 2-dr. hardtop, $3,095. Nash-Healey—— 
2-dr. hardtop, $5,128.05 at coastal ports. 
(Hydra-Matic optional on sixes at $178.85, 
Ultramatic on V-8s at $199; automatic 
transmission not available on Nash-Healey, 
which is equipped with overdrive.) 

OLDSMOBILE — Series 88 — 4-dr. sed., 


New Commercial Car Registrations, 
32 States for July, 1955-1954 























000.25; 4-dr. stat. wag., $3,332. 25. New | $2,362.09; 2-dr. sed., $2,296.62; hardtop 
|g Ng a aS Fa a lg FF ae ag os 
port hardtop cpe., $3,652.25; St. s Sete SSS) Core ee an ead. | 17 States Previews ‘55 66| 1275) 4748; 1774 163 
hardtop c 689.75: conv., $3,924.25; | 436.25; hardtop cpe., $2,714.39; 4-dr. hard- es Freviously | | St} = 230) 240 17470 
adr. stat. one, $4,209. ‘see Harttop cpe.. | top, $2,788; conv., $2,893.59. Series 98—4-| _ Reported for July 54| i 4912 4912| 22| 792| 3838) 1033| 14201 18} 39} 70) 134 318 Hs 12862 
$4,110.25. (PowerFlite standard on New/ dr. sed., $2,832. 82: hardtop cpe., $3,068.75; | Colorado | | 438 | Bl 3 302) 106 112] 4) 8 20 2 Ne "7 1226 
Yorker Deluxe and 300, optional at $189 : =A haratop, $3.140; oan 3° 275.84. 3 304 214| 79 62) 10 ! 18 5 808 
on Windsor Deluxe. ra- optional a . 35. ti oD ' 7 
bebOTO—Pircdeme—t-ar, s04., $2,407.- qT ACKARD — Clipper Detuxe—4-dr. sed. rnnagsieoas = ‘| ial 4 nF 1? ne i ie i] tal ia % it] 528 
ace rete Oe ase io: conv. $2, | 685.53; 2-dr. hardtop, $2,775.53. Clipper | Floride 3 | TI nananenmeesee FS a 20 2161 
823.75; 4-dr. stat. wag $3,170.25. Fire- Custom—4-dr. sed., $2,925.53; I Ree. oe 484 108 115] 19 4 23 27| 50 4 1463 
Flite — 4-dr. sed., $2,726.75; Sportsman | ‘OP, $3,075.53. Packard — 4-dr. sed., $4,-/ lowa "55 | 503 8 115} 474) 95| 283 2 I 4 18 6 | 1525 
hardtop cpe., $2, 938. 75; conv., $3,150.75. | 040.32; 2-dr. hardtop, $4,080.32; conv., ‘54 461 8 10! 407) 65 199 2 17 16 15 2 1293 
(PowerFlite optional at $189.) $5,932.32. (Ultramatic standard on Pack-! Kansas "55 518 1 60 “i | 125 149 4 10 5 17 t 1338 
; ard series, $199 extra on other models.) ‘54 | 494 | 71 358 109 9 | | | 
6—4-dr. sed., $2,092.75; | 16 5 2 27 6 12 1254 
PLYMOUTH—Plaza 6 — 4-dr. sed., $1,-| 7— 7s ; a a < ik et Rincacale eRe 2. 
2-dr. , $2,013; 2-dr. 2-seat ‘stat. W8g.,/ 780.50; 2-dr. sed., $1,737.50; bus. cpe., $1,- aine 4 | He 2| | 166 56 77 10 | 15 5 24 8 602 
$2,548.75; '4-dr. 2-seat stat. wag., $2,462.75; | 39°50: 2-dr. 2-seat stat. wag., $2,076.50; 30} «125 31 67 18 4 13 21 24 5} 513 
4-dr, 3-seat stat. wag., $2,565. Coronet V-8| 4 ar. 3-seat stat. wag., $2,158.25. Plaza V8-| Maryland "55 H 367 | 7 272 57 2 14 5 6 25 15 4) 940 
_ — -_ $2,196; _— ‘ned, $2,124; +}. sed., $1,884; os a: Ss: 2- ‘54 289 77 233 60 66 6 2 | 4 19 4| 769 
’ " ee eee *| dr. 2-seat stat. wag., ’ ; 4-dr. 2-seat coh 7 
maces SA0H; car ent wink wae. SR at “tue, SRBOTTE: vey” @ “dvdr aed | WO : [ae ql a el el a a 4 os f se 
566; ' 4-dr. 3-seat stat. wag., $2,668.25. | $1879.50; 2-dr. sed., $1,836.50. Savoy V-8 sbrack 
Royal V-8—4-dr. sed., $2,310; hardtop|"4gr sed. $1,983; 2-dr. sed., $1,940, | Nebraska | ay | i 193] ‘| yl 7 18] 19 8} 1170 
., $2,395; 4-dr. 2-seat stat. wag., $2,- Belvedere 6 —4-dr. sed., $1,978.50; 2-dr. Z 74 136} 8 2 17 9 20 21 949 
15; 4-dr. 3-seat stat. wag., $2,760.75. sed., $1,935.50; hardtop ecpe., $2,113; 4-dr. | New Jersey is) 3 202/ ie 71 7 13 $ i2 53 28 33) 1738 
Custom Royal V-8—4-dr. sed., $2,472.50; | 2-seat stat. wag., $2,321.75. Belvedere V-8 192| 406} 107) 157/50 4 16) 24 30) 30) ~—«1574 
Lancer 4-dr. sed., $2,515.50; hardtop cpe., —4-dr. sed., $2,082; 2-dr. sed.. $2,039; New Wanico 21 —1| —« i a 137 60 55 3 5 i 0 ; 592 
$2,542.50; conv., $2,748. (PowerFlite op-| hardtop cpe., $2,216.50; conv. $2,351; 4-dr. ‘54 | | 7 37 63 | | 2| 10 1] 16 | 458 
tional at $178.30.) 2-seat stat. wag., $2,425. (PowerFllte op- | —- vs 
FORD—(Prices are for 6-cyl. models;/ tional at $178.30.) 10 ‘55 | | i 327) 1155 322 521 43 14 27 | a 3750 
for V-8, add $99.98) — —4-dr.| PONTIAC — Chieftain 860 — 4-dr. sed., ee i * a 165 330 ul 16 31 39 9 2262 
sed., $1,753.24; 2-dr. sed., $1,707.02; bus. | $2,163.62; 2-dr. sed., $2,105.45; 2-dr. stat. | South Dakota | 50 7% I 2] 
ae see. oe chases. Duk sed., | wag.. me 4-dr. a onsets ‘ 7 i RH 42 iil | | | | 
§ : r. sed., . Fairiane— o—4-dr. - . -O1; 2-dr. i 
4-r. sed., $1,959.77; 2-dr. sed., $1,913.57; | sed., $2,209.32; Catalina, $2,334.99; 4-ar.| “osnington | 33 z 433] tes] tesla] alo is] tat 
Victoria hardtop, $2,094.76; Crown Victoria| stat! wag., $2.603. Star Chief Deluxe — Wi : : 
cl. cpe., $2,202.04; Crown Victoria glass-| 4-dr. sed., $2,362; conv., $2,691. Star Chief | ‘Y'sconsin = | 3 ‘| m 444 I ‘| | 17| "3 28} 18| = 1537 
top, $2,271.53; conv., $2,224.09. Station| Custom—4-dr. sed., $2,455; Catalina, $2,- 54 372 285 58 ! 2 13) 23! 13} 1092 
Wagons—2-dr. 2-seat Ranch Wagon, §$2,-| 499; Safari 2-dr. stat. wag., $2,962. (Hy-| 32 States Reported ‘55 24| 14124 167 11342) 3779| 4369 362 135) 445 605 1200 309 
043.07; 2-dr. 2-seat Custom -Ranch Wagon, dra-Matio optional at $178. 35.) To Date for July ‘54 22 ee vie = 9248 ae 3515 a 91} 423 345 721 | 
$2,108.64; 4-dr. 2-seat Country Sedan, $2,- RAMBLER—Deluxe—4-dr. sed., $1,695; Year 151733 55937 5308 1463 $328 722\| 13827| 3916) 474061 
-o fom Gees gee S-| tone Sar’ ed a San cae aae eee ‘54 é33| e3i07 1é3109| _Isi4| 33288] lea9r4l 3er7s] 46349| Sazt| Isae|  6ov8 6559} 7731| _ 2894) 463966 


287.32; 4-dr. 3-seat Country Squire, $2,- 
rng Thunderbird — Hardtop, $2,944; 
"a 30; combination hardtop-conv., 
.30. (Fordomatic optional at $178. 20 


$1,869. Custom—4-dr. eod., $1.989: hard- 
top, $1,995; 4-dr. stat. wag.. $2,098. (Hy- 
dra-Matic optional at $178. 85.) 


“‘The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 


R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 





New Passenger Car TT, 39 States for July, 1955-1954 


Car registrations by states 
are released here weekly, as 


compiled by R, L. Polk rep- 
resentatives in state capitals. 
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U.S. Home-Owners Increase; 





How They're Pushing Sales 


Dealer Ad Ideas 


Just a Warning— 


a in Springfield, Ill., 
are being reminded that fac- 
tory warranties on new Chevrolet 
cars and trucks are available only 
from franchised dealers. 

Bates Chevrolet took newspaper 
space to carry its message, headed 
“beware.” Buyers also were told 
that “purchase price or your ap- 
praisal” doesn’t change once an 
order is signed at Bates’. 

+ 


* * 


What They Said! 


— Chicagoans thought they 
were hearing doubletalk during 
Terminal Motors’ (Chrysler-Plym- 
outh) TV commercials. 

They weren’t. It was, Terminal 
explained, just a satire on “so 
many ridiculous dealer claims on 
television.” 

Some of the things they heard 
were “Gabrielle Heater,” “dyna- 
flop,” and “sturdy models fully- 
equipped with two doors, one hinged 
to each side” plus “asthmatic trans- 
mission.” — 


Cast for Cash 


_ Amigone Pontiac, Inc., Buf- 
falo, gave car buyers a chance 
to “cast for cash” in conjunction 
with the opening of “Pontiac Park,” 
a@ new sales area. 

A giant whale was set up which 
was covered with scales. Each 
was clearly marked from $5 to 
$500 and every contestant was 
allowed two practice casts with 
a@ rod and reel to test his skill. 
Then came the money cast. Each 

person was given the amount of 
money printed on the scale he had 
“hooked.” To be eligible, contest- 
ants had to purchase a new or used 
car. 

* » * 


Labas Borrows Jumbos 


ONE-DAY appearance of Al. G. 

Kelly & Miller Bros. circus at 
Plymouth, Ind., was used by Jim 
Labas Chevrolet, Inc., for a promo- 
tional stunt. The circus’ herd of 21 
elephants visited the used-car lot 
at noon to greet visitors. 

* * * 


Car at Your Price 


HE 1955 model cleanup season 
was promoted with a “set your 
price” idea by Conshafter-La Spisa 
(Dodge-Plymouth), Buffalo. 
Customers were offered 100 new 
cars from which to choose, take 
one for a drive and then tell a 
salesman what they were willing to 
pay, plus tradein. The theme was 
“Now, for the first time, a car at 
your price.” ae 


A ‘Cool’ Deal 


pause the height of the heat 
wave in Wichita, Walter Roark 
Motor Co. (used-car) offered a six- 
day vacation in the cool, cool 
Ozarks with the purchase of any 
1950 or later model car. The offer 
was good for a limited time, but 
the vacation may be taken any- 
time until Oct. 1. 
*K * x 


Boot for Tire Kickers 


T. LOUIS Motors Man (DeSoto- 
Plymouth), advises in its ads: 
“Don’t be a used-car tire kicker 
when I can sell you a brand new 
Plymouth for only $1,295 and a 
clean 49 auto.” x 


Downpayment Loans 
N THE face of Government and 
bank concern over payments 
that are too easy, an advertisment 
appeared in St. Louis which read: 
“I will lend you the downpay- 
ment on any make or model of 
car. YOU PAY NO INTEREST.” 
The ad was signed with bona 
fide name, phone number and street 
address. eee a 


Customer Bait 


Yves everyone with an 
urge to fish needs a car to get 
to the ol’ fishin’ hole, figures Julius 
Rosenstock, DeSoto-Plymouth deal- 
er in Houston. 

Rosenstock’s method of re- 
minding prospective customers of 
the latent urge to fish and the 
necessity of owning a car is to 
send out—to a select list of pros- 


pects—lead pencils inscribed, 
“Julius .Rosenstock, Fishing Con- 
sultant.” 

Rosenstock’s local fame as a de- 
mon with rod and reel has proved 
a real assist in boosting sales. 


* * * 


Invoice Sale 


E. ENGLAND, founder of A. E. 
© England - Pontiac, Inc., Holly- 


wood, Calif., staged a special three-| | 


day sale in which customers were 
invited to “write their own deals.” 





England displayed 100 new cars, | Hogs Living High— 
carrying 


with each a notarized 
invoice cost, less advertising, 
make -ready and accessory ex- 
pense. Prospects were invited to 
make offers on the cars. 

Display ads in the Los Angeles 
and suburban newspapers were 
used. According to England, the 
firm sold one-sixth as many cars 
in the three days as it did in the 
entire year of 1954. 


Live hogs travel deluxe in a new triple- 
deck, air-conditioned and refrigerated 
van used by Harry Campbell & Sons, 
Omaha. The trucking firm designed the 
van together with Fruehauf Trailer Co. 
and Sterling Refrigeration & Engineering 
Co., Omaha. Because of the triple deck, 
return trips can be used to carry highly 
perishable products like cut flowers. 
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So Does Mortgage Debt 


WASHINGTON. — The 1955 sur- 
vey of consumer finances has 
shown that one-third more nonfarm 
families owned their homes this 
year than in 1948. 

The survey disclosed that increase 
in population and movement of 
people from one part of the country 
to another, combined with favorable 
economic conditions, have main- 
tained high levels of demand for 
housing. 

This also helped to account for 
the fact that half of all nonfarm 
families had occupied their living 
quarters for less than five years, 
according to the survey. 

It was said that 15 percent of 
the home-owning families checked 
were dissatisfied with their present 
homes. This percentage rose twice 
as high among renters, the survey 
said. 

It was found that the proportion 
of owner-occupied homes that are 
mortgaged has increased from 45 
percent to 54 percent from 1949 to 


1955 and the medium size mort- 
gage has upped from $3,000 to 
$4,700. 

Also, the survey said, mortgages 
have increased in size more rapidly 
than house values. In 1953, accord- 
ing to the figures released, two in 
10 mortgages equalled 60 percent 
or more of the home value in con- 
trast with three in 10 during 1955. 

About 20 percent of those fami- 
lies reached by the survey said 
that their home mortgages origi- 
nated under the Veterans’ Admin- 
istration and about the same 
percentage reported FHA mort- 
gages. 

The data also showed that 80-85 
percent of home purchases in 
recent years involved mortgage 
financing. 

“Apart from changes in terms,” 
the survey said, “increases in house 
values ... as well as general price 
increases have tended to raise the 
amount of recent mortgages above 
those placed in earlier years.” 








General Motors.... 


Corporation is the largest single U. S. company, 
and the world’s leading maker of automobiles... 
last year turned out 2,873,325 passenger cars, 52% 


of the total produced.* 


The car buyer, however, is not concerned with 
the size of General Motors, but with the values it 
offers. And big figures do not always indicate big 
value. One instance is a magazine that has only 
1,300,000 circulation, but represents a big and 
important market of $11 billion! 

SUCCESSFUL FARMING reaches 26% of all the 
commercial farms in this country, and 42% of the 
farms earning $10,000 or more. And the average 
cash income from farming of the SF farm subscriber 
is around $10,000 for several years past. 

SF farmers raise 53% of the corn harvested, 

57% of the hogs, 38% of cattle and calves, 44% of 
the eggs, 44% of the dairy products—are big 
producers, big industrial buyers, big consumers. 

And SuccessFuL Farmine’s fifty years of real 
service give it more influence than any general 
medium can have. For more quality customers, and 
to balance national advertising schedules, you need 


this magazine! Ask any SF office for the facts. 
*Source: Automotive News, January 3, 1955 


MEREDITH PUBLISHING CoMPANY, Des Moines... 
offices in New York, Chicago, Detroit, Philadelphia, 
Cleveland, Atlanta, San Francisco, and Los Angeles. 
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Bottler's Rigs Take to the Hills— 


Two new bottler's rigs, powered by International R-205 tractors, are paying off for 
layne Bottling Co., Malden, Mo. The rigs, carrying 600 full cases each, have cut 
running time and fuel consumption while increasing payload when compared with 
previous units. Rated at 55,000 pounds gross combination weight, the Roadliner 
tractors are equipped with 182-horsepower Red Diamond engine, five-speed, direct-in- 
Afth transmission and two-speed rear axle to negotiate the steep hills of the southern 
Missouri Ozarks. Overall length of tractor and specially-designed trailer is 444 feet. 


Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 
ON H. ELLIOTT, automobile 
dealer, in Paducah, Tex., writes 
an interesting letter, in part, as 
follows: 

“I should like to inquire of your 
opinion in regards to the facts, as 
follows: A few years ago I refused 
to purchase certain advertising 
promoting programs recommended 
by an automobile manufacturer. 
Since that time I have received de- 
livery of so few cars that my prof- 


Quantity 


PRODUCTION 


i 
GREY IRON. CASTINGS 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 
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its have been reduced to a mini- 
mum. 

“The question which has arisen 
in my mind is: Haven’t I been 
unduly discriminated against? 
And wouldn’t that be construed 
to be a restraint on trade?” 

I have reviewed the law on your 
subject of law and my opinion is: 
If you can prove to the satisfac- 
tion of the court that you were dis- 
criminated against within the realm 
and contents of your written, oral 
or implied contract with the manu- 


THE WHELAND COMPANY 


FOUNDRY 


DIVISION 


MAIN OFFICE AND MANUFACTURING PLANTS 
CHATTANOOGA 2, TENNESSEE 


facturer, recover dam- 
ages. 

Of course, if you had a written 
contract which the manufacturer 
breached, your chance to recover 
damage is good. Otherwise you 
must rely upon testimony which 
you have at hand. In other words, 
you must convince the court that 
the manufacturer is liable. 


You may rest assured, that when 
reviewing new higher court deci- 
sions from the Advance Sheets, I 
shall make special effort to locate 
a new higher court decision which 
exactly answers your question, at 
which time I shall write you again 
and publish the case in AUTOMOTIVE 
New for your benefit, and without 
delay. 


Refer your lawyer to Wood, 232 
S.W. (2d) 773, Meger, 178 Fed. 
Rep. (2d) 391; and Good, 212 
S. W. (2d) 126. 

The matter of restraint of trade 
always is very difficult to prove. 
Hence, I would not recommend fil- 
ing suit on this plea. 

In my opinion the manufacturer 
is liable in damages, if you can 
prove that he breached either an 
expressed or implied contract to 
supply you with a specified or defi- 
nite number of automobiles each 
year. 


you may 


* * * 


Ohio Grants License 


To Five-Cars-in-One 
COLUMBUS, O.—The Ohio Bu- 
reau of Motor Vehicles has ruled 
that the owner of a hotrod may be 
issued a license if he produces in- 
voices for all the junkers he 
stripped to get parts for his car. 
The ruling was issued after a 
Wooster resident had been denied 
a license for a hotrod he made out 
of parts from five junked automo- 
biles on the ground that one license 
could not be issued for five cars. 


Wyo. White Dealer 
Opens New Plant 


CASPER, Wyo. — Formal open- 
ing of the new $175,000 truck head- 
quarters for Century White Truck 
Co. here, signals the expansion of 
White and Autocar sales and serv- 
ice facilities in Wyoming. 

The new building provides greatly 
expanded service and shop facili- 
ties for the entire state. Stanley 
DeVore, Century owner, has been 
in the White sales organization for 
many years. 


Calendar 
(Continued from Page 12) 


General 


Machine Tool Builders Assn., Interna- 
tional Amphitheater, Chicago, Ill. 
Sept. 21-22 — Federation of Automobile 
Dealer Assns. of Canada, Sheraton- 

Cadillac Hotel, Detroit, Mich. 

Sept. 22-24—Automotive Parts Rebuilders 
Assn. Convention, Fort Shelby Hotel, 
Detroit, Mich, 

Sept. 22 - Oct. 2—37th International Auto- 
mobile Exhibition, Frankfurt am Main, 
Germany. 

Sept. 29-30 — National Automobile Trans- 
porters Assn. Convention, Sheraton- 
Cadillac Hotel, Detroit, Mich. 

Oct. 6-16—Paris Auto Show, Paris, France. 

Oct. 10-12— 8th Annual Convention and 
Show, Truck Body and Equipment Assn., 
Inc., Morrison Hotel, Chicago, Ill. 

Oct. 13-17— American Trucking Assn. 
Roadeo finals, Washington, D. C. 

Oct, 14-15— Annual convention of the 
Western Engine Rebuilders Assn., Fair- 
mont Hotel, San Francisco, Calif. 

Oct. 17-21— American Trucking Assn., 
Annual Convention, Hotels Statler and 
Mayflower, Washington, D. C, 

Oct. 19--29— 40th International Motor 
Show, Earls Court, London, England. 
Oct. 2425— Automotive Electric Assn., 
Regional Conference, Hotel Statler, Los 

Angeles, Calif, 

Oct. 26-286 — 10th Annual Technical Con- 
vention, American Society of Body En- 
gineers, Rackham Memorial Building, 
Detroit, Mich, 

Oct. 28— 6th Anniversary Dinner, Auto- 
mobile Old Timers, Waldorf - Astoria, 
New York City, N. Y. 

Oct. 31-Nov. I—Automotive Electric Assn., 
Regional Conference, Hotel Multnomah, 
Portland, Ore. 

Nov. 6-7 — Texas Independent Automobile 
Dealers Assn., Inc., ith Annual Con- 
vention, Shamrock Hotel, Houston, Tex. 

Nov. 10-11 — Automotive Electric Assn., 
Regional Conference, Hotel Muehle- 
bach, Kansas City, Kans. 

Dec. 4-5— Automotive Affiliated Repre- 
sentatives, Officers Meeting, Sheraton 
Hotel, Chicago, Ill. 

Dec. 6—Automotive Affiliated Representa- 
tives, Board of Directors Meeting, Sher- 
aton Hotel, Chicago, Ill. 

Jan. 11-14—American Road Builders Assn's. 
54th Annual Convention, Municipal Audi- 
torium, Miami Beach, Fla. 

Jan. 15-17—Second Annual Auto Trim Show 
Hotel Statler, New York, N. Y. 

Jan. 23-25—I!5th Annual Meeting, Truck- 
Trailer Manufacturers Assn., Edgewater 
Gulf Hotel, Edgewater Park, Miss. 

Feb. 6-9--Automotive Accessories Manu- 
facturers of America Exposition, Navy 
Pier, Chicago, Ill. 

Feb. 21-22—MEMA, NSPA and MEWA 
a Conventions, San Francisco, 

alif, 





a me 











IN EVERY WEIGHT CLASS 


Beacdixfffeshughouse QUIT) compressors 


PRODUCE MORE AIR ...REQUIRE LESS MAINTENANCE! 


Yes, new Bendix-Westinghouse TU-FLO Compressors are 
superior in every performance department! Not only do 
they produce more air at low and medium speeds where it 
is needed most, but their efficient new design eliminates 
much costly maintenance. No periodic adjustments, for 
example, are ever required because there are no external 


moving parts. Add to this lower discharge temperatures and 
superior oil control and you can see that TU-FLO 
Compressors positively assure more road-time, less shop- 
time. On your next truck sale, be sure to recommend Bendix- 
Westinghouse Air Brakes with new TU-FLO Compressors. 
They’re available in three models to fit every size vehicle. 


AIR aes 8 &. 


BENDIX-WESTINGHOUSE AUTOMOTIVE AIR BRAKE COMPANY ¢ General offices and factory—Elyria, Ohio. Branches—Berkeley, Calif. and Oklahoma City, Okla. 
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Used-Car Auction Prices 





(Continued from Page 35) 
'50 Silver Streak (6) 4-dr., $350*, $345. 


Bel Air coupe, $450*. ’50 Bel Air coupe, 


$375*. ° 
CHRYSLER—’52 Windsor 4-dr., $645. '51 


Windsor station wagon, $650. 


‘49 Silver Streak $225°, °47 
conv., $195. 


STUDEBAKER—’50 Champion 2-dr., $210. 


(6) 4-dr., 


— ‘55 Fire Dome 4- dr., $2,550* | 


(ps). s 
DODGE — '52 Wayfarer 4-dr., $430. ’50 
Wayfarer Roadster, $200. 
FORD—’55 Victoria (8), $1,925*; Custom 


(8) 2-dr., $1,750*, $1,715*; Main (6) 4-| 


dr., $1,300; %-ton pickup, $1,324, $1,250, 
$1,175, $1,170. ’54 Custom (6) station 
wagon, $1,400, $1,350; Crestline (6) 4- 
dr., $1,180; Custom (8) 4-dr., $1,100; 
club coupe, $1,040. ’53 Custom (8) 4- 
dr., $930, $835; 2-dr., $920, $800, $700*, 
$610; coupe, $800. ’°51 Custom (8) 4-dr., 
$610, $525°; station wagon, $600; 2-dr., 
$490; Deluxe (6) 2-dr., $350. ’50 Crest- 

. . Miner, $775. 

LINCOLN — ’52 Cosmopolitan 4-dr., $1,- 
025°. 

MERCURY — '54 Monterey 4-dr., $1,350. 
"53 Custom 4- dr., $925. ‘52 Monterey 
coupe, $950*. '51 coupe, $315. '50 4-dr., 
$300. °46 club coupe, $155. 

OLDSMOBILE—’53 (98) 4-dr., $1,300. '52 
(88) Super 4-dr., $920*. ’51 (88) Holi- 
day coupe, $720*; (98) 4-dr., $550*. '50 
(88) 2-dr., $485°. 

PLYMOUTH—’54 Savoy 4-dr., $950. °52 
Cranbrook 4-dr., $425. °51 Concord 4-dr., 
$280, $275. 

PONTIAC—’55 Chieftain (8) 4-dr., $2,- 
060* (ps). ‘53 Chieftain (6) Catalina, 
$990*; conv., $895°; 2-dr., $720°. °52 

Chieftain (6) 4-dr., $610*, $530°, $495°. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
| day. Prices are for sale of Aug. 25.) 
(Strong demand for ’52 and °53 mod- 
| els. Sold 66 out of 94 offerings.) 
| BUICK—’53 RM Riviera, $1.295* (ps). ’52 


| Super 4-dr., $830*, $664*. 51 RM 4-dr., 
| $575*; Special Riviera, $510, $455, °50 
| Super 4-dr., $390*. 

| CADILLAC—’50 (62) 4-dr., $970*. 


| CHEVROLET—’55 Bel Air (8) sport coupe, 
$1,895*. °54 Bel Air 4-dr., $1,170; Two- 
ten 4-dr., $1,075. °53 Two-ten Handy- 
man, $1,050; Bel Air 4-dr., $1,025*, $895; 
One-fifty 4-dr., $765. ’51 SL Deluxe 2-dr., 
$565. ‘50 SL Deluxe 2-dr., $345, $300, 
$290. '49 SL Deluxe 2-dr., $265 
CHRYSLER — ’'52 Windsor 2-dr., 
Saratoga 4-dr., $590* (ps). 
DeSOTO—’47 Deluxe 4-dr., $145*. 
| DODGE —-'53 Coronet 4-dr., $610*. ’51 
Meadowbrook 4-dr., $225; Wayfarer 2-dr., 
$265. ‘49 Custom 4-dr., $240. 
FORD—’54 Custom (6) 4-dr., 
Custom (8) 4-dr., $995; Main (8) 2-dr., 
$860. '52 Victoria, $895; Main (6) Ranch 
wagon, $910. '51 Deluxe (8) 2-dr., $460; 
Custom station wagon, $335. '50 Custom 
(8) 4-dr., $415; Deluxe 2-dr., $395, $275. 
49 Custom (6) 2-dr., $230; conv., $200. 
KAISER—’'52 Manhattan 4-dr., $510. 


$660°; 


| 
$1,190. '53 


LINCOLN—’53 Cosmopolitan 4-dr., $1,290°. | 
MERCURY—’51 Sport coupe, $435, $395. | 


NASH—’50 Ambassador 4-dr., $150. °49) 
(600) 4-dr., $195. ’48 4-dr., $130. 
OLDSMOBILE — ’'54 (88) 4-dr., $1,780* | 


(ps). ’53 Super (88) 4-dr., $1,350* (ps); 
(88) 2-dr., $1,040*. ’50 (98) 2-dr., $445°. | 
49 Super (88) 4-dr., $235*. 

PACKARD — ’50 Town sedan, $110. °49 
Town sedan, $195. 


PLYMOUTH—’53 Cambridge 4-dr., $740; 
2-dr., $665. ’52 Cambridge 4-dr., $485; | 
Cranbrook 2-dr., $435. ‘51 Cranbrook | 
2-dr., $310. °’50 Special Deluxe 4-dr., 
$280. | 


| PONTIAC—'54 Chieftain (6) 4-dr., $1,025°. | 
’53 Chieftain (8) 4-dr., $935*, ’52 Chief- 
tain Deluxe (6) 4-dr., 2 at $675*. ’51 
Silver Streak (6) 2-dr., $500. 
STUDEBAKER—'49 Land Cruiser, $145. 


EBENSBURG, PA. 


| (Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Aug. 25.) | 
(Sale very active with clean cars still 
very much in demand and bringing top 
| dollar. Sold 135 out of 168 offerings.) 
BUICK — ’55 RM Riviera 2-dr., $2,590* 
(ps). ’53 Special 4-dr., $1,115*, °52 Spe- 
cial 4-dr., $770*. ’51 Special Riviera 2- 
dr., $750*; 4-dr., $580. '50 Special 4-dr., 
$370*. '49 Super 4-dr., $275; Sedanette, 
$220*. ’47 Special 2-dr., $155. 
CADILLAC — ’49 (60) 4-dr., 
(60) 4-dr., $525*. 
CHEVROLET—’'55 (6) Sedan delivery, $1,- 
130. '54 Bel Air 2-dr., $1,150. '53 Two- 
ten conv., $1,090*; club coupe, $760; Bel 
Air 4-dr., $925; One-fifty 2-dr., $735; 
Sedan Delivery, $550. 52 Bel Air Sport 
coupe, $815; SL Deluxe 4-dr., 
$450*; 2-dr., $660*, $650, $550. 
Deluxe 2-dr., $535*, $425; SL Deluxe 2- 
dr., $535, $495, $400*; 4-dr., $500; Sedan 
delivery, $255. '50 SL Deluxe 2-dr., $410, 
$275*, $260; 4-dr., $405, $320; Special 4- 


$450*, °48 








|} dr., $305; 2-dr., $210. '49 FL Deluxe 2- 


Power Farming Aid— 





Typical of the many trucks displayed by those exhibiting on the “back 40 acres” 
of the Michigan State University experimental farm during its Centennial of Farm 
Mechanization was this Dodge Power Wagon, fitted as a ‘three power” unit for the 
farmer. With its power take-off, it can be used for post hole digging, running a 
power saw or other such uses, or its spray equipment can be used in orchards and 
fields, or it can be used as a rugged truck to transport farm products wherever the 


farmer wishes to take them. 


dr., $300. $260; Special 4-dr., $125. 
CHRYSLER—’53 Windsor 4-dr., $1,055. ’51 
Windsor Deluxe club coupe, $535; Impe- 
rial 4-dr., $530*° (ps). 
DeSOTO — '51 Custom 4-dr., $375*; 
sedan, $355°; Deluxe 4-dr., $310. 


club 





fever 





before 


has any piston ring won 
such overwhelming acceptance 
in so short a time...as the new 





PERFECT CIRCLE 





v7 v7 
type eR & chrome oil ring! 





* 55.1% were all other oil 
Circle oil ring types. 


Of the 4,923,850 passenger cars produced from January 1 
through July 30, 1955—almost half* were equipped with 
the NEW PERFECT CIRCLE TYPE “98” CHROME OIL RING. 


* 44.9% were new Pertect Circle Type “98” Chrome Oil Rings. 


ring types combined, including other Perfect 


Perfect Circle Corporation, Hagerstown, Indiana 
The Perfect Circle Co., Lid., Toronto, Ontario 


PERFECT CIRCLE piston rings 


PREFERRED BY MORE PEOPLE THAN ANY OTHER BRAND! 


DODGE—’55 Coronet (6) 4-dr., $1,710*. 
53 Coronet (6) 4-dr., $770; Meadow- 
brook 4-dr., $630. °52 Coronet 4-dr., 


$500; Wayfarer 2-dr., 
Coronet 4-dr., $370. '50 Meadowbrook 
4-dr., $435*. °49 Wayfarer 2-dr., $200. 
’47 Custom 4-dr., $125; 2-dr., $110. 
FORD—’55 (8) Ranch wagon, $1,750; Cus- 
tom (8) 2-dr., $1,570. '54 Main (8) 4- 
dr., $1,170; 2-dr., $960. ’53 Custom (8) 
conv., $945; 4-dr., $910; (6) 2-dr., $770; 
Main (8) 4-dr., $695; (6) 2-dr., taxi, 
$660; 4-dr., $500. '51 Custom (8) conv., 
$525; 2-dr., $470, $450; Victoria (8), 
$510*; Deluxe (8) 2-dr., $350. °50 Cus- 
tom (6) 2-dr., $300, $295*; Deluxe (6) 
2-dr., $245. °49 Custom (8) 2-dr., $180. 
LINCOLN—’52 Capri 2-dr., $1,300*. 
MERCURY—’54 Monterey Hardtop, $1,505. 
53 station wagon, $1,180*. °51 4-dr., 
$605°. '50 4-dr., $650; Hot-rod, $375. 
NASH—’51 (600) 4-dr., $325. 
OLDSMOBILE — ’51 (98) 4-dr., $530*, 
eee (88) 4-dr., $485*, $380°; 2-dr.. 
s 


PACKARD—’48 4-dr., $110*. 

PLYMOUTH—’55 Savoy (8) 2-dr., $1,525. 
’54 Belvedere station wagon, $1,360*; 
Savoy club sedan, $970*. °53 Cranbrook 
conv., $700. °52 Savoy station wagon, 
$845; Cranbrook 4-dr., $625, $580; Cam- 
bridge 4-dr., $525, $500, $435, $370; 2- 
dr., $400. '51 Cranbrook 4-dr., $440, 
$300; Cambridge 2-dr., $365. ’50 Special 
2-dr., $340. '49 Special 4-dr., $220. °48 
Special 4-dr., $235. 

PONTIAC—’55 Star Chief Catalina, $2,- 
390* (ps); conv., $2,180*. ’53 Chieftain 
(8) 4-dr., $1,100. ’50 Silver Streak (8) 
2-dr., $430, $310; (6) 2-dr., $255. °48 (8) 
4tdr., $150°*. 

STUDEBAKER—’54 Land Cruiser 4-dr., 
$1,025*. '52 Champion 4-dr., $350*; Land 
Cruiser, $300°. °51 Champion  conv., 
$240°. °50 Commander 4-dr., $195*. 


DETROIT 


(Wes Coon Auto Auction. Sale every 
Thursday. Prices are for sale of Aug. 25.) 
(Downward trend on late models. Sold 
56 out of 89 offerings.) 
BUICK—’54 Special conv., $1,870*. '53 Su- 
per Riviera coupe, $1,110*. 
CADILLAC—’55 (62) 4-dr., $3,500* (ps). 
*53 (62) 4-dr., $1,830°. 
CHEVROLET—’55 Two-ten (8) club coupe, 
$1,775* (ps); (6) 2-dr., $1,430. ’54 Bel 


$475, $440. °51 


Air 2-dr., $1,070*; One-fifty 2-dr., $715. 
’53 Bel Air hardtop, $975; Two-ten 2-dr., 
$685; One-fifty 2-dr., $615. '51 SL Deluxe 
4-dr., $400; 2-dr., $325; Special 2-dr., 
$315*, $295. 

CHRYSLER—'52 Windsor 4-dr., $425. '50 
Windsor 4-dr., $295. 

DeSOTO—’'52 Fire Dome Sportsman, $675°; 
— 4-dr., $410. °51 Deluxe 4-dr., 

DODGE —'53 Coronet 2-dr., $795*. '50 
Meadowbrook 4-dr., $140. 

FORD—’55 Fairlane (8) 4-dr., $1,780*. '54 
Custom (8) 4-dr., $1,105*; %-ton pick- 
up, $655. °53 Sunliner conv., $1,095; Cus- 
tom (8) 2-dr., $785; 4-dr., $660; Crest- 
line (6) 2-dr., $660. '52 Ranch wagon, 
$830; Custom (8) 2-dr., $510. °49 Cus- 
tom (8) 4-dr., $195. 

HUDSON—’53 Hornet 4-dr., $730. 

KAISER—’52 Manhattan 4-dr., $430°. 

LINCOLN—’'55 Custom 4-dr., $2,375*. ’52 
Cosmopolitan 4-dr., $980*. 

Y—’54 Sun Valley, $1,690°. ’53 
Monterey 4-dr., $1,140. °52 Monterey 4- 
dr., 25°. 

NASH—’55 Ambassador Country Club, §2,- 
000°. ’°50 Statesman 4-dr., $137. 


OLDSMOBILE—’51 (88) 4-dr., $595. '49 
(88) 2-dr., $225. 
PLYMOUTH — ’54 Plaza 2-dr., $800. ’53 


Cambridge 4-dr., $505. °52 Cranbrook 2- 
dr., $395. ’'51 Suburban, $375; Cambridge 
2-dr., $175. °49 coupe, $215. 

$805. 


PONTIAC—’'53 Chieftain (8) 4-dr., 
‘51 Catalina 2-dr., $495°. 
STUDEBAKER—’52 Champion 4-dr., $365. 
NEW YORK CITY 
(Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Aug. 23.) 
(Light mt had large crowd 
of buyers grabbing at good merchandise. 
Sold 90 out of 137 offerings.) 
BUICK—'55 Century Riviera 2-dr., $2,255* 
(ps); conv., $2,100*; Special conv., $2,- 
100°. °'54 Super Riviera, $1,740*°. ’53 
Super Riviera 4-dr., $1,985* (ps); 2-dr., 
$1,175*. '52 Super Riviera 2-dr., $865*; 


Special 2-dr., $700*. ’50 Special 4-dr., 
ya RM conv., $325*. '48 RM 4-dr., 


(Continued on Page 47, Col. 1) 








SELL YOUR REPUTATION? 


Learn unique way to increase traffic and 


closings. Insure ¢ your facilities, know- 
how, reliabili become potent factors in 
every sales rt. Copyrighted ideas, aids, 


methods can be yours exclusively. No obli 

tion for details. "Mail your ielihend to” 
MERITSEAL, INC. 

2 Depot Plaza White Plains, N. Y. 
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CADILLAC—’50 (62) 4-dr., $905*. ’47 (62) 
conv., $260°, 

'—'55 Two-ten (6) 2-dr., $1,- 
605. °54 Bel Air 4-dr., $1,000; Two-ten 
4-dr., $1,030, $1,000, $980, $960; 2-dr., 
$990, $975, $960, $930; One-fifty 4-dr., 
$880, $875, $850; 2-dr., $880, $870, $850. 
°53 Two-ten 2-dr., $780, $770, $740; One- 
fifty 4-dr., $650, $620; club coupe, $645; 
2-dr., $625; %-ton panel, $495; Carryall, 
$405. '52 SL Deluxe conv., $565*. ’°51 SL 
Deluxe 2-dr., $500, $200; 4-dr., $320. ’50 
Bel Air, $415°. 

CHRYSLER—’51 Imperial Newport, $635°; 
Windsor Deluxe 2-dr., $450°; NY New- 
port, $340°. 

DODGE—’55 Custom Royal 4-dr., $1,800. 
"6563 Meadowbrook 4-dr., $775*, $530. 
FORD—'52 Custom (8) 4-dr., $630°; (6) 
sedan delivery, $475. '51 Custom (6) 2- 

dr., $435; (8) 4-dr., $280. 

HUDSON—’'54 Super Wasp 4-dr., $780. '51 
Pacemaker 2-dr., $200. 

KAISER—’53 Manhattan 2-dr., $490*. 

LINCOLN—’52 Cosmopolitan 4-dr:, $740*. 

MERCURY—’54 Monterey 4-dr., $1,380*. 
*53 Custom 4-dr., $815. 

NASH—’50 Statesman 4-dr., $120. 

OLDSMOBILE — ’55 (88) 4-dr., $2,535* 
(ps). °53 (98) 4-dr., $1,100*; (88) 4-dr., 
$900°. °52 (98) conv., $790*. ‘51 (98) 
Holiday 4-dr., $385*; 2-dr., $360°. °50 
(88) 4-dr., $400*. '49 (98) 4-dr., $200°; 
(88) 4-dr., $125*. 

PACKARD—’51 2-dr., $320. 

PLYMOUTH—’ 54 Plaza station wagon, $1,- 
075. °53 Suburban, $845; Cranbrook 4-dr., 
$665; Taxi, $320; Cambridge 4-dr., $610. 
*51 Cambridge 4-dr., $360. °49 Special 
Deluxe 4-dr., $190. 

PONTIAC—’53 Chieftain (8) conv., $1,- 
125*; 4-dr., $960°; (6) 4-dr., $840*. 
STUDEBAKER — ’51 Commander 4-dr., 
$180*. ’50 Champion 4-dr., $230, $160. 

WILLYS—’50 station wagon, $275. 

MISCELLANEOUS—’53 Morris Minor 2- 
dr., $310. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of Aug. 24.) 
(Prices firm on sharp cars. Demand 
remains strong.) 
BUICK — ’55 Super conv., $2,360* (ps); 
Special 2-dr., $1,775*. °54 Super Riviera 


2-dr., $1,775* (ps); Century 4-dr., 
$1,735*. °53 Special Riviera, $1,090°*. 
*52 Super Riviera 2-dr., $820*. 


"51 Super 4-dr., $665*. °49 Super 4-dr., 
$205°*. 
CADILLAC—'55 (62) 
275* (ps); coupe, $3,925* (ps), $3,800* 
(ps). °53 (62) 4-dr., $2,300*; coupe, 
$2,000°. '49 (62) 4-dr., $625°*. 
CHEVROLET—’55 Two-ten (8) 4-dr., $1,- 
680°; Delray, $1,600, $1,575. °54 One- 
fifty 4-dr., $1,000; Two-ten 4-dr., $950. 
’53 Bel Air 4-dr., $880; Two-ten 4-dr., 
$840, $765; 2-dr., $775. ’°52 Two-ten 4- 
dr., $600*. ’50 SL Deluxe 2-dr., $350. 


coupe deVille, $4,- 


CHRYSLER — '55 Windsor 4-dr., $2,435* 
(ps). °54 NY 4-dr., $1,700* (ps). ‘51 
Royal 4-dr., $480*. °50 Royal 4-dr., 
$460°. 

DeSOTO—’52 Fire Dome 4-dr., $620* ’°49 
conv., $395. 


DODGE—’52 Coronet 4-dr., $425*. 

FORD—’55 Victoria (8), $1,940*°; Fairlane 
(8) 2-dr., $1,825*, $1,785*; Custom (6) 
4-dr., $1,550*. °54 Crestline (8) station 
wagon, $1,035*; 4-dr., $1,205*; Custom 
(6) 4-dr., $1,095; 2-dr., $1,090. ‘53 
Crestline 2-dr., $905. °52 Custom (8) 
4-dr., $745*; Victoria, $710. ’51 Custom 
Deluxe 4-dr., $505*, $465*. 

HUDSON—’55 Rambler 2-dr., $1,100. 

LINCOLN—’53 Capri 4-dr., $1,515* 
°49 4-dr., $235*. 

MERCURY—’55 Montclair Sun Valley, $2,- 
580*, $2,540*; conv., $2,450%; Custom 
4-dr., $2,175*. °54 Montclair 4-dr., $1,- 
495*. °53 Custom 2-dr., $1,050. 52 Cus- 
tom 4-dr., $705*. ’°51 2-dr., $560*. 

OLDSMOBILE — ‘55 Super (88) Holiday 
4-dr., $2,465* (ps), $2,460* (ps), $2,450* 
(ps); (88) 2-dr., $2,220*. ’54 (98) Holi- 
day 4-dr., $2,210* (ps); (88) Holiday, 
$2,055*. °51 (98) 4-dr., $750*. ’50 (98) 
Holiday, $550*; (88) Holiday, $535*; 
4-dr., $410° 

PACKARD—’53 Clipper 4-dr., $1,020* 

PONTIAC —’55 Chieftain station wagon, 
$1,900*. °51 (6) 2-dr., $375*. °49 (6) 
4-dr., $260. 

WILLYS—’52 2-dr., $375. 

MISCELLANEOUS—’49 GMC 
up, $425. 


MANHEIM, PA. 


(Manheim Auto Auction, Inc. Sale every 
Friday. Prices are for sale of Aug. 19.) 
(Good, 213 cars sold out of 284 offer- 


(ps). 


%-ton pick- 


ings.) 

BUICK—’55 Special Riviera 4-dr., $2,475*; 
2-dr., $2,300*. ’54 RM Riviera, $1,910*; 
Special 2-dr., $1,725*. °53 RM 4-dr., 
$1,300*; Super 4-dr., $1,275*. '52 RM 
4-dr., $950*. ’51 Special 4-dr., $680. ’50 
Super Riviera, $580. 

OADILLAC—’55 (62) Coupe deVille, $4,- 
500* (ps); conv., $4,375* (ps). ’54 (62) 
4-dr., $3,130*. ’53 (62) club coupe, §$2,- 
200*. °52 (62) conv., $1,820*. °51 (62) 
4-dr., $1,210*. 

CHEVROLET—’55 Bel Air (8) 2-dr., $2,- 
020; conv., $1,965*; One-fifty station 
wagon, $1,600. '54 Bel Air station wagon, 
$1,320; Two-ten 4-dr., $1,075. ‘53 Bel 
Air conv., $1,270, $1,100; 2-dr., $1,130*, 
$910; Sport coupe, $1,070; Two-ten 4-dr., 
$695. '52 SL Deluxe 4-dr., $725. ‘51 Bel 
Air coupe, $560. 

CHRYSLER—’55 NY Sport coupe, $3,100*; 
Windsor 4-dr., $2,100*. '54 Windsor 4-dr., 
$1,525*. °53 Windsor Newport, $1,225*; 
club coupe, $850*. '52 Windsor Deluxe 
4-dr., $785*; Saratoga 2-dr., $580*. ’51 
Windsor Newport, $450*. 

DeSOTO—’53 Firedom 4-dr., $1,160, $925°; 
Powermaster 4-dr., $875, $850. ’50 Cus- 
tom 4-dr., $540*. 

DODGE—’53 Station wagon, $1,060*; Coro- 
net (6) 2-dr., $870*; Meadowbrook 4-dr., 
$755. ’°52 Coronet 4-dr., $675*. '51 Coro- 
net 4-dr., $325. '50 Meadowbrook 4-dr., 
$365. 

FORD—’55 Thunderbird, $2,900*; Sunliner 
(8), $2,000*; Ranch Wagon (8), $1,820; 

Ranch 


Fairlane (8) 4-dr., $1,790. ‘54 
wagon (8), $1,410; Custom (6) 2-dr., 
$950. °53 Victoria, $1,250; Main (6) 4- 
dr., $565. "52 Custom (8) 4-dr., $900. 
"51 Custom (6) 4-dr., $560. '48 Deluxe 
2-dr., $235. 

HUDSON—'55 Hornet 4-dr., $2,090°. '54 


Hornet 4-dr., $1,150*. '51 Commodore 
sis 4-dr., $375. ‘50 Pacemaker 2-dr., 


KAISER—'53 2-dr., $700. 


LINCOLN—’55 Capri Hardtop, $2,900*. '54 
Capri 4-dr., $2,085*. ‘53 Cosmopolitan 
ot aae $1,250*. °52 Capri coupe, 


¥—’'55 Montcigir Hardtop, $2,520*; 
Custom 4-dr., $1,860*. °54 Monterey 
conv., $1,470*. '53 Custom 4-dr., $1,150*; 
Monterey Sport coupe, $1,025*. '51 4-dr., 
$400°. '50 2-dr., $400. 

NASH—’54 club coupe, $1,030. '53 States- 
man 4-dr., $840. ‘52 Statesman 4-dr., 
$750. '51 Ambassador 4-dr., $295*. 

OLDSMOBILE — '55 (98) Holiday coupe, 
$2,860* (ps); 4-dr., $2,675*; (88) Holi- 
day coupe, $2,200*. ‘54 (98) Holiday 
coupe, $2,120*. '53 (98) 4-dr., $1,600°; 
Super (88) 2-dr.. $1,075*. '51 (88) 2-dr., 
$780. °50 (76) 2-dr., $360. 

PACKARD—’53 Clipper 4-dr., $875*. '52 
(200) Deluxe 4-dr., $755*. ‘51 (200) 
4-dr., $600*. 

PLYMOUTH—'55 Plaza (6) 4-dr., $1,370. 
°54 Belvedere 4-dr., $1,370: Savoy 4-dr., 
$960. °53 Belvedere, $860; Cranbrook 
2-dr., $760; Cambridge 4-dr., $740. '52 
Cranbrook 4-dr., $520. °51 Cambridge 
2-dr., $405. 

PONTIAC—’55 Star Chief Catalina, §$2,- 
090°; Chieftain 4-dr., $1,800*. '52 Cata- 
lina (8), $990%; Chieftain (6) 4-dr., 

; Sedan delivery, $390. ’51 Station 


wagon, $675*. '50 Catalina, $630°. 

STUDEBAKER — '54 Champion Hardtop, 
$1,235*; Commander coupe, $1,100. '53 
Champion 4-dr., $670. '52 Champion 4- 
dr., $400; Commander 4-dr., §400. ‘51 
Commander club coupe, $290. 

WILLYS — '53 Station wagon (6), $530; 
2-dr., $485. ¥ 


MINNEAPOLIS 


(Minneapolis Auto Auction, Sale every 
Wednesday. Prices are for sale of Aug. 
24.) 

(Strong on °49s thru ’53s, weak on 
*S4s and used '55s. Sold 113 out of 161 
offerings.) 

BUICK—’55 Super 4-dr., $2,610* (ps). ’54 


Super Riviera, $1,940° (ps). ‘53. Super 
4-dr., $1,220* (ps), $1,185* (ps). ‘52 
Super 4-dr., $890°, $875*. °51 Super 
Riviera 4-dr., 


$585°, $575*°. ‘50 Super 

Riviera coupe, $485*. 

CADILLAC—’'55 (62) coupe deVille, $4,- 
445° (ps); coupe, $4,175° (ps). "54 (62) 
4-dr., $3,265* (ps). '53 (62) 4-dr., $2,- 
370° (ps), $2,310* (ps). '52 (62) coupe, 
$1,805* (ps). 50 (62) 4-dr., $1,170*. 

CHEVROLET—’55 Bel Air (8) 4-dr., $1,- 
840°. '54 Two-ten 4-dr., $1,225*°, $1,110, 
$1,090, $1,005, $985. ‘53 Deluxe 2-dr., 
$825, $760, $730; Special 4-dr., $685, 2 
at $675. '52 SL Deluxe 4-dr., $595, $580, 


$495. ‘51 SL Deluxe 4-dr., $490, 2 at 
$445, $425. '50 SL Deluxe 2-dr., $345, 
$320. °49 SL Deluxe 4-dr., $240, 2 at 


$225, $200, $190. '48 SM 2-dr., $105. 
CHRYSLER — '53 Imperial 4-dr., $1,295* 
(ps). 
DeSOTO—’'52 Custom 4-dr., $510*. 
DODGE—’'54 Meadowbrook 4-dr., $1,065°. 
‘53 Concord 4-dr., $900°. 
FORD—’55 Crown Victoria (8), $2,185°, 
$2,170*; Fairlane (8) 4-dr., $1,890°. '54 
Custom (8) 4-dr., $1,270*, 2 at $1,260°. 
’53 Victoria, $1,135*, $1,075*; Custom 





Keep Air in the Spare— 


Six swimmers demonstrate how a spare 
tire, wheel and all, can prove a “‘life- 
saver" by supporting up to six persons 
in the water in the event of an emergency. 
B. F. Goodrich engineers believe avto 
manufacturers may design a spring re- 
lease spare tire assembly to make the 
tire quickly available for use as a life 
preserver. 


(6) 4-dr., $905°, $900; Main (8) 4-dr., 
$850*, $765. '52 Custom (6) 4-dr., $645*, 
$625*, $600. ’51 Custom (6) 4-dr., $425°, 
$410*, 2 at $400*. °50 Custom (6) 2-dr., 
$295°, $265*, $250°. '49 Deluxe (6) 2- 
dr., $200*, 2 at $190°, $175°. 
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HUDSON—’54 Hornet 4-dr., $1,170*, 

KAISER—’51 Deluxe 4-dr., $205°. 

LINCOLN—’52 Cosmopolitan 4-dr., $840*. 

MERCURY—’54 Custom 4-dr., $1,500°, $1,- 
450°. '53 Monterey sport coupe, $1,335*°; 
Custom 4-dr., $1,090*. °52 Custom 4-dr., 
$675*. '51 Custom 4-dr., §435*, '50 Cus- 
tom 2-dr., $390*. '49 Custom 4-dr., $270*, 
2 at $235. 

NASH—’51 Rambler Hardtop, $465*. 

OLDSMOBILE — '55 Super (88) Holiday 
4-dr., $2,555* (ps); (98) Holiday 4-dr., 


$2,675* (ps); 4-dr., $2,260°. °54 (98) 
4-dr., $1,920*. (ps); Super (88) 4-dr., 
$1,905*, $1,900°, °53 Super (88) .4-dr., 


$1,345*, Deluxe 2-dr., $1,190*. "51 (88) 
Holiday 2-dr., $850°. °49 (88) 4-dr., 


$305. 

PLYMOUTH—’'54 Plaza 4-dr., $970*, $900. 
‘563 Cambridge 4-dr., $595, $560. ‘Si 
Suburban, $560. ’'50 Deluxe 4-dr., $280. 

PONTIAC—’55 Star Chief 4-dr., $2,240* 
(ps). ’54 Chieftain (6) 4-dr., $1,295, '53 
Chieftain Deluxe (8) 4-dr., $1,175*; 2- 
dr., $1,035. ‘51 (6) 4-dr., $475. 

STUDEBAKER—’ 54 Champion 4-dr., $865*. 


FT. WAYNE, IND. 


(Carl Marker Auto Auction. Sale every 
Tuesday. Prices are for sale of Aug. 23.) 
(60s thru °54 were holding firm. Bid- 
ding was good. °55 models continue te 
drop in price. Sold 123 out of 167 offer- 


ings.) 

BUICK—’55 Special Riviera 2-dr., $2,505* 
(ps), $2,475* (ps), $2,450° (ps). ‘54 
Special Riviera, $1,655*. ’53 Super Rivi- 
era, $1,300*, $1,240*. ‘50 Special 2-dr., 
$380, $250; Super 2-dr., $245. 

CADILLAC—’55 (62) coupe deVille, $3,- 
800* (ps). °53 (62) conv., $2,365* (ps). 
"52 (61) 2-dr., $1,600*. 

CHEVROLET — '55 One-fifty (8) station 
wagon, $1,780; Bel Air 2-dr., $1,580, 2 at 


(Continued on Page 48, Col. 2) 





SIGNAL OF SAFETY...SYMBOL OF QUALITY 


A Signal-Stat on a truck fender is more than a 
signal of safety. It is a symbol of the quality- 
consciousness of vehicle manufacturers, dealers 
and operators who use it on their vehicles . . . 
visible proof that they will not compromise with 


quality or safety. 


Incidentally, Signal-Stats cost 


no more than ordinary directional signals. 


More trucks use Signal-Stat Class A—Type 1 
directional signals than all other makes combined. 


DIRECTIONAL SIGNALS 


SWITCHES 
FLASHERS 


SIGNAL-STAT CORPORATION, SIGNAL-STAT BUILDING, 523-539 KENT AVENUE, BROOKLYN, N.Y. 


Xt 
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"Torture Chamber’ Test— 


Researchers brave a special sub-zero 
“torture chamber" which duplicates field 
conditions to test a newly developed 
valve lubricant for hydrocarbon gas lines. 
Rockwell Mfg. Co. reports that its lubri- 
cant gave a leak-tight seal at tempera- 
tures ranging from a -50 degrees to 120 
degrees Fahrenheit at 50 psi and 800 psi 
line pressure, both balanced and unbal- 
anced on either flange. 


UMS Distributor Opens 


DOUGLAS, Ga. — Douglas Mo- 
tor Parts, Inc., a distributor for 
United Motors Service, has opened 
a new business in Douglas. Wendell 
Braddy is manager. 
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’54 One-fifty 2-dr., $765. ‘'53 
Two-ten 2-dr., $830*. 52 One-fifty 2-dr., 
$520; %-ton panel, $420. ’51 SL Deluxe 
2-dr., $530, $500, $480, $475, $470, $450. 


$1,550. 


50 SL Deluxe 2-dr., $400; 4-dr., 2 at 

$360. °49 SL Deluxe 2-dr., $225, $145. 

'46 Deluxe 2-dr., $110. 
CHRYSLER — ’53 Windsor 2-dr., 


$860°. 
’51 Windsor club coupe, $530, $500. 


DeSOTO — '53 Power Master 4-dr., $900; 
2-dr., $875. 

DODGE—’53 Meadowbrook 2-dr., $865. ’52 
Meadowbrook 2-dr., $530, $380. ’49 Cor- 
onet 4-dr., $180. 

FORD—’55 Station wagon (8), $1,940; 
Sunliner (8), $1,940*; Custom (8) 2-dr., 
$1,780* (ps); (6) 2-dr., $1,240, $1,235; 


Main (6) 2-dr., $1,175. '54 station wag- 
on (6), $1,400; Crestline Victoria, $1,- 
345. °53 Custom (8) 2-dr., $895, $740; 
4-dr., $890; Main (8) 2-dr., $860, $850; 
(6) 2-dr., $530, $525. °52 Custom (6) 
2-dr., $600, $540. ’51 Custom (6) 2-dr., 
$425; Deluxe 2-dr., $360. '50 Deluxe 
2-dr., $330; 4-dr., $175; Custom 4-dr., 
$305, $275. ’'49 Deluxe 2-dr., $180, $135, 
$130; 4-dr., $105. 

KAISER—’51 Manhattan 4-dr., $235. 

LINCOLN—’55 Capri, $2,745°. 

MERCURY—’55 Monterey 4-dr., $2,080*. 
’53 Monterey 2-dr., $1,045; Custom 2-dr., 
—— "51 Custom 2-dr., $455. ’50 conv., 


$23 

OLDSMOBILE='55 Super (88) conv., $2,- 
625° (ps); (98) Holiday 2-dr., $2,525° 
(ps), $2,455* (ps), $2,430° (ps); 4-dr., 
$2,530* (ps), $2,500* (ps), $2,220° (ps). 
'54 (88) Holiday 2-dr., $1,970* (ps). °53 
(88) Holiday 2-dr., $1,355*, $1,305*. ’52 
(88) Holiday 2-dr., $955*. '51 (98) Holi- 
day 2-dr., $635*, $620*. 50 (98) Holiday 
2-dr., -$385*; (88) $525°, $270°. °49 (88) 
2-dr., $215; (98) 4-dr., $120. 

PACKARD—’53 Clipper 2- dr., $1,015, $915, 








NEW BUMPA-TEL SIGN 





“Tell Your Story Here!" 


© Mounted or Dismounted in Seconds* 


sere 


Sheet Steel Face 


® Does Not interfere with Operation of Trunk Lid 


* After original installation. 


State Make and Model When Ordering 


$16.50 Lettered —$12.50 Uniettered 
: F.0.8., MOUNDS, ILLINOIS 
Signs Are Shipped 1 to 5 in Bundle via Parcel Post. Postage to Be Added. 


Now taking orders for Bumpa-Tel Signs to fit all 1956 model 


cars. Deliv will be made 
of 1956 


which they are received. 


after public introduction 


cars. Orders will be filled in the order in 


WARREN HASTINGS MOTOR COMPANY, INC. 


103 NORTH BLANCHE 


MOUNDS, ILLINOIS 


DEPT. 102 


Le aE ane 





Now! A complete guide for ° 
group or self training! 


AUTOMOTIVE SALESMANSHIP 


Tested and proven by the Sales Executives Club of 


Tucson, Arizona. 


Not just another book on selling, but the perfect answer ° 
to lagging sales. Insure your quotas this year! Order 


Send $5.00 per copy to: 


SALES EXECUTIVES CLUB OF TUCSON 


Today! 


P. O. Box 4577, University Station 
Tucson 5, Arizona 


Enclosed is our check for..................-.......... Please 


send........ 
Name 
Address 


Rewme ens ecnccwscccccscsecesccecseeoeces 





copies postpaid. 











een ccweccceweceecccessescccesccccessecscsecccesescscsees 


Selling, Opportunities 
Unlimited 

Yourself and Selling 
Prospects are every- 
where 

© Types of Prospects and 


® Closing the Sale 

® Selling the Appraisal 
© The Delivery of The 
After Sale 

Used Cars 

Financing Your Sale 


$900. 52 (200) 4-dr., $590, $475. °51 
(200) 4-dr., $435; 2-dr., $425, $360. ’50 
2-dr., $120. '49 2-dr., $125. 


PLYMOUTH—’ 54 Plaza station wagon, $1,- 
200; Savoy 2-dr., $875. °53 Belvedere, 
$740, $655; Cambridge 2-dr., $600. '52 
Cambridge 2-dr., $325. °'51 Cranbrook 
conv., $550; 4-dr., $450, $350, $345. '50 
Cranbrook 2-dr., $265. ‘49 Cranbrook 
2-dr., $180. 

PONTIAC—’55 Chieftain (6) 4-dr., §$1,- 
620*. '53 Chieftain (6) conv., $1,175; 
2-dr., $950°. ‘'52 Chieftain (6) 4-dr., 
$630*. '51 Silver Streak (6) 2-dr., $395. 

STUDEBAKER — '53 Commander 2-dr., 
$875. ’°52 Commander 2-dr., $510; 4-dr., 
$445. °51 Champion 2-dr., $300; Com- 
mander 2-dr., $250. ’50 Champion 2-dr., 
2 at $160, $155. 

WILLYS—’52 Aero Lark 4-dr., $440. 

MISCELLANEOUS—’53 International %- 
ton truck, $510. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sale every 
Friday. Prices are for sale of Aug. 19.) 
(Good on clean cars.) 
BUICK—’54 Special 4-dr., $1,310. 53 RM 
Riviera, $1,210* (ps). ‘51 Super Riviera 
4-dr., $550*; Special Deluxe 4-dr., $470; 
Special 4-dr.,°$515, $500, $445. '50 Super 
4-dr., $445; Special 4-dr., $320*, $240*. 
CADILLAC—’53 (62) 4-dr., $2,260* (ps). 
CHEVROLET—’53 Two-ten " sta wagon, 
$1,040; 4-dr., $790, $780; Bel Air 4-dr., 
$920*; One-fifty 4-dr., $695. '52 SL De- 
luxe 4-dr., $675°*. 51 SL Deluxe 4-dr., 
$550, $475; %-ton pickup, $550. '50 SL 
Deluxe 4-dr., $450, $400, $390, $325. 
CHRYSLER—’51 Windsor 4-dr., $485; club 
coupe, $425. ‘49 NY 4-dr., ‘$290 
‘52 Fire Dome 4- -dr., $600°. 
DODGE—’53 Coronet (6) 4-dr., $830*. °52 
Meadowbrook 4-dr., $415. °51 Coronet 
4-dr., $450, $420, $410. '50 Meadowbrook 
4-dr., $310; Wayfarer 4-dr., $220. °49 
Coronet 4-dr., $230, $180. 
FORD—’55 Fairlane (8) 4-dr., $1,875; Cus- 
tom (8) 4-dr., $1,780. '54 Custom (6) 


4-dr., $1,350. "53 Country Squire, $1,210; 
Custom (8) 4-dr., $995, $890. '52 Custom 
(8) 4-dr., $705. '51 Custom (8) 4-dr., 
$500*, $465, _ conv., $460; Deluxe 
(8) 4-dr.. $400 

HUDSON—'52 Hornet 4- dr., $675. 

KAISER—’52 4-dr., $330. "51 4-dr., $215. 
"49 4-dr., $110. 

MERCURY—’52 Monterey Hardtop, $815. 
"51 Monterey coupe, $520; conv., $500; 
4-dr., $380*. '50 4-dr., $330, $155. 

NASH—’50 Statesman 4-dr., $215. 

OLDSMOBILE—’'53 (88) 4-dr., $1,060*. 
"52 (88) 4-dr.. $820°. °51 (88) 4-dr., 
$705*, $590. '50 (88) 4-dr., $480, $460*. 

PACKARD—’53 Clipper 4-dr., $860*, $750*. 

PLYMOUTH—’53 Cambridge 4-dr., $585. 
’52 Cranbrook 4-dr., $535; club coupe, 


$535; Concord coupe, $385; Cambridge 
club coupe, $370. ‘51 Belvedere, $470; 
Cambridge 4-dr.. $395. ’50 Special Deluxe 
4-dr., $395. $355, $285, $185; Deluxe 
be $325. °49 Special Deluxe 4-dr., 
PONTIAC—’53 Chieftain (8) 4-dr., $990, 
$925*, $890. °52 Chieftain (8) conv., 
$600*. ’51 Silver Streak (6) 4-dr., $420. 
"50 Silver Streak (8) 4-dr., $450*, $330. 
°49 Silver Streak (8) 4-dr., $290. 
STUDEBAKER—’52 Champion 4-dr., $290. 
MISCELLANEOUS—’'47 Frazer 4-dr., $100. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Aug. 19.) 

(Sold 242 cars out of 326 offerings.) 
BUICK—’55 Special Riviera coupe, $2,480*, 

$2,450°; Century Riviera coupe, $2,415*, 

$2,410*: coupe, $2.210*. '53 Spe@al 4-dr.. 

$1.135*. $1.125*; Super Riviera, $1,130°. 

"52 RM Riviera, $840* (ps); Special 2-dr., 


$765*. °51 Super 4-dr.. $630*, $495*, 
$405*, $185*. °50 Special 4-dr.. $420, 
$350, $310, $305*. $275, $220, $150. 


CADILLAC—’55 (62) conv., $4,355* (ps). 
"53 (62) coupe, $2,250* (ps); 
855* (ps). °52 (60) 4-dr., $1,.335*. 50 
(62) 4-dr.. $755*. °49 (60) 4-dr., $720*. 

CHEVROLET—’55 Bel Air (8) conv., $1,- 
790; Two-ten (8) 2-dr., $1,575*. °54 Bel 
Air conv., $1,340*; Two-ten 2-dr., $1,- 
175*, $1,015*, 2 at $1,050. ’53 One-fifty 
station wagon. $1,025. $1.000; Bel Air 
4-dr., $975*, $965, $890; Two-ten 2-dr., 
$835, $820, $730; One-fifty 2-dr., $505. 
"52 SL Deluxe 2-dr., 2 at $515, ” $435, 
$425. °51 SL Deluxe 2-dr., $500*, $425, 
$375, $320. °50 FL Deluxe 2-dr., $355*, 
$290, $185: 4-dr.. $250. °49 SL Deluxe 
2-dr., $225. 

CHRYSLER — ’°51 NY 4-dr., $360*. '50 
Windsor 4-dr.. $325, $315, $305; club 
coupe, $155. "49 NY 4-dr., $265. 

DeSOTO—'54 Fire Dome 4- dr., $875*. °53 
Powermaster 4-dr.. $980* (ps). "50 Cus- 
tom 4-dr., $450. '49 Custom 4-dr., $150. 

DODGE—’53 Coronet (6) 4-dr., $750°. "52 
%-ton panel, $175. °'50 Meadowbrook 
4-dr,. $200. '49 Coronet 4-dr., 
1-ton van, $165. 

FORD—’55 Thunderbird, $2,800*, $2,425: 
Country Squire. $2,420* (ps); Crown Vic- 
toria (8), $2,125*. °54 Country Squire, 
$1,720*; Custom (8) 4-dr., $1,180*. °53 
Custom (8) 2-dr., $870; Main (8) 4-dr., 
$735*. '52 Custom (8) conv., $715: Vic- 
toria, $530. *51 Custom (8) 2- dr.. $535*, 
$480. $455, $425, $385°, $375, $350. '50 
Custom (8) 4-dr., $210*, $200. 

HUDSON—’51 Pacemaker 2-dr., $150. 

KAISER—’54 Darrin, $1,200. '51 Special 
2-dr., $150; Deluxe 2-dr., $100. 

MERCURY—'54 4-dr., $1,200°. ‘53 Monte- 
rey coupe, $1,400*; 4-dr., $1,115*; conv., 


$1,095; 4-dr., $1,095*. "51 2-dr., $540*, 
$465*, $420. '50 2-dr., $450, 2 at $375, 
$195°, $115*. 


NASH—’53 Ambassador 4-dr. 
bier club sedan, $850*. ’51 Statesman 
Super 2-dr., $195, $155*. °50 Ambassador 
Super 2-dr., $150; Statesman 4-dr., $170. 

OLDSMOBILE — ‘55 Super (88) Holiday 
4-dr., $2,800* (ps); (88) 4-dr., $2,500*. 
"54 (98) 4-dr., $2,100* (ps), $1,920° 
(ps). °53 (98) 4-dr., $1,450* (ps); 
4-dr., $1,400*. ‘51 (98) 4-dr., 
$625*; (88) 2-dr., $590*, $565°. 
2-dr., $445*, $305*, $240. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
760*; Savoy 2-dr., $1,550. °53 Cran- 
brook conv., $825*, $800; 2-dr., $710, 
$645, $480. °51 Cranbrook 4-dr., $460, 
$285; Cambridge 4-dr., $235. ’50 Special 
Deluxe 4-dr., $180. °49 Special Deluxe 
club coupe, $165. 

PONTIAC—’'53 Chieftain (8) 4-dr., $815*. 


$975; Ram- 


$160, $150; | 


'52 Chieftain (8) 2-dr., $675*. ’51 Silver 
Streak (8) 2-dr., $510, 2 at $450°. '50). 
Silver Streak (8) 4-dr., $420*; conv., 
$405*; Catalina, $400*. '49 Silver Streak 
(8) 2-dr., $205. 

STUDEBAKER — ’53 Champion Starliner, 
$800*; 2-dr., $650*%; Commander 4-dr., 
$500*. '51 Champion 2-dr., $175*. ‘50 
Champion Starliner, $180*, $155*; 2-dr., 
$180*, $105, $100°. 

WILLYS—’52 2-dr., 


$125. 
CHICAGO 


(Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of 
Aug. 25.) 

(Sold 125 out of 224 offerings.) 
BUICK—’55 Super Riviera 2-dr., $2,575° 

(ps). '54 Century Riviera 2-dr., $1,875* 

(ps); Special conv., $1,670*. '53 Deluxe 

conv., $1,245*; Super Riviera 4-dr., $1,- 

175*, $1,150*°; 2-dr., $1,125*°. '51 Super 

Riviera 4-dr., $370; "special 4-dr., $350*. 

"50 Super Riviera 2-dr., $365°. 
CADILLAC—’S4 (62) 4-dr., $3,500° (ps). 

53 (62) conv., $2,290*, '52 (62) 4-dr., 

$1,335*. .’51 (62) 4-dr., $1,195°; (60) 
$1,175. °50 (62) _ $890°, 
*49 (61) 4-dr., 


$390. °49 Jeepster, 


%-ton pickup, $740. "53 Bel Air 

Two-ten 2-dr., $800, $790; 
4-dr., $700, $420; One-fifty business 
coupe, $480. '52 SL Special conv., $620; 
4-dr., $610. '51 Bel Air Sport coupe, 
$525*; SL Deluxe 4-dr., $495*; 2-dr., 2 
at $425°. '50 SL 2-dr., $390; 4-dr., $285. 

CHRYSLER — '53 NY Newport, $1,200*; 
Windsor 4-dr., $1,075*. ’52 Windsor 2-dr., 
$575. °51 Windsor Deluxe 2-dr., $400*, 
$325*; Saratoga 4-dr., $300. '50 Royal 
2-dr., $275. 

DeSOTO—'53 Fire Dome 4-dr., $900*. ’52 
Custom 4-dr., $700, $550°, $475. °51 
Deluxe 2-dr., $410; 4-dr., $295; Carryall, 
$260. '49 4-dr., $235; 2-dr., $235. 

DODGE—’55 %-ton pickup, $800. '53 Coro- 
net (8) station wagon, $1,100*; Diplomat, 
$845*; (6) 2-dr., $625°. '52 Coronet 4- dr., 


$1,200°; 
conv., $1, 000° ; 


$600, $475*. '51 Coronet 2-dr., $450°: 
Meadowbrook 4-dr., $305. °50 Meadow- 
brook 4-dr., $300. 

FORD—’53 Custom (8) 4-dr., $800*; Main 


(6) 2-dr., $600; %-ton pickup, $590. '52 
Custom (8) 4-dr., $750; 2-dr., $675*. '51 
Custom (8) 4-dr., $500; Victoria, $450°; 
2-dr., $375. 49 Custom (8) 4-dr., $250. 
HUDSON—’52 Hornet 4-dr., $400°; Wasp 
2-dr., $335. °51 Hornet 4-dr., $395. 
LINCOLN—’52 Capri coupe, $1,150°; 
mopolitan 4-dr., $1,000*, $710*. 
MERCURY—'54 Monterey Sun Valley, $1,- 
565* (ps). '53 Custom 4-dr., $1,050. '52 
Custom Sport coupe, $875*; 4- dr., $830*. 
"51 4-dr., $500*; 2-dr., $425°*, $375. °50 


Cos- 


2-dr., $400, $295. 

NASH—’55 Rambler Country Club, $1,740. 
*53 Rambler 2-dr., sedan, $650. 

OLDSMOBILE — '55 (88) 4-dr., $1,900*. 
*54 Super (88) Holiday, $2,105* (ps). 
*53 Super (88) 4-dr., $1,525°; 4-dr., $1,- 
350°; (88) Holiday, $1, 440° (ps). "52 
(98) Holiday, $1,000*. °51 (88) 2-dr., 
$475*. °50 (88) 2-dr., $465*; 4-dr., 
$305*; (98) 4-dr., $350*, $315*; 2-dr., 
$250*. °49 (98) 2-dr., $205*. 

PACKARD—’53 Clipper 4-dr., $650*. °52 
(300) 4-dr., $175*. 


PLYMOUTH — ’51 Suburban, $525; Belve- 


dere, $475. ’50 4-dr., $290. 
PONTIAC—'54 Catalina (6), $1,450*. °53 
Chieftain (6) 4-dr., $950*. '52 Chieftain 
(6) 4-dr., $740; 2-dr., $725*. ’51 (6) 
2-dr.. $500. $400. °49 (6) 2-dr., $350*. 
STUDEBAKER — ’52 Starliner, $285. °51 
Landcruiser 4-dr., $220. 
MISCELLANEOUS — ’53 Henry J 2-dr., 
$265. °49 GMC tow truck, $670. 
DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Aug. 24.) 
(Market exceptionally high. Trend is 
too, in this area for clean cars. Sold 162 
out of 214 offerings.) 
BUICK—’54 Special 2-dr., $1,670*. '53 RM 
4-dr., $1,235* (ps); 2-dr., $1,105* (ps). 
*52 RM 4-dr., $815*; Super 4-dr., $705*. 
’50 Special 2-dr., $495*; 4-dr., $370; Su- 
per Riviera 2-dr., $425*. '49 Special 2- 
dr., $350°. °48 Special 4-dr., $200. 
CADILLAC—’54 (62) coupe deVille, $2,450° 
(ps). °50 (62) 4-dr., $1,285°. °49 (62) 
4-dr., $600*. °46 Fleetwood 4-dr., $200, 
$130. 


CHEVROLET—’55 Two-ten (8) 4-dr., $1,- 
740°; Bel Air 2-dr., $1,405. '54 One-fifty 
2-dr., $740. ’53 Bel Air 2-dr., $1,155*, 
$855°; Two-ten 2-dr., $860; 4-dr., $730; 
One-fifty 2-dr., $455. "52 SL Special 4-dr., 
$600; Deluxe conv., $600; club coupe, 
$525. °51 SL Deluxe 4-dr., $580, $555; 
Special 2-dr., $505; club coupe, $505. '50 
SL Deluxe 2-dr., $570, $395, $385; Spe- 
cial 4-dr., $445, $340. °49 Special 4-dr., 
$275, $270; %-ton pickup, $393.50; De- 
luxe 2-dr., $385. "48 SM conv., $160. '47 
SM conv., $180; club coupe, $120; FM 
4-dr., $155, $120. 


CHRYSLER—’48 Limousine 4-dr., 


DeSOTO—’51 Custom 2-dr., $535*. ’°50 Cus- 
tom 4-dr., $530*; Deluxe 4-dr., $350. 


DODGE—’53 Coronet (6) 4-dr., $855. '50 
Coronet 4-dr., $255, 


FORD—’55 Fairlane (8) 2-dr., $2,120*, $1,- 
840; Custom (8) 2-dr., $1,740; 2-dr., 
$1,560, $1,450; Main (8) 4-dr., $1,580. 
*54 Custom (8) 2-dr., $1,155, $1,105. '53 
Main (8) 2-dr., $945*; 4-dr., $880; Cus- 
tom (8) 4-dr., $855. °52 Crestline (8) 
2-dr., $740; Custom (8) 2-dr., $715, 
$640; 4-dr., $705, $700. '51 Victoria (8), 
$565*; Custom (8) 2-dr., $530; 4-dr., 
$455; (6) 2-dr., $365; Deluxe (8) 4-dr., 
$425; 2-dr., $395; (6) 2-dr., $300. ‘50 
Custom (8) 2-dr., $510, $460, $445, $430, 
$365, $340, $330; club coupe, $450; conv., 
$395; 4-dr., $340, $310; Deluxe 4-dr., 
$465; 2-dr., $430, $415; conv., $215; (6) 
2-dr., $310; %-ton pickup, $430. '49 Cus- 
tom (8) 2-dr., $625, $375, $300, $265, 
$235, $175; conv., $330, $215; 4-dr., 
$220. °48 (8) 2-dr., $255, $135, $100. '47 
(8) conv., $200. 

HUDSON—’54 Hornet 4-dr., $1,200. ’51 
Commodore 4-dr., $390. ‘49 Commodore 
4-dr., $105. 

KAISER—’51 4-dr., $300. '49 4-dr., $100. 

LINCOLN—’51 Cosmopolitan 2-dr., $400. 


$255. 


"49 2-dr., $205; 4-dr., $200. 
MERCURY—’51 4-dr., $410; 2-dr., $255. 
"50 4-dr., $490. '49 station wagon, $165. 


46 2-dr., $115. 
NASH—’50 Statesman 2-dr., $205. 
OLDSMOBILE — ‘55 (88) Holiday 2-dr., 
$2,700* (ps). '54 (88) 4-dr., $1,705*. ‘51 
(88) 2-dr., $605*. "50 (88) 4-dr., $450°. 
"49 (98) club coupe, $305*; 4-dr., $245; 
(88) club coupe, $270. 
PACKARD—’50 2-dr., $125. 
PLYMOUTH — ’52 Cranbrook 4-dr., $555. 
’51 Suburban, $630, $415; Cranbrook 
coupe, $465; 2-dr., $430; club coupe, 
$385; °50 Suburban 4-dr., $300. ’°49 Sub- 
urban 2-dr., $330; Deluxe 2-dr., $350. 
’48 Deluxe 4-dr., $215. °'47 
Deluxe club coupe, $135; 2-dr., $130. 
PONTIAC—’55 Star Chief 4-dr., $2,110*; 
Catalina 4-dr., $1,900*. ’54 Chieftain (6) 


4-dr., $1,155. °53 Chieftain (6) 4-dr., 
$1,105. °52 Chieftain. (6) 2-dr., $805; 
Catalina, $805. ’51 (6) conv., $320. '50 
(8) conv., $415; 4-dr., $415; (6) 2-dr., 
$300. "49 (8) 4-dr., $415. °47 2-dr., $165. 
STUDEBAKER — ’'53 Commander 4-dr., 
$790. °52 Commander 2-dr., $400. ’50 


Champion club coupe, $275. 
* * * 


— Auctions in Brief — 
LITTLETON, COLO. 


Denver Auto Auction. Sale every Fri- 
day (Aug. 19). Sold 125 cars out of 225 


offerings. 
WINDSOR, VA. 


Windsor Auto Auction. Sale every Thurs- 
day (Aug. 25). Over 200 cars at sale this 


week. 
HARRODSBURG, KY. 

Blue Grass Auto Auction. Sale every 
Thursday (Aug. 25). A red hot sale with 
90 percent of cars selling. Buyers demand- 
ing more clean cars. 


CONCORD, MASS. 
Concord Auto Auction. Sale every Mon- 
day and Friday (Aug. 19 and 22). Sold 
298 cars out of 421 offerings. 





Timken Plans Expansion 


CANTON, O. — A $360,000 steel 
mill expansion program has been 
announced by the steel division of 
Timken Roller Bearing Co. In- 
volved is revision of a piercing 
mill to handJe longer tubing. 
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Toning Down the Rainbow .. . 


Softer Colors Due for °56 


(Continued from Page 1) 


selection of color combinations in 

1956, thereby probably delighting 

the buyers and horrifying the deal- 

ers who even now cannot begin to 

stock the possible color variations. 
+: * + 


HE manufacturers have gone 

nuts,” said one paint company 
official frankly. “I can’t understand 
why they are offering so many 
colors. It’s really going to put the 
dealers in a spot. It’s merely going 
to mean that more and more cars 
are going to be custom-made. 

“One way the dealers will be able 
to partly solve the problem will be 
to order the cars in a solid color— 
white, for instance—and then put 
the other color on themselves. We 
had quite a few dealer-customers 
start this last year and I think 
we'll have a continuation of this 
trend.” 

He cited the case of one 1956 
car in which more than 50 color 
combinations are offered in one 
body style and more than 200 
combinations for the entire make. 

Several officials predicted that 
white will be the predominant color 
in 1956, as it was in 1955. One paint 
company spokesman said demand 
for white in 1955 was well beyond 
his firm’s capacity. 

A continuation of the recent trend 
to off-whites — blue-white, yellow- 
white, pink-white and others—was 
predicted to blend with the cars’ 
basic colors. 

* *” 

F A white-white is used in com- 

bination with a darker color it 
becomes chalky, according to one 





Multi-colored autos were the 
style in the 1920s. Some cars had 
as many as seven colors, and the 


automobile industry was using 
some 13,000 different shades. 





expert. However, at least one firm 
has developed a “universal” white 
which is compatible with almost 
every other color. 

The color experts, in their quest 
for more subdued hues this year, 
have fallen back on the metallics, 
which lack durability. 

This has presented the paint 
industry, which is having its best 
year in history, with one of its 
major problems: “How to make 

the light metallics more durable.” 
Discussing the colors on the 1956 
models, one styling engineer said, 
“I think you'll see about the same 
number of three-tones in 1956 as 
you saw in 1955. Three-toning is 
suitable for certain models only 
because of their design. The ’55 
Dodge, for instance, was OK for 
three colors. But most other cars 
would begin to look like taxi-cabs. 


* * * 
| DON’T think there will be many 
new colors or shades because 
just about everything has been cov- 
ered. The purple family was pretty 
well exhausted last year. 

“About all that’s left is the orange 
family and I think we'll see quite 
a variety of oranges, tans and 
taffys. Refined greens and blues also 
will be high in popularity. I also 
look for some grays and browns 
to come back, along with some 
interesting maroons and plum.” 

One manufacturer had a new 
pink and labeled it “nude,” but 
changed the name at the last 

minute. 

E. E. Anderson, American Motors 
Corp. styling director, said, “Basi- 
cally, there will be a continuing 
trend to simple colors—pinks, reds 
and forest greens. Black and white 


will be strong in 1956, especially 
white in combination with other 
colors. 


“I expect that 1956 will be the top 
year in blending the exteriors and 
interiors. The trend will probably 
be away from so much blending in 
1957. You lose the wallop if you 
have too much blending.” 

* a a 
i= expert predicted that copper 
and bronze tones would be 
strong in 1957 and thereafter. He 
also saw greater popularity for the 
orange family in the coming years. 


Remarking on the more numer- 
ous color selections, this official 
said a limiting factor is “what the 
dealer can handle,” implying that 
some of his fellow manufacturers 
have been ignoring this factor in 
recent years. 

He also pointed to another lim- 
iting factor, manufacturing ca- 
pacity — not im applying the 
multiple colors but in providing 
the interior trims that match the 
colorful exteriors. 

George W. Walker, new styling 
director for Ford Motor Co., said, 
“The trend in new cars will be 
toward the use of softer, more 

subtle colors, some in the pastel 
shades, on exteriors. 

“The same will be true of car 
interiors, which have really come 
into their own with the many new 
modern fabrics. 

“I, personally, am very pleased 
with the public’s acceptance and 
demand for colors. There is a limit 
to its use but color is a happy 
thing to have around and from an 
automotive stylist’s point of view it 
gives us much more latitude with 
a design tool that heretofore has 
had to be kept pretty well 


shackled.” 
A CHRYSLER spokesman said 
that there is some feeling that 
the zenith of bright colors has been 
reached and that a little softening 
of car shades is due. He added that 
color won’t have as much impact 
on the 1956 models as it did on the 
previous models. 

“Our color specialists,” he said, 
“expect colors that are richer and 
less intense, richer and more ele- 
gant. We will have a wider selec- 
tion of interiors and exteriors. We 
expect more metallics than ever.” 

It was hinted that the Dodge 
will have some additional three- 
tones this year. 

While color on cars has become 
more important than ever before 
and is more often than not the 
“thing that triggers the sale,” most 
factories don’t make their final 
decisions on colors until the last 
minute. 

This produces considerable con- 
fusion and frustration in the auto 
ad departments and agencies which 
can only go so far in their adver- 
tising plans until the colors are 


selected. 
A TOP-RANKING sstylist for a 
paint company had this to say: 
“We recently completed our color 
presentations for the 1957 models. 
But we don’t see the models and 
it’s difficult to make any sound 
recommendations. Some colors and 
combinations look good with some 
lines and bad with other lines. 
This stylist said a well-painted 
car is one that has color balance, 
which is achieved by harmoniously 
combining a base color with an 
accent or complimentary color. He 


Goodrich Items 
To Cost More 


AKRON.—Increased costs of ma- 
terials, notably crude rubber and 
steel, along with higher pension 
and insurance costs, were cited by 
R. V. Yohe, sales vice-president of 
B. F. Goodrich Co. industrial prod- 
ucts division, as major factors lead- 
ing to price increases announced 
last week by his company. 

Increases ranged from 6 to 10 
Percent on various types of belting; 
5.5 to 10 percent on industrial rub- 
ber hose; 8 percent on shoe prod- 
ucts; 5 to 10 percent on molded 
industrial rubber items; 11 percent 
on rubber bands, and as much as 
25 percent on certain miscellaneous 
items. 


* * * 


* * * 





said this doesn’t mean the car 
should be half covered by each 
color; a more likely combination 
would be two-thirds in the base 
color and one-third in the accent 
color. 

Commenting on chrome for the 
"56 models, another factory 
spokesman said he expected that 
the side sweepspear and other 
chrome parts would be more har- 
monious and tasteful on the 1956s. 

He declared, “People like chrome 
but not when it’s slapped on every- 
where. Chrome should define and 
emphasize a line of the car. The 
use of chrome will be much more 
calculated this year.” 

Discussing the quality of paint 
on the new models, one paint official 
predicted that the auto makers will 
soon begin merchandising their 
cars’ paint quality because some 
important advances have been 
made, and will be made, in improv- 
ing the luster, durability, work- 
ability and cheapness of paint. 

* x x 


topes factory representative pre- 
dicted that there will be a 
gradual toning down of auto paint 
colors until in five years the two- 
tone car will be obsolete. He 
explained: 

“They will take one color and 
try to make it look subtly different 
by sculptured styling and other 
tricks. We’ll have many more color 
subtleties. 

“I look for the cars of the 
future to follow the path of the 
GM dream cars, especially the 
Chevrolet Biscayne, the Oldsmo- 
bile Delta and the LaSalle Hl, all 
of which give a varied effect 
with a single color through their 
sculptured, concave lines.” 

The conversations with the auto 
and paint company officials pointed 
up a remarkable degree of unanim- 
ity about auto colors. This will give 
still more ammunition to those 
auto critics who say, “The modern 
cars are all alike.” 


Simmons Olds Moves 
VICKSBURG, Miss. — Simmons 
Oldsmobile Co., a 21-year-old deal- 
ership, has moved to a new loca- 
tion formerly occupied by Early 
Chevrolet Co. Owner is Sam S. 
Simmons. 
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THE MONTPELIER MANUFACTURING CO. 
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Talent for '56 DeSotos— 





Irving Woolson, DeSoto president, introduces some of the talent that will present 
the 1956 DeSotos to the public. Actress Marguerite Chapman, left, will be seen on 
television and Peggy Taylor, new MGM recording star, will handle singing commer- 
cials. The girls attended the company’s annual field meeting in Detroit. 

* * 


DeSoto Aims Production 
At 4th-Quarter Record 


DETROIT. — DeSoto intends to| business management managers, 
build more new cars in the final! im addition to parent Chrysler 


quarter of this year than it has in 
any corresponding period, in an- 
ticipation of another record year, 
President L. Irving Woolson said 
last week. 

He spoke at the annual field 
meeting held here, at which the 
1956 models were introduced to 
field men. 

Also announced were new sales 
goals, backed by unprecedented ad- 
vertising and promotion expendi- 
tures. Said J. B. Wagstaff, sales 
vice-president, in acknowledging a 
sales record for the 1955 - model 
run: 

“This does not mean that DeSoto 
has got it ‘made,’ nor does it allow 
for any relaxed complacency. We 
intend to ... improve on our going 
85 percent increase over 1954.” 

The meeting was attended by 
zone, regional and district man- 
agers, home - office department 
heads, regional merchandising 
managers, service managers, parts 
and accessories managers and 


Corp. officials. 

Those addressing the meeting, in 
addition to Woolson and Wagstaff, 
included L. L. Colbert, president of 
Chrysler Corp.; A. B. Nielsen, gen- 
eral sales manager of DeSoto; W. 
J. Bird, general sales manager of 
Plymouth; C. L. Jacobson, sales 
vice-president of Chrysler Corp.; 
James L. Wichert, director of ad- 
vertising and sales promotion of 
DeSoto; H. E. Chesebrough, chief 
engineer for car bodies of Chrysler 
Corp.; A. C. Prine jr., coordinator 
of Forward Planning for Chrysler 
Corp., and officials of DeSoto’s ad- 
vertising agency, Batton, Barton, 
Durstine and Osborn. 


Voltswagon? 


DETROIT. — The typical 1925 
model car averaged 5.5 light bulbs. 
Today’s typical car has almost 23 
lights, on the average, and the av- 
erage American home today only 
has 19 general use light bulbs. 


Durable, More Modern, Lighter 
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NO OTHER BODY STRUCTURE HAS ALL THESE CHARACTERISTICS 





CORROSION — ODOR PROOF 


MONTPELIER (FRP) Plastic bodies do not corrode—do not pick up odors—rust— 
rot—and may be steam cleaned without deterioration. 


SUPERIOR INSULATING VALUE 


REDUCED BODY WEIGHT 
tenance—improves load capacity. 


IMPROVED BODY SANITATION 


MONTPELIER (FRP) Plastic body material has superior electrical and thermo 
insulating characteristics. FRP conducts only 1.2 B.T.U. as compared to 
1200-1500 B.T.U. for aluminum, and 275-325 B.T.U. for steel. 


Considerable reduction in body weight—saves tires—saves gas—saves main- 


A high degree of sanitation is possible due to the extreme resistance of 
MONTPELIER (FRP) Plastic body material to acid—chemicals—odors—corrosion. 


MAXIMUM STRENGTH 









REPAIR AND MAINTENANCE 


MONTPELIER (FRP) Plastic body construction results in body strength as great 
as any other body material used under similar conditions. 


MONTPELIER (FRP) Plastic body material lends itself to easy repair of body 
damage. Such repairs may be easily and quickly made without a great deal 


of skill. Repainting is a comparatively simple procedure. 
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8,000 Office Workers Win Guaranteed Wage . . . 


3-Year Pact Ends Chrysler Strike 


ing committee who were not in | volved dealers being aware of or- 


(Continued from Page 1) 


concession by each side. The com- 
pany gave in or a big roadblock 
and agreed to extend the sup- 
plemental unemployment bene- 
fits to 8,000 organized office 
workers. 


The union compromised on its 
demand that the boost in the an- 
nual improvement factor be retro- 
active to June 1, the effective date 
of the GM and Ford boost. This in- 
volved about $12 million. It was 
finally agreed that the six-cent im- 

rovement factor increases would 

effective Sept. 1, 1955, Apr. 1, 
1956, and June 1, 1967. 
+ . 


HHRYSLER CORP. also settled 

with 1,250 plant guards simul- 
taneously with the UAW agree- 
ment. 

The Chrysler settlement provided 
for: (1) the supplemental unem- 
ployment benefit plan, (2) special 
Wage increases for 12,700 skilled 
tradesmen, (3) wage increase of 
2-19 cents per hour for 7,500 hourly 
employes in 100 classifications, (4) 
elimination of area differentials, 
(5) the annual improvement factor 
raise, (6) a cost-of-living allow- 
ance, based on one-cent for each 
0.5 percent change in the Bureau 
of Labor Statistics Index. F 

Also, (7) a 10 percent premium 
for third shift workers, (8) two ad- 
ditional half holidays, (9) increased 
Pay in lieu of vacations for work- 
ers with more than 10 years and 
less than 15 years experience, (10) 
liberalized illness and injury bene- 
fits, (11) improved life and medical 
insurance and (12) improved pen- 
sion benefits for all Chrysler Corp. 
and Briggs Mfg. Co. retirees. 

When the negotiators failed to 
reach a settlement by the dead- 
line last Wednesday, a demon- 
stration was set off in a room 
adjoining the negotiations by 
members of the union bargain- 


Sales Tax Dies 
In Pennsylvania; 


May Be Renewed 


HARRISBURG, Pa.— (UTPS) — 
Pennsylvania’s general one percent 
sales tax, which included sale of 
automobiles, expired at midnight, 
Aug. 31. 

Largely through the efforts of the 
Pennsylvania Automotive Assn., the 
tax was placed only on the cash 
difference between the tradein 
allowance and the purchase price, 
rather than on the total price of 
the new car. 

However, there still remains a 
slight possibility that the sales tax 
may be reenacted at an increased 
rate for another two years to help 
meet budget requirements. 

Although Gov. George M. Leader 
repeatedly has voiced his objection 
to a sales levy, his proposal for a 
classified income tax was defeated 
in the Legislature, leaving the mat- 
~od of additional funds up in the 

r. 


on the final talks. 

They sang “Solidarity Forever,” 
and chanted “Chrysler was a horse 
thief.” This was said to be the first 
time such a demonstration was 
conducted so close to an auto-plant 
negotiation session. 

A few minutes later Robert Con- 
der, Chrysler director of industrial 
relations, and John Leary, Chrys- 
ler director of labor relations, 
stalked red-faced out of the room. 

+ + * 


yew supplemental benefits plan, 
backed up by an eventual trust 
fund of $49 million, provides for 
payments (when added to state 
benefits) of up to 65 percent of a 
workers’ wages for four weeks and 
up to 60 percent. for the subse- 
quent 22 weeks. 

Still unresolved in the American 
Motors negotiations are issues in- 
volving wages, pensions, insurance, 
seniority, employe washup and 
snack periods and two local agree- 
ments. 

Shortly after the Chrysler 
agreement was reached last week, 
some 10,000 Studebaker workers 
at South Bend overrode their of- 
ficers recommendation that their 
contract be extended on a day- 
to-day basis and went on strike. 

Both management and union of- 
ficials said they were still in the 
area of general! discussions, al- 
though progress was being made 
in the talks. 

Last week a strike was still on 
at 18 International Harvester 
plants. Negotiations continued on 
fringe benefits for the 40,000 UAW 
members. 

* a. 

ON THE dealership front, Local 

376 of the AFL Salesmens 
Union reported that it had won its 
fourth straight election in Detroit 
since the union began petitioning 
for elections at the Michigan State 
Labor Mediation Board. The latest 
union triumph was at Southwestern 
Motor Sales (Ford). The vote was 
49-2. 

State board elections were 
scheduled last week for Louis 
Rose (DeSoto-Plymouth), Johnny 
Motors (DeSoto - Plymouth) and 
Berkley Motors (Ford). An elec- 
tion at New Center Ford is set 
for this week. 

Last week there were reports of 
labor union activity among dealers’ 
mechanics in five different Penn- 
sylvania areas, exclusive of the 
principal cities. 

In three recent cases, mechanics 
signed membership applications 
and the unions requested the State 
Labor Relations Board to hold 
hearings without any of the in- 


Auto Dilemma 


COLUMBUS, O. — City officials 
are trying to find a way to dispose 
of many autos they have impounded. 
The city cannot auction impounded 
automobiles on which there are 
chatel mortgages. Owners are not 
interested in claiming automobiles 
on which lien and impounding 
charges exceed the car’s value. 
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ganizational activity in their shops. 
* * * 


ir ANCHORAGE, Alaska, An- 
chorage Buick Center and An- 
chorage Motors have signed con- 
tracts with their shop employes, 
represented jointly by Local 959 of 
the AFL Teamsters and Lodge 1735 
of the AFL Machinists. 


The new contracts call for hourly 
rates of $3.25 for fender men and 
painters, $2.89% for parts and 
greasemen and $2.65 for cleanup 
men. Also provided are eight paid 
holidays, two-week vacations after 
one year, company-paid health and 
welfare plans and company-paid 
coverall service. 

But A. L. Phelan, a union offi- 
cial warned, “Although working 
conditions in established shops 
are good in this area, jobs are 
still scarce and living costs are 

high.” 

He added that workers should 
not come to work in Alaska unless 
they have jobs to come to. 





More Simplicity— 

The simplicity of the tubeless truck tire 
and one-piece drop-center rim (top) is 
contrasted in the above photo with the 
present six-piece assembly consisting of 
tire, tube, flap, rim base, flange and 
locking ring (below). The tubeless assem- 
bly is easier to mount and service and 
will be standard on many of the 1956 
model trucks. 


Trucks to Adopt 
Drop-Center Rim, 


Firestone Says 


AKRON. — New one-piece rims 
and tubeless tires will be standard 
equipment on many 1956 model 


‘trucks, according to Raymond C. 


Firestone, executive vice-president 
of Firestone Tire & Rubber Co. 

He said Firestone factories are 
mass-producing the tires and rims 
for the original equipment and re- 
placement markets. The drop-cen- 
ter rims are being made in new 
size designations up through 
11.00-20 and 11.00-22, These sizes 
cover more than 90 percent of 
heavy over-the-highway trucks. 

In the larger sizes, at the present, 
the O-ring seal type rims are be- 
ing used for tubeless tires. 

Firestone said that with the new 
assemblies truckers will gain the 
advantages of tubeless tires which 
were introduced to new-car buyers 
this year. 

Firestone also predicted that the 
drop-center rim is destined to be 
used on virtually all over-the- 
highway trucks of types that have 
previously used the multipiece 
assemblies. 


NSPA Charges Big Three Parts Squeeze 


(Continued from Page 1) 


by requiring their dealers “by one 
means or another” to buy replace- 
ment parts and supplies from them 
and by aggressively promoting the 
idea that “genuine parts” can be 
secured only through the auto man- 
ufacturer. 

He said this policy “plays havoc” 
with the independent parts manu- 
facturer, wholesaler, distributor and 
retailer, who are foreclosed from 
doing business in the replacement 
market even though they may han- 
dle a part identical to that spon- 
sored by the vehicle manufacturer. 

Halfpenny contended that the 
“genuine parts” promotion is 
“false advertising and misrepre- 
sentation,” but that despite long- 
standing complaints the Federal 

Trade Commission “stands idly 

by.” 

Halfpenny charged that the Big 
Three, because of its economic pow- 
er, often forces the parts manufac- 
turer to sell it original equipment 
parts at cost or below, then divert 
some of the supply into the re- 
placement service market in com- 
petition with independent parts 
makers and handlers. To survive, 
he said, the independent parts man- 
ufacturer must make his profit on 
independent replacement sales. 

* x 


“DUT here,” he added, “we find 
him in the difficult position of 
competing with the major vehicle 
manufacturer, his own customer, 
who dominates the market and 
sets the price at which the prod- 
uct is sold.” 
The association official declared 


Obituaries 


J. Malcolm Fincher 
DUBLIN, Ga.—J. Malcolm Fincher, 50, 
partner of Perry Motor Co. and vice-presi- 
dent of Service Coach Lines, died Aug. 24 
after a heart attack. 
7 * * 
Robert C. Burger 
HUNTSVILLE, Ala.—Robert C. Burger, 
54, owner of Buster Burger Motor Co., died 
Aug. 14. 
7 * + 
John H. McGraw 
BELLAIRE, O.—John H. McGraw, 34, 
local Chevrolet dealer, is dead. Mr. McGraw 
was killed when his plane crashed in a 
field near St. Clairsville, O. 
- * * 
doe C. Blair 
McCOMB, Miss. — Joe C. Blair, 60, 
Snae automobile dealer here, died Aug. 
2. 
+ * * 
Don C. McVay 
TRENTON, Mo.—Don C. McVay, 66, 
automobile dealer, died here after a long 
illness. Once president of the University of 
Missouri Alumni Assn., he was national 
director of crop production loans under 
President Hoover and delegate to Republi- 
can conventions in 1928 and 1940. 
. * * 


Ted Wilmot 

OKLAHOMA CITY.—Ted Wilmot, 55, a 
former manager of McDonald-Scott Chevro- 
let Co. here and once noted as an orchestra 
leader, died Aug. 18 at St. Anthony Hos- 
pital of a heart ailment. Mr. Wilmot was 
a@ past president of the Used Car Dealers 
Asen. and the Sports Car Assn., both of 
Tulsa. 

* * 7 

. Carl C. Eddins Jr. 

MADISON, Va.—Carl C. Eddins jr., 49, 
head of Eddins Motor Co. (Ford), died 
a 25 at the University of Virginia Hos- 
pital. 


that the car maker, in attempting 
“not only to sell original equip- 
ment but to control all of the 
repairs and service,” is, in his 
opinion, attempting to create 2 
monopoly and that the “only 
force strong enough to protect 
vehicle owners against this is the 
Federal government.” 


Halfpenny complained to Sena- 
tor Harley M. Kilgore, West Vir- 
ginia Democrat and subcommittee 
chairman, that the FTC, in issuing 
past cease-and-desist orders against 
parts manufacturers and jobbers 
under the Robinson-Patman Anti- 
price Discrimination Act, has held 
that discounts to specific purchas- 
ers are in themselves illegal, even 
though resulting competitive injury 
is not proven. 


He pointed out that the act does 
not rule out the charging of dif- 
ferent prices to different custom- 
ers but only bans price discrim- 
ination that tends “substantially to 
lessen competition.” He recom- 
mended that the act be amended 
to spell out clearly the legality of 
quantity or functional discounts 
that do not hamper competition; 
that actual proof of competitive in- 
jury be shown before a price dif- 
ferential is outlawed, and that the 
FTC’s cease-and-desist orders be 
more specific in telling businessmen 
what they can and cannot do. 

* * * 


rouse on another aspect of 
antitrust law was the testimony 
of Joseph G. Kilbert, sales manager 
of Harley-Davidson Motor Co., man- 
ufacturer of motorcycles, parts and 
accessories. The firm is operating 
under a 1954 FTC order which pro- 
hibited it from continuing “exclu- 
sive dealing” contracts whereby its 
dealers were forbidden to handle 
competing lines of goods. Kilbert 
said the company is complying with 
the order, issued under the author- 
ity of the Clayton Antitrust Act, 
but that it still challenges the valid- 
ity of the FTC complaint and the 
sufficiency of the evidence on which 
it was based. 


He said the use of exclusive 
dealers is not by itself monopo- 
listic in lessening competition and 
that there is more justification 
for it in the motorcycle industry 
than in the automobile and farm 
implement fields, where the prac- 
tice has not been challenged. 


“Overall motorcycle sales,” Kil- 
bert said, “have never reached a 
volume which justified the dealer 
making duplicate investment in 
new motorcycles, parts, special 
shop equipment and man power to 
enable him to sell and service more 
than one make of vehicle. The or- 
dinarily intelligent dealer recog- 
nizes that it would be economically 
wasteful to duplicate his facilities 
to accommodate the relatively small 
number of additional motorcycles 
he might sell in the process.” 

Kilbert denied that exclusive deal- 
ing in the industry cut off the mar- 
ket from new competition. 

“There is no legal or economic 
barrier to prevent any new entry 


into this field,” he said. “A motor- 
cycle manufacturer with an ac- 
ceptably designed product ready to 
produce could start up tomorrow 
and by intense devotion to the en- 
deavor become a leader in the field 
within five years.” 
* x * 

ars dealing, on the other 

hand, came in for some sharp 
criticism by another witness, Alfred 
R. Brenholts,. president of Stitt Ig- 
nition Co., Columbus, O. 


He said his firm, whose manu- 
factured products include a line of 
spark plugs, has been hurt in its 
replacement market business by 
the domination of the three “giant” 
spark plug makers—Champion, A-C 
and Auto-Lite. He said they con- 
trol over 90 percent of the replace- 
ment business, acquiring this “mas- 
sive share” of the market through 
exclusive dealing arrangements 
with large customers such as major 
oil and automobile companies. 


He said the FTC cease-and- 
desist order of 1953 against such 
practices by the major spark plug 
manufacturers has not had any 
discernible effect in opening up 
the replacement market. 

Matt Triggs, assistant legislative 
director of the American Farm 
Bureau Federation, appeared be- 
fore the subcommittee and reiter- 
ated his opposition to passage of 
the NADA anti-bootleg and terri- 
tory security bills, saying enact- 
ment “would create a monopolistic 
practice in restraint of trade.” He 
first testified against the bills dur- 
ing July hearings conducted by a 
House interstate and foreign com- 
merce subcommittee. 

—Wiuiam ULLMAN 


Dealers Accuse 
Foreion Maker of 


Restrictive Tactics 


NEW YORK. — The executive 
committee of the National Imported 
Car Dealers Assn. last week con- 
demned the actions of representa- 
tives of a manufacturer of a for- 
eign car who, the committee 
charged, are seeking to invade the 
American market by using tactics 
that would restrict the sale of other 
foreign cars. 

Executives of NICDA said mem- 
bers have registered complaints 
that they are being “pressured” 
into dropping valuable franchises 
under threat of losing the fran- 
chise to sell a low-priced, foreign- 
built car. 

They condemned such tactics as 
being stifling to free competition 
and likely to cause financial hard- 
ship at dealer levels. 


The NICDA, it was revealed, has 
been urged by dealer members to 
investigate possibilities of seeking 
recourse in the offices of the U. S. 
attorney general and the Interstate 
Commerce Commission. 
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Monroney Presses Auto Inquiry... 


40,000 Dealers to Get 
Quiz from Senate 


(Continued from Page 1) 


erick G. Payne, Maine Republican. 
Special counsel is David Busby. 
* : 


* 
y=, it is unlikely that there 
will be any activity this month 
dealing directly with the NADA- 
sponsored auto bills, preparatory 
work will be resumed after a 
virtual August standstill. 
Meanwhile, many members of 
both the Senate and the House are 
pursuing inqftiries around the 
globe. Many others are back in 
their home districts looking after 
political fences and endeavoring to 
learn just what their constituents 
think. 
At NADA headquarters, three 
key men— Executive Vice - Presi- 
dent Frederick J. Bell, General 


Car Sales Hailed 
By Buick, Olds 


GM Divisions Issue 
Reports for August 


Auto manufacturers continue to 
report strong retail sales with fig- 
ures topping the marks of last 
year. Among those releasing tallies 
last week were: 


Buick 


Buick sold 23,119 new cars at re- 
tail during the second 10 days of 
August, bringing the year’s total 
registrations to 506,283, according 
to Ivan L. Wiles, general manager. 

This marks the second time in 
Buick history that its sales have 
exceeded the half-million mark. 
The all-time retail sales for any 
full year was established in 1950 
with 556,203 units sold. 

Wiles said sales for the first 20 
days of August amounted to 45,130 
autos, compared with 28,230 for the 
same period of 1954. 

Buick has built its 552,828th car 
for 1955, shattering all previous 
production records for any full 
year in its history, Wiles added. 
The previous record was estab- 
lished in 1950. 

Production in 1954 was 531,463 
units, he said. This year is the 
third time that Buick output has 
topped 500,000. 


Oldsmobile 


Oldsmobile’s greatest production 
and sales year in its 58-year history 
has seen it smash all records in the 
first eight months of 1955, J. F. 
Wolfram, general manager, asserted 
last week. 

Retail sales hit an alltime high, 
Wolfram said, of 400,988 new cars 
for the year through Aug. 20. This 
is a gain of 53 percent over the 
same period of 1954, he said. The 
12-month sales mark set in 1954 
has been surpassed in the latest 
10-day period ended Aug. 31 but 
final figures are not available. 

Wolfram stated that Oldsmobile 
output is at an alltime peak, total- 
ing 389,504 vehicles for the first 
seven months of this year. This is 
an advance of 49 percent over the 
262,125 cars manufactured in the 
same period of 1954. On Aug. 24, 
Oldsmobile’s production for 1955 
Passed the previous 12-month mark 
of 433,810 Oldsmobiles assembled in 
1954. 


Chrysler’s Old Home 


Given to Kansas Town 

ELLIS, Kans. — The boyhood 
home of Walter P. Chrysler, 
founder of Chrysler Corp., was 
dedicated last week as the high- 
light of a day-long celebration in 
tribute to this town’s most fa- 
mous son. 

K. T. Keller, chairman of the 
corporation, presented the deed 
to the home to Weldon Johnson, 
mayor of Ellis, during a cere- 
mony in front of the small white 
frame house. The home has been 
restored to look exactly as it did 
in 1889 when Chrysler was a boy 
of 14. A collection of his per- 
sonal possessions is on display in 
a setting identical to that which 
he knew as a boy. 











Counsel James Moore and Legis- 
lative Counsel Rowland Kirks—are 
ready to proceed after a deserved 
rest from the long grind during the 
first session of the 84th Congress. 

A big job ahead of all the 
NADA staff, of course, is the 
forthcoming annual convention to 
be held in Washington in Janu- 
ary, which is expected to bring 
a record attendance. 

Matters of more concern to the 
automotive industry will be taken 
up at some of the committee meet- 
ings and hearings set for October, 
including a House Ways and 
Means Committee study of excise 
tax problems. 

Having just completed the sec- 
ond phase of its hearings, the 
Senate Judiciary antitrust sub- 
committee will hold its third 
hearing Sept. 13, exploring anti- 
trust and monopoly phases of for- 
eign trade. 

Hearings also will be held in 
London, Paris and Rome in an 
effort to find out if American firms 
are hurt by discriminatory prac- 
tices abroad and whether U. S. 
laws place them at a disadvantage 
in competing with foreign trade. 
Hearings on the subject then will 
be resumed in Washington. 

+ * * 


HOUSE Interstate Commerce 

subcommittee on transportation 
and communications is scheduled to 
begin public hearings Sept. 19 on the 
presidential Advisory Committee’s 
recommendations on national trans- 
port policy. Secretary of Commerce 
Sinclair Weeks, who was chairman 
of the advisory committee, is sched- 
uled to be the first witness. 

Meanwhile, Rep. George Fallon, 

Maryland Democrat, whose na- 
tional highway bill became one 
of the bitter issues of the recent 
session of Congress, is reportedly 
working on a new bill. 

It was Fallon who proposed to 
pay for the highway program by 
additional heavy levies on gasoline, 
tires, trucks and diesel fuel which 
resulted in killing the bill, tempo- 
rarily, at least. 

Fallon — like most of us— is for 
the grand highway program, but 
how to pay for it is the question 
that is bothering everyone. 





Studebaker's Rated 'Safest'— 


Henry Scharf, publisher of Car Life 
magazine, left, presents three trophies to 
Harold E. Churchill, Studebaker vice-presi- 
dent, as top awards in the publication's 
“safest car in America’’ ratings. The mag- 
azine tested 35 models, representing 17 
lines of cars, in compiling its ratings. Stu- 
debaker won for its Commander V-8, Pres- 
ident V-8 and Speedster models in their 
classifications. 


Here’s Monroney Text... 








Questions Senators Asked 


WASHINGTON. — Here is the 
text of the questionnaire being 
sent to 40,000 dealers by the Senate 
Monroney committee: 

IMPORTANT: Please indicate 
answers by marking (x) in appro- 
priate space. If you wish to make 
additional comments, use separate 
sheet. 

1. Do you feel that there is need 
for Congressional study or Federal 
legislation with regard to automo- 
bile dealers’ problems in the field 
of automobile marketing? 

2. For what make(s) 
present franchise? 

3. During the past 20 years 
with how many automobile man- 
ufacturing companies have you 
held franchises? 

4. How long have you been a 


is your 





6,054,000 California Units 
Top States; New York 2nd 


WASHINGTON. — Following last 


week’s estimate of 61,301,000 total . 


vehicles on the road by the end of 
this year, the Department of Com- 
merce has announced estimates of 
auto and truck registrations by 
states. 

California leads with 6,054,000 
or an increase of 6.20 percent; 
New York, 4,586,000, up 4.40 per- 
cent, and Texas, third with 3,- 
755,000, a boost of 7.10 percent. 
Florida scored the largest per- 
centage gain with 10 percent. 


Dayton Develops 
New Truck Tire 


DAYTON, O.— The development 
of a new truck tire has been 
announced by Dayton Rubber Co. 

Dayton says it is stronger, lighter 
and cooler-running. 

Using a new tougher cord, the 
tire is said to give more mileage 
and driving safety. Large-scale 
commercial production is now 
under way. 


How Chrysler Is Gearing 
To Back Up Dealers 


(Continued from Page 2) 


agers, E. L. Joseph, Eastern; C. E.| 
Sumrall, Central; C. R. Curtan, 
Midwest; S. C. Mitchell, Western. 


Then come the 22 regional man- 
agers, district managers, city man- 
agers, service and sales promotion 
specialists. 

oa * - 
HAERS, as field manager, heads 
several new departments de- 
signed to aid dealers: 

Fleet Sales—headed by C. A. Rob- 
itaille, who has six specialists 
spotted throughout the country, in 
addition to a factory staff. 

Used Cars—headed by F. F. Rit- 
ter, with used-car specialists in key 
centers. 

Business Management—guided 
by A. H. Green, with 22 special- 
ists in regional offices, as well as 
the factory staff. 

Parts and Service—headed by J. 
P. Smith, whose specific assignment 
is to increase dealer service vol- 
ume. 

National Service Department — 
led by R. B. Teiper, with a staff 
from coast to coast and the pri- 
mary assignment of helping train 
dealer service personnel. 

Distribution — headed by A. M. 
Fetta, to help dealers get the mer- 
chandise they need at the right 
time. 

In addition, retail sales and Im- 
Perial sales departments are being 
organized to assist dealers on the 
local level. 





- a 
HERES the advertising and mer- 
chandising setup, under B. R. 
Durkee, assistant sales manager: 


Merchandising—headed by J. B. 
Huntress, with specialists placed in 
strategic sales areas. 

Special Events—headed by G. H. 
Miller, and staffed by sales promo- 
tion specialists and assistants. 

Advertising — headed by J. H. 
Caron and assisted by H. L. Ault, 
who is in charge of dealer adver- 
tising. 

Administration and sales plan- 
ning is directed by G. J. McCarthy, 
assistant sales manager, with the 
following new departments: 

Sales Budget and Administrative 
Services—headed by J. C. Talking- 
ton. 

Sales Personnel and Methods 
Planning—guided by P. N. Camp- 
bell jr. 

Territorial Development—headed 
by C. G. Beeching. 

Market Analysis—led by L. D. 
Wicks. 

Quality Dealer Department — 
headed by H. B. Sewell. 

The sales department has de- 
veloped color-keyed charts of its 
personnel so that it can tell at a 
glance how it stands in relation 
to age and promotability of its 
manpower. 

Through its quality dealer de- 
partment, it can determine the 
strength of its dealers. 

“And we aren’t forgetting,” Briggs 
added, “that it takes spirit as well 
as men and methods to build an 
organization.” 


The complete totals are: 
tate 





Cars* Trucks* Total* 
Ala. 778,000 198,000 ‘976,000 
Ariz. 308,000 92,000 400,000 
Ark. 385,000 182,000 567,000 
Calif. 5,225,000 829,000 6,054,000 
Colo. 550,000 164,000 714,000 
Conn. 799,000 109,000 908,000 
Del. 114,000 30,000 144,000 
Fla. 1,310,000 238,000 1,548,000 
Ga. 960,000 245,000 1,205,000 
Id. 232,000 93,000 325,000 
Til. 2,820,000 406,000 3,226,000 
Ind. 1,460,000 298,000 1,758,000 
Ia. 956,000 223,000 1,179,000 
Kans. 791,000 252,000 1,043,000 
Ky. 800,000 212,000 1,012,000 
La. 732,000 197,000 929,000 
Me. 250,000 69,000 319,000 
Md. 169,000 137,000 906,000 
Mass. 1,352,000 187,000 1,539,000 
Mich. 2,585,000 370,000 2,955,000 
Minn. 1,106,000 247,000 1,353,000 
Miss.  ..431,000 186,000 617,000 
Mo. 1,183,000 300,000 1,483,000 
Mont. 220,000 104,000 324,000 
Neb. 493,000 155,000 648,000 
Nev. 93,000 29,000 122,000 
N. H. 171,000 39,000 210,000 
N. J. 1,759,000 247,000 2,006,000 
N. M. 239,000 86,000 325,000 
N. Y. 4,081,000 505,000 4,536,000 
N. C. 1,098,000 287,000 1,385,000 
N. D. 206,000 99,000 305,000 
oO. 3,021,000 423,000 3,444,000 
Okla. 746,000 263,000 1,009,000 
Ore. 710,000 84,000 794,000 
Pa. 3,088,000 515,000 3,603,000 
R. L. 269,000 38,000 307,000 
Ss. C. 610,000 142,000 752,000 
Ss. D. 237,000 87,000 324,000 
Tenn. 948,000 237,000 1,180,000 
Tex. 2,966,000 789,000 3,755,000 
Utah 257,000 65,000 322,000 
Vt. 119,000 16,000 135,000 
Va. 995,000 220,000 1,215,000 
Wash. 910,000 210,000 1,120,000 
W. Va. 401,000 117,000 518,000 
Wis. 1,128,000 248,000 1,376,000 
Wyo. 120,000 55,000 175,000 
D. of C. 178,000 23,000 201,000 
* Estimated 





‘Outstanding’ Ad Man— 


Thomas B. Adams, right, assistant to the 
president of Campbell-Ewald Co., Detroit 
advertising agency, receives a plaque 
naming him “Outstanding Young Advertis- 
ing Man of the Year" from Clark H. 
Stevens, president of the Detroit Adcraft 
Club. Adams was awarded the plaque 
by the Assn. of Advertising Men and 
Women of New York. 


franchised new car dealer? 


A. Less than five years 
B. Five to 10 years 
C. Ten to 15 years 
D. Fifteen to 25 years 
E. More than 25 years 
5. In what state is your dealer- 
ship located? 
6. Is the population of your com- 
munity 
. Under 2,500 
. 2,500 to 25,000 
. 25,000 to 75,000 
. 75,000 to 250,000 
. 250,000 to 500,000 
F. Over 500,000 


7. If the population of your com- 
munity is under 25,000 are you 
located within 25 miles of a metro- 
politan area? 

8. Is new-car “bootlegging” 
(discount selling to non-fran- 
chised dealers for resale) in your 
area seriously detrimental to your 
business? 

9. Compared with last year has 
“bootlegging” in your area 

A. Increased? 

B. Decreased? 

C. Remained about the same? 

10. Considering all costs and serv- 
icing does the purchaser of a “boot- 
legged” car, in your area, save 
money? 

If the answer to Question 10 was 
yes, in what way does the purchaser 
save money? 

If the answer to Question 10 was 
no, in what way does the purchaser 
lose money? (check one or more) 

A. Purchaser pays more for car? 

B. Purchaser fails to receive war- 
ranty protection? 

C. Purchaser receives car with 
uncertain or false mileage? 

D. Makes provision of adequate 
new-car servicing by dealer diffi- 
cult? 

E. Purchaser pays higher finance 
charge? 

F. Other? 

1l.Is new-car “bootlegging” 
caused primarily by (check one or 
more) 

Vigorous competition? 

. Overproduction ? 

Weak dealers? 

. Too many dealers in territory? 
. Freight differential? 

. Unethical franchised dealers? 
. Lack of territorial security? 

. Pressure from factory to take 
more cars than needed? 

I. Fictitious fleet accounts? 

J. Other? 

12. Are you in favor of legisla- 
tion allowing manufacturers to 
cancel franchises of dealers who 
sell cars to unauthorized persons 
for resale? 

13. Do you feel that such legisla- 
tion would effectively curtail “boot- 
legging”? 

14. Is the freight on delivery of 
new vehicles charged to you 

A. More than the actual cost of 
freight? 

B. Less than the actual cost of 
freight? 

C. Do you know? 

15. Do you feel that dealers should 
be allowed to specify the mode of 
transportation in delivery of new 
cars from factory or assembly 
plants? 

16. Do you feel that the dealer 
should be allowed to pay the actual 
freight cost directly to the carrier 
which delivers his cars? 

17. Are you in favor of elimina- 
tion of “phantom freight”? 

18. Prior to 1950 did you oper- 
ate under a contract which 
allowed manufacturers to impose 
penalties on sales outside your 
franchised territory? That is, did 
you operate under a territorial 
security clause? 

19. Do you favor the return to 
such a system? 

20. Have you any further com- 
ments regarding conditions in the 
automotive industry today? 

There is no requirement that you 
sign this questionnaire. If you care 
to do so, the subcommittee will 
appreciate it, and will not, under 
any circumstances reveal your 
identity. 
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Beauport, Inc., Bankrupt 

OTTAWA. — Beauport Automo- 
biles, Inc., East Beauport, Que., 
has filed notice of bankruptcy in 
court here. Lucien Charest has 
been named trustee. 
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Auction Owner Tells Industry: 





Prices on 56s Key 
To Repossessions 


DETROIT.—Auto auction opera- 
tors, who keep their finger on the 
auto market pulse, say that the 
number of auto repossessions this 
fall may hinge on wHat the manu- 
facturers do about the price of 1956 
models. z 


With new and more costly 
labor contracts and increased 
material costs, many look for in- 
creases on the new models. 

One operator, Gene Waldrep, 
owner of Dixie Auto Auctions, At- 
lanta, and Birmingham, Ala.—in 
Detroit attending the semiannual 
meeting of the National Auto Auc- 
tion Assn.—said: 


“Unless the manufacturers raise 
the 1956 prices considerably, there 
will be the usual severe drop in 
used-car prices, particularly the 
55s. 

“This drop is going to reduce 
the value of an unusually large 
number of new cars below what 
the buyers owe on them because 
of the ‘flaky’ credit offered this 
year. When this happens, a cer- 
tain percentage of these people 
are going to quit paying.” 

A Detroit banker made a similar 
point when he said that ordinarily 
auto paper is about the best a bank 

ean hold because the value of the 
collateral (the car) is usually much 
greater than the amount owed. 

But now, he declared, the time is 
fast approaching when this will not 

be true, at least in a great many 
cases. 

Among other things discussed by 
the auto auction men were meth- 
ods of improving the auctions for 
new and used-car dealers by ex- 
cluding the general public. 

One of the methods of restrict- 
ing auto auctions to dealers and 
their aides is the use of “charge- 
a-plate”—a plan that was unani- 
mously recommended by the 40 
auction operators at the Detroit 
meeting. 

While the public has always been 

prohibited from buying at auctions, 
many auctioneers and dealers are 
troubled by curiosity seekers and 
bargain-huntergs at the wholesale 
auctions. 
’ Waldrep explained the details of 
the charge-a-plates, which serve the 
buying and selling dealers as lapel 
identification cards, as partial credit 
cards and as a means to a gener- 
ally more business-like operation. 

The charge-a- plate carries the 
dealer’s name, his firm name, his 
tax number and other information. 
It can be carried in a wallet. 

After the dealer’s credit has been 
established and he is issued a 
permanent charge-a-plate, the deal- 
er presents his plate at the auction 
grounds, which must be an enclosed 
area. 

The plate is used to stamp the 
dealer’s name on a colored lapel 
identification card, indicating 
that the dealer is a bonafide pur- 
chaser or seller for that day. 

The plate would also be used to 
stamp the dealer’s name on the bill 
of sale for cars he wishes to sell, 
on the bill of sale for cars he buys 
and on the car receipt when he 
takes a car out to test it. 

Each of the two to five points 
where the plates are stamped must 
be equipped with a validating ma- 
chine (cost: $35-$50 each) and 
other equipment furnished by Ad- 
dressograph Co. 

While the charge-a-plate would 
not be a full guarantee for all deal- 
er’s checks, it would jndicate the 
dealer to be a better than average 
risk. If the plan is extended to 
many auctions, it is expected that 
a charge-a-plate approved by one 


Fla. Dealers Meet 
On Oct. 23-25 


MIAMI BEACH. — The Florida 


Automobile Dealers Assn. will hold|_ 


its annual convention here Oct. 23- 
25 at the Sans Souci, Saxony and 
Sea Isle Hotels. 


Buick Deal Chartered 
Superior Buick, Inc., Bossier City, 
La., has been granted a state char- 
ter. 





auction would be usable in other 


auctions. 
Although a few operators said 


the plan would not be workable or || 


necessary at their auctions, the 
plan is now in operation at Wal- 
drep’s auction and several others 
will soon adopt it. 

Also discussed at the meeting 
were these problems: 

1. How to carefully watch the 
credit rating of buyers to reduce 
the incidence of N.S.F. (not suffi- 
cient funds) checks. 

2. How to reduce the costs of 
check insurance. About a third of 
the auctioneers now insure the 
checks themselves. 

3. How to eliminate or identify 
those cars with faulty transmis- 
sions, rear ends or cracked blocks. 

4. How to handle those buyers 
who purchase a car and then 
change their minds after a closer 
inspection of the vehicle. 

5. How to expand the organiza- 
tion’s membership so as to include 
more of the nation’s 175 auction 
operators who do a business of 
about $50 million annually. 

6. The need for a universal title 
law. 

The NAAA membership also ap- 
proved the following code of ethics. 

“1. We will be fair to both seller 
and buyer, and will give both com- 
Plete service, recognizing that both 
are our customers. 

“2. We will protect the owner’s 
interest as we would our own. 

“3. We will be honest and eth- 
ical in all of our dealings with 
customers. 

“4, We will create an atmosphere 
at our place of business which will 
inspire confidence in ourselves and 


-auto auctions generally. 


“5. We will do nothing to bring 
disrepute to the auto auction busi- 
ness. 

“6. We will expose or halt any 
scheme designed to deceive or de- 
fraud sellers or buyers or other 
automobile auctions. 

“7. We will try to keep abreast 
of business conditions and to keep 
informed in all laws and legislative 
matters affecting our business and 
that of our customers in order to 
give intelligent advice and effective 
service. 

“8. We will do everything we 
can to maintain the American 
system of free enterprise. 

“9. We will comply with national, 
state and local laws and rules that 
regulate the conduct of the auto- 
mobile auction business.” 

The next meeting of the organi- 
zation will be in New Orleans in 
February. Carl Marker, Fort 
Wayne, Ind., is president of NAAA. 

—JosePH M. CALLAHAN 





Ford Product Study Pioneers— 





Three Ford engineering staff men who will direct activities of a new advanced 
product study and engineering research office examine a layout of the new building 
which will house their operation. Victor G. Raviolo, left, is director; A. M. Wauters, 
center, is executive engineer, engineering research, and A. L. Haynes, is executive 


engineer, product study. 
* * ~ 


Ford Creates New Office 
For Advanced Research 


DEARBORN.—Ford Motor Co.’s 
engineering staff has announced 
the creation of an advanced prod- 
uct study and engineering research 
office and the erection of a multi- 
million-dollar building here. 

Director of the new office will 
be Victor G. Raviolo, who for- 
merly headed Lincoln-Mercury 
engineering and the company’s 
entire engine program. 

“The development of new and 
better products is the key to future 
business stability and prosperity,” 
said Raviolo. “With these new facil- 
ities and organization, Ford Motor 
Co. will be assured of a leadership 
position in tomorrow’s market. 


“There will be several hundred 
new job opportunities for young 
engineers to do creative work and 
we feel this is a truly exciting chal- 
lenge to everyone of us.” 


The new structure will be known 
as the Scientific Laboratory 
and Research Building. It will 
provide more than 300,000 square 
feet of floor space and is sched- 
uled for completion in 1957. The 
building will be the newest major 
addition to Ford’s Research and 
Engineering Center in Dearborn 
and also will house Engineering 
Staff’s Scientific Laboratory, a 
separate activity concerned with 
basic research. 

The new advanced product study 
and engineering research office will 
incorporate a newly-formed product 

study group, plus the Ford engi- 
neering staff’s present engineering 





=. 
im 
oe 


ed 


Se eee 





Ramblers Get Own Assembly Line— 


Workers rush to complete the installation of a separate assembly line for the 
American Motors’ Rambler at the Kenosha (Wis.) plant. The new facilities, part of the 
company’s $60 million expansion program, will increase Rambler output 60 percent. 
The Rambler, sold by Nash and Hudson dealers, formerly was built on the same line 
as the Ambassador, Statesman, Hornet and Wasp. 


research and advanced vehicles de- 
partments. 

In effect, the product study group 
will be a vast assembly plant of 
ideas where engineers will probe all 
sources of advanced transportation 
information and then create and 
develop new techniques and design 
innovations. 

All automotive advancements re- 
vealed by basic and applied research 
pursuits within and outside of the 
company will be thoroughly exam- 
ined by the product study engineers 
for possible application to all Ford 
products. 

A. L. Haynes, formerly assist- 
ant chief research engineer of 
Ford engineering staff, has been 
named executive engineer, prod- 
uct study. Serving under Haynes 
is G. H. Muller, head of the prod- 
uct study vehicles department, 
and R. A. Pittman, in charge of 
the product study components 
department. 

A. M. Wauters, formerly chief 
research engineer of the Ford engi- 
neering staff, has been appointed 
executive engineer, engineering re- 
search. Serving under Wauters is 
A. C. Bodeau, manager of the 
technical service department, and 
A. E. Cleveland, head of the devel- 
opment department. 

The advanced vehicles depart- 
ment, comprising a third arm of 
the new advanced product study 
and engineering research office, will 
be managed by J. W. French, who 
will be responsible for the design of 
car packages for specific years. 


Crestview Pontiac Moves 


BEVERLY HILLS, Calif.—Crest- 
view Pontiac has moved to larger 
quarters. Morley Kasler is presi- 
dent; Bronson Baker is vice-presi- 
dent and general manager. 








Dealers to Drive 
600 Dodge Trucks 


Home from Plant 


DETROIT. — Approximately 600 
Dodge trucks will be driven home 
by 300 dealers from 17 states next 
Saturday (Sept. 10) in one of the 
largest truck driveaways ever to 
leave Detroit. 

An unusual feature of the affair 
will be a three-day cruise which 
the dealers, their wives, and Dodge 
executives will take from Chicago 
to Port Huron, Mich., after arriv- 
ing in Chicago. 

Five regions are participating in 
the “Power Dome” driveaway, 
which has been given that name 
because V-8 engines power most of 
the 600 trucks. 

Regional truck managers who 
will accompany their dealers in- 
clude: Rolland Swain, Kansas City; 
W. C. Hoffman, Dallas; Keith D. 
Bullock, Denver; E. A. McAdams, 
Minneapolis, and M. N. Eade, 
Omaha. Arrangements for the 
event are being made by T. D. 
Brislin, Southwestern zone truck 
sales manager, and G. D. Guild, 
sales promotion manager of the 
Kansas City truck region. 

Dealers from Utah, Colorado, 
Wyoming, Idaho and other states 
in that area will fly from Salt Lake 
City and Denver to Chicago on 4 
special plane. A special train has 
been chartered to carry dealers 
from Kansas City to Chicago. 

Dodge executives who will meet 
the group in Chicago include K. C. 
Deacon, general manager of trucks; 
William S. Woolsey, assistant to 
Deacon; Edward H. Rice, sales 
manager of trucks; D. A. Geil, dis- 
tribution and special equipment 
manager, and Byron Snowden, of 
the Dodge advertising department. 


GM to Split Cost 
Of Car Loans for 


Driver Training 


DETROIT—A plan whereby 
General Motors will lend financial 
support to its dealers’ program of 
loaning cars to high school driver 
training classes has been announced 
by Harlow H. Curtice, GM presi- 
dent. 

The plan, under which a special 
allowance of $125 will be made to 
dealers for every new car loaned 
by them to schools, is designed to 
help GM dealers meet the growing 
need for high school driver train- 
ing, Curtice said. 

Any GM dealer who loans a new 
car to a high school or board of 
education in his community for 
driver instruction throughout the 
school year will be entitled to the 
allowance. The allowance will help 
offset costs incurred in providing 
special equipment, recondition- 
ing the cars upon return and ab- 
sorbing depreciation. 

The plan will be administered by 
the participating GM car divisions 
—Chevrolet, Pontiac, Oldsmobile, 
Buick—in cooperation with their 
dealers. During the 1954-55 school 
year, more than 4,000 of the 8,000 
driver training cars used in the 
U. S. were loaned by GM dealers, 
Curtice said. 








Dream Cars in Michigan eae 





State Fair Auto Show 


DETROIT. — A million - dollar | ducts daily disc jockey shows from 


auto show, with at least one 1956 
model and several dream cars 
shown for the first time, is a main 
attraction of the 1955 Michigan 
State Fair, which opened here Sept. 


|2 and continues through Sept. 11. 


The auto exhibits feature 117 
units—about 100 cars and the rest 
trucks. 

Chrysler, too, is showing three 
new “idea” or “dream” cars for the 
first time in Detroit. The twin con- 
vertible and hard top, Flight Sweep 
I and Flight Sweep II, and the Fal- 
con, a convertible, previewed in 
New York recently, are making 
their second American appearances. 

A musical, “Chrysler Corp. Sets 
the Stage,” featuring Tex Beneke 
and his orchestra, Crazy Otto and 
the Juggling Carlssons, is given 





daily, while Ross Mulholland con- 


the exhibit. 

Nash dealers of Michigan have 
six cars, Ramblers, Ambassadors, 
Statesmans and Metropolitans in a 
modern garden display which pro- 
vides a pastoral relief to the hustle- 
bustle of fair time. 

GM has an open display of 34 
production passenger cars—Buicks, 
Chevrolets, Pontiacs, Oldsmobiles 
and Cadillacs—as well as six GMC 
trucks of various sizes and powers. 

The Packard Request, a car 
which combines ’55 lines with a 
classic front end design is shown 
for the first time in Detroit. A tor- 
sion level chassis demonstration 
also is part of the exhibit, with 
movies of the suspension action an 
added feature. 

Lincoln will introduce its 1956 
model at the Fair on Sept. 8 but 
meanwhile has 12 cars in the Lin- 
coln and Mercury lines on exhibit. 
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Car, Truck Output Estimates 
By Automotive News 


PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 








Week Week dan. 1 dan, 1 
Ended Samo Ended Total To To 
Sept. 3, Week, Aug. 27, August Sept.4, Sept. 3, 
1955 1954* 1955* Output 1954* 1955 
AMERICAN MOTORS.. .......... ED. ©“ cditesdins 6,927 66,488 123,512 
ee een a 2,115 21,531 39,452 
TRIE ©. ivewipuiseserstiveevetvnn cette eusiavnicn EpDOe  - kevisinues 4,812 44,957 84,060 
CHRYSLER CORP. .... 3,700 60 13,873 67,716 458,876 955,354 
I eseresscznvsadvccescoie - epsencteee GD etter 229 66,728 124,065 
SOD | chcviceveissecucsesevecevind “deatwstes 12 56 677 45,857 89,003 
DOG BO ovcerrsrscssccsccccssvcssses sessecsnse —sasneaeeee 200 9,624 85,754 207,466 
Piymouth ...................... CO eee 13,617 57,186 260,537 534,820 
FORD MOTOR. ............ 4,665 31,829 35,831 169,842 1,221,136 1,498,939 
IEEE» bcccncatoticsnnseresenctsstovins 3,050 27,123 32,578 141,003 1,001,877 1,180,789 
BOGE vssisscesscsecsvcvescovees 850 692 521 2,027 27,600 24,072 
BOM  siesscsssevscsccecessece 765 4,014 2,732 26,812 191,659 294,078 
GENERAL MOTORS .. 76,312 57,325 77,507 353,800 2,056,476 2,838,435 
EG Sanecasictrseogesenvserseses 14,800 10,128 13,164 65,243 380,434 567,486 
GED es cdvesccsevcnssssccnecs 3,205 2,558 3,238 14,780 84,888 111,182 
GCI ovscdcsccarsscniscnsnes 36,000 29,998 35,678 164,225 1,034,183 1,289,760 
Oldsmobile _.................. 11,707 71,967 13,775 58,539 303,481 453,632 
PID | eieisdisdevepsencesseceses 10,600 6,674 11,652 51,013 253,490 416,375 
KAISER MOTORS ....... .......... ne 14,667 6,679 
IED « kcsasdssesbavagdcucuibensss. ceatestel  eveasvicts «(edie i ensrenee 5,803 1,020 
WED ceicesessscsocccncvsscanoere eccevanann Se” Wcin. senebe 8,364 5,659 
GI Es bcdsvcncqresssctin ces 2,520 541 2,376 12,794 74,063 138,801 
BING. isissercerrccvcasescoces sescessoes a 4,459 24,379 53,356 
Studebaker .................. BO ertsetiaes 2,376 8,335 49,684 85,445 
Total Cars, U.S......... 87,197 92,015 129,587 611,079 3,891,706 5,561,720 
*Revised. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan. 1 Jan, 1 
Ended Same Ended Total To To 
Sept. 3, Week, Aug. 27, August Sept. 4, Sept. 3, 
1955 1954* 1955* Output 1954* 1955 
CHEVROLET ................ 8,200 6,225 71,563 36,769 236,834 276,352 
DIAMOND T .................. 125 65 114 542 2,351 3,694 
EID “vacassccinteevetsrinnsecscsses 80 40 80 359 2,233 2,528 
SPIES: accnscicesscosccscssessasses - setbretues 56 1,653 8,097 61,272 71,701 
EY sécnseancscesocxerassoticsoerens 2,227 4,721 4,732 24,834 214,023 246,183 
GMC 1,176 2,024 9,415 56,480 70,054 
INTERNATIONAL 1,433 480 8,620 68,441 91,009 
RII. cicseciodvenjicéetossesemseceecs 375 83 434 1517 4,570 9,920 
SE sic icnsticabisscdbtncnoeracensscseess 125 52 125 519 5,951 3,669 
STUDEBAKER. ............... 480 264 527 1,658 8,615 13,073 
TEETER, © sn pciddswsssocnssssssossease 355 224 359 1,249 1,225 9,427 
MPUMEEIEED  Sessdeisctssiscessansncice 1,725 2,377 1,809 3,054 42,525 50,392 
MISCELLANEOUS ........ 80 64 90 418 4,615 3,460 
Total Trucks, U. S..... 15,962 16,730 19,990 97,051 715,135 851,462 


an nan 


Total Cars, Trucks, 


We Te acta deseitaaseasnceneesions 103,159 108,795 149,577 708,130 4,606,841 6,413,182 
ec sc innsnstcinmeginaen tate 


Total Cars, Trucks, 
Canada 


2,289 


5,053 24,386 291,913 362,296 





Grand Total, 
Cars and Trucks, 


U.S. and Canada....108,459 111,084 154,630 732,516 4,898,754 6,775,478 
en nn 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Federal, etc. 


N.B.: All U. S. totals include cars and trucks for military orders. 





Changeovers Cut Output 
Below Rate Year Ago 


(Continued from Page 1) 


along at a weekly five-day rate of 
76,000 to 77,000—a tempo expected 
to persist through the four-day 
operation of the current holiday- 
shortened week. 

In fact, no buildout of ’55 models 
is scheduled by the GM divisions 
until mid-September. The lapse 
between ’55 and ’56 models will be 
“minimal,” according to a corpora- 
tion spokesman. GM’s three mil- 
lionth car of 1955 is due before its 
changeovers commence. 

* 4 * 
HE output curve was on the 
upgrade for Lincoln, first deliv- 
erer of ’56 models. Mercury’s shut- 
down was expected to allow a more- 
than-usual stepup in Lincoln out- 
turn. 

Studebaker was operating at- its 
steadiest pace in over three months, 
having resolved production-stand- 
ards disputes which caused a spate 
of summer wildcat walkouts. The 
2,520 cars scheduled by Studebaker 
last week enabled the division to 
edge its accumulative 1955 - year 
total past that of Nash. 

Of the suspended producers, 
only Ford plans to boost its vol- 
ume substantially this week as 





56 work gets under way. 

The cutbacks established August 
as the lowest production month of 
1955. An estimated 611,079 cars 
rolled off the lines last month, as 
against 659,813 in July. Last Octo- 
ber, however, when last year’s 
model changes were in full swing, 
only 235,936 cars were built. 

Automotive News’ three-year in- 
dex last week was lower than the 
1952-54 average for the first time 
since the index was begun in Janu- 
ary. The index dropped to 85.4, com- 
pared with 127.9 in the Aug. 27 
week and a 1955 high of 180.3. 

+ x of 


eucs output also lagged behind 
the pace of a year ago last 
week. A combination of a Dodge 
inventory shutdown, Ford model 
changeover and the continuing 
International Harvester strike cut 
last week’s total to an estimated 
15,962 trucks. This compared with 
16,780 in the comparable 1954 week 
and 19,990 in the week of Aug. 27, 
1955. 

Canadian production held steady 
last week at 5,300 cars and trucks. 
American Motors, Chrysler and 
Ford plants were out of production 
pending model changeovers. 











Somerville’s Approach to Be Gradual, Permissive . . . 


Plymouth Split-Up Chief Named — 


(Continued from Page 1) 
out of the corporation’s main 
offices. 

A former dealer and automo- 
tive sales executive, Raymond J. 
McGovern, was named director 
of markets and chief assistant to 
Somerville. McGovern has served 
on Jacobson’s staff for the last 
year. 

Somerville’s successor as Dodge 
sales vice-president is Byron J. 
Nichols, formerly Dodge general 


sales manager. 
* * * 


| genet activity of the new Som- 
erville department, it was 
learned, will be thorough market 
studies in the 
more than 100 
“metropolitan 
areas” in the 
U. S., where 60 
percent of sales 
volume is based. 

Separation vol- 
unteers will be 
sought first and 
the approach 
planned by Som- 
erville and his 
aides will be en- 
tirely gradual and “permissive,” it 
was disclosed. 

Chrysler Corp. hopes to avoid 
high-pressure compulsion in sep- 
arating Plymouth from the Chrys, 
ler, DeSoto and Dodge franchises, 
a spokesman emphasized. This 
approach is said to rule out any 
insistence that a successful and 
satisfied two-line dealer abandon 
Plymouth, 

The choice of Somerville to pilot 
the separation program was direct- 
ly related to the “gradualistic” ap- 
proach with which the dealerships 
will be realigned. Somerville has an 
acquaintance with more Chrysler 
Corp. dealers than anyone else in 
the corporation. 

* 





R. C. Somerville 


* x 

N AN interview with Automotive 

News the day after Chrysler 
Corp. announced the dealer - split 
project, Plymouth 
Sales Vice - Presi- 
dent William J. 
Bird amphasized 
the extended re- 
search given the 
idea by company 
officials. 

“The _ decision 
to announce the 
program at this 
time came on 
short notice,” he 
said, “but years 





W. J. Bird 
of pre-planning and market study 





Western Buyers 
‘See the U.S.A.,’ 
Get a Chevrolet 


FLINT. — The slogan “see the 
U.S.A. in your Chevrolet” is taken 
literally by many who travel here 
to pick up their cars, Chevrolet has 
reported. 

A questionnaire has disclosed that 
visitors in a two-month period had 
traveled an average 2,509 miles to 
take delivery of their new cars, 
Chevrolet said. 

Californians dominated the roster 
with less than half considering it 
a vacation. One out of three made 
the trip alone; one-fourth made it 
a family venture; 10 percent were 
women; 27 percent traveled by rail, 
and 56 percent came by air. 


Hutchins Heads 


Hudson Zone 


DETROIT. — Thomas Hutchins 
has been appointed manager of 
Hudson's Portland (Ore.), zone. He 
will succeed S. D. 
Williams, who 
has been given 
another assign- 
ment. 

Hutchins joined 
Hudson in 1948 as 
business manage- 
ment manager of 
the Portland 
zone. In 1951, he 
—— became assistant 

; zone manager, 
Thomas Hutchins and in 1954 also 
was named special representative, 
serving in two capacities. 











have gone before.” 

The 45-year-old Plymouth ex- 
ecutive assured the nearly 9,800 
dealers who retail his product 
that the dealer’s interest in terms 
of market position will be a fore- 
most factor in determining 
whether a dual setup will be 
divided. 

Bird assured Plymouth dealers 
that the divorcement process, where 
applied, will be gradual and evolu- 
tionary. He noted Chrysler Presi- 
dent L. L. Colbert’s statement that 
no deadline had been fixed for com- 
pleting the program. 

“This is another and important 





Dodge Appoints 
Nichols, Desmond 


Vice-Presidents 


DETROIT.—Dodge last week pro- 
moted both Byron J. Nichols, gen- 
eral sales manager, and Lee F. 





B. J. Nichols L. F. Desmond 


Desmond, assistant to the president, 
to the post of vice-president, ac- 
cording to William C. Newberg, 
president. 

Nichols joined DeSoto in 1940 as 
regional merchandising manager 
and in 1951 became Chicago region- 
al manager. He left DeSoto in 1953 
and in March of this year was 
named Dodge general sales man- 
ager. 

Desmond joined Dodge in 1945 
as district manager and then be- 
came Kansas City regional man- 
ager. He was general sales man- 
ager before assuming his present 
Post. 


- - Classified 


FOR RATES, ETC., 





HELP WANTE D 


Sales Representatives 
Wanted 


To sell and supervise installation and 
operation of unusual merchandising 
program. No competition; franchise 
agreement available. Dealer contact 
experience of automotive background 
in sales or service required. Our sales 
representatives enjoy permanent, dig- 
nified, high income bracket positions. 
Program approved by major automo- 
tive manufacturers and sold interna- 
tionally. Expansion program provides 
immediate openings over the entire 
U. S., Canada and Alaska. 


Eight territories, out of 26, remaining 
to be filled. 


Write Sales Engineering Institute, Inc., 
P.O. Box 150, Detroit Lakes, Minn., giv- 
ing full details and recommendations; 
appointments will be arranged. 





CHEVROLET TRUCK MANAGER, We 
have an unusually attractive proposition 
to offer man who has successfully sold 
trucks. We are located in a good General 
Motors Michigan town of over 50,000. 
Please give resume of experience, age, 
and present earnings. Your correspond- 
ence will be held in strict confidence. 
Box 5313, c/o Automotive News, Detroit 
26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 
Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For our readers who 
wish to protect their identity when an- 
swering box number ads, we suggest 
you send your replies direct to Classified 
Manager, Automotive News. Enclose a 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; 
otherwise it will be forwarded im- 

mediately to the advertiser. 





|phase in the Chrysler Corp. divi- 
| sionalization program,” he declared. 
* * * 
no said he fully expected the 

dealership separation to bolster 
the individual Plymouth retailer’s 
competitive position against com- 
peting dealerships. 

He noted that the presence of 
two or three Plymouth show- 
rooms in a single market area 
had tended to promote intra- 
corporation competition rather 
than business rivalry with the 
Buick, Chevrolet and Ford deal- 
erships nearby. There are cur- 
rently about 3,500 Buick, 6,700 
Ford and 7,500 Chevrolet fran- 
chise-holders. 

However, the Plymouth official 
reminded dealers that exceptions 
to the separation program will be 
granted in cases where, as the Col- 
bert letter stated, “local conditions 
indicate that it would be better to 
continue in whole or in part, the 
existing manner of distribution.” 

That Bird was gladdened by the 
separation announcement was 
plainly evident. 

“It’s a great day for Plymouth,” 
he said. 





Cadillac Plans Hardtop 


Companion to Eldorado 

DETROIT. —A feature of the 
1956 Cadillac line will be a deluxe 
hardtop coupe called the Seville, 
a companion ear to the Eldorado 
convertible, it was learned last 
week. 

It will be marked by the dis- 
tinctive styling of the Eldorado— 
this year the elongated tailfins, 
next year something else — and 
the general plush treatment. 
Another model, the Brougham, 
due to be a super member of the 
Cadillac family and to compete 
with Ford’s forthcoming Conti- 
nental Mark II will be introduced 
some months later than the reg- 
ular 1956 line. : 
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SEE NEXT PAGE am» 


HELP WANTED 


SERVICE MANAGER. A man, preferably 
between the ages of 30-40, with a good 
background. Must be capable of manag- 
ing a large service operation of a Cadil- 
lac-Oldsmobile dealership handling ap- 
proximately 500 new car deliveries yearly, 
located about 100 -miles east of New 
York City. This is an opportunity for a 
permanent position with an organization 
established with a successful record for 
the past 15 years. In reply, give age, 
present connection, present income, past 
experience, family status if married, ad- 
dress and telephone number. Enclose a 
recent photo. All replies will be kept 
strictly confidential. Address Box 5277, 
c/o Automotive News, Detroit 26. 


BUSINESS 
MANAGER 


Preferably between the ages of 30 and 45, 
with good background and capable of assum- 
ing complete responsibility of entire book- 
keeping and accounting department of vol- 
ume new and used car operation in Miami, 
Florida. This is a PERMANENT position with 
an organization of successful record. Please 
give age, present connection, income, educa- 
tion, family status and complete business 
background along with a small photo if avail- 
able. All replies kept strictly confidential. 
Address Box 5316, c/o Automotive News, 
Detroit 26. 





WANTED—GENERAL MANAGER (Ford) 
—This is a rare opportunity. No invest- 
ment required. Owner will be absent from 
dealership city. Your salary will be $1,000 
monthly and I will give you 20% of all 
net profits before income taxes as a 
bonus. I will give you a contract to buy 
me out from proceeds of your bonus. 
This is a volume operation and a gilt 
edge opportunity for the man who can 
qualify. I will need complete details from 
you in the first letter which will be 
treated in a strictly confidential man- 
ner. Box 5299, c/o Automotive News, 
Detroit 26. 


SERVICE MANAGER—Unusua! opportunity 
for young, aggressive, experienced man. 
Very large GM dealership. Must be fully 
qualified. Very good starting salary and 
bonus. Inquiries confidential. Give full 
particulars and snapshot. Box 5276, ¢/o 
Automotive News, Detroit 26. 


“WANT ADS 


(Continued on Page 54) 

















54 AUTOMOTIVE NEWS, SEPTEMBER 5, 1955 
HELP WANTED POSITION WANTED 
ONE OF THE MIDWEST’S largest and BUSINESS MANAGER or office manager. 


most aggressive volume automobile deal- 
ers is completely re-organizing its used 
car department. To meet the increasing 
demand, the sales force must be ex- 
panded, A used car manager is needed 
with the ability to hire and train the 
finest selling organization available. The 
man we're looking for must be of undis- 
Putable character and references with 
proven ability to produce results from 
his men. He must be a company man. 
Neat appearance essential. Age 35-45. No 
limit to earning capacity on our plan of 
operation. Please send complete informa- 
tion in first letter to: Box 5274, c/o Au- 


tomotive News, Detroit 26. 


SALESMEN 





We want automobile salesmen who are inter- 
ested in going all the way—that is to have 


me own dealership and life-time security. 
e, being the world's largest General Mo- 
tors dealers, interested in hiring top- 
notch e the desire to be- 
come dealers, We want men that are good 
automobile salesmen with the desire and de- 
termination to go forward. If you are a top 
Producer and cannot see any immediate 
agree | for advancement where you are, get 
nm touch with me right away. Keep in mind 
that you must be a leading salesman. 


Call or Write Charlie Burnham 
MILNER CHEVROLET 


2500 N. Main Fort Worth, Texas 
Northcliff 8211 











CLASSIFIED WANT ADS 


Reaching an estimated 150,000 
RATES: TWENTY-TWO CENTS 
llc PER WORD. PAYMENT 
and address at 
Tee ae ll ie 


TEN DAYS 


regular rate 


ads ore forwar 


HELP WANTED 


wre 
IN ADVANCE 
Add One Dollar 
ded to 


IN ADVANCE OF PUBLICATION DATE 
WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26 


>| | branche oki 


EACH 


ader PT 


IL 
RD FOR 


PER WO 

OF INSERTION 
Tats 

ned 


Contract 


advertiser, u rok: Display ads 


ah 





HELP WANTED 


ar 
INSERTION 
SSR a ae eee tee 


insertion for 


Nine years’ experience in the General 
Motors accounting and business manage- 
ment field with a large retail dealer in 
the midwest. Plenty of experience in 
other parts of the business besides ac- 
counting. Married, no children, 32 years 
old. Would be interested in the midwest 
or western part of United States. Will be 
able to make a change within a month to 
six weeks. Can give you very high refer- 
ences. Can arrange for an interview. Box 
5320, c/o Automotive News, Detroit 26. 


ke hanes automotive 


i hie 
POSITION WANTED ADS 
may be signed with full name 
Replies to 


CLOSING 


se of a box number 





12 OLDSMOBILE SALESMAN or sales man- 
ager. Young, single. ambitious man, 26, 


eit per column inch 





supplied 


upon request 


MICH 


HELP WANTED 





AUTOMOTIVE SERVICE representative. 
Excellent opportunity with auto importer. 
Must live in New York metropolitan area, 
be free to travel, pleasant personality, 
thorough knowledge of automotive main- 
tenance. Starting salary $4,160 per year 
plus traveling expenses. Write full par- 
ticulars to Box 5302, c/o Automotive 
News, Detroit 26. 


will employ man with either factory or 
dealer experience. Background in fleet 
sales desirable. Some travel involved. 
Salary open. Reply in confidence to Box 
5319, c/o Automotive News, Detroit 26. 


WANTED—GENERAL SALES manager— 
Have opening for a strong general sales 
manager, Ford volume operation with top 
earnings and opportunity to become gen- 
eral manager. Write complete details. 
Box 5300, c/o Automotive News, Detroit 
26. 





WANTED—GENERAL SALES manager— 
Good opportunity for experienced general 
sales manager, volume Lincoln-Mercury 
dealership with splendid remuneration. 
Reply only if experienced. Give full de- 
tails. Box 5301, c/o Automotive News, 
Detroit 26. 





LEADING USED-CAR AUCTIONS 
IN THE NATION 


Frequency Rates: Minimum space, 1 inch on 1 column—Maximum: 5 inches on 2 columas— 
Contact WANT AD DEPT., Automotive News, Detroit 26, Mich. 





MIDDLE ATLANTIO 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David B. Spieiman 
John W. Becker 


AUTO AUCTION 
TIM ANSPACH 
“Midway,” 20 
Albany-Schenectady Road 
ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 








MANHEIM AUTO 
AUCTION 
MANHEIM, PA. 

On Route No. 72—4 Miles Off 

Pa. Turnpike 
10 year continuous operation 
Exclusive dealer auction 
Checks & Titles guaranteed 
Sale every Friday 10:00 A.M. sharp 


Modern Bidg. & Restaurant 
Member of N.U.C.D.A. & N.AAA. 


Phone Manheim 5-2401 











New Jersey's 
Only Original Auction 





EAST NORTH CENTRAL 


WES COON 


AUTO AUCTION 


GRAND RIVER and Telegraph 


. U.S. 16 and 24 
On the outskirts of Detroit, Mich. 


THURSDAY 
At 12:30 P.M. — KE. 1-9694 





HOME OF GUARANTEED 
CHECKS 


MOBILE'S INC. 


Ohie's Largest Automobile Deciers’ 


WHOLESALE AUCTIONS 


COLUMBUS—FRIDAY 
DAYTON—TUESDAY 





DEALERS SAY 
Our greatest dollar values are at 


CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 


Oldest in the Mid-West 
One of the Nation's Best 
Sale Every Tuesday 

12:30 P. M. 


OPEN ALL NIGHT MONDAY 


Phone E 1254 Phone E 5209 
324 West Main Street, Fort Wayne, Indiana 
We Guarantee Checks 
Dealers Only 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


LEBANON AUTO AUCTION, INC, |All Checks Insured by Fidelity Ins. Co. of Tenn. 


On Rovte 22—3 miles west of N. Plainfield 
Sale Every Wednesday at 12 Noon 
Dunelien 2-0915 and Dunellen 2-9849 


NEWEST, MOST MODERN 
IN THE EAST! 


N. A. D. E. 


Natl. Auto Dealers Exchange 


Route 206, Bordentown, N. J. 
Just South of Exit 7, 
New Jersey Turnpike 


Every WED. 11:00 
All checks and titles guaranteed 
Phone AXMINISTER 8-1702 





Your Good Wili—Our Most Valuable Asset 
On U. S. Rovte 20A Phone 9009 








All cars paid for 
the 








EAST NORTH CENTRAL 








GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half ame west of Grandville, 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 








EAST SOUTH CENTRAL 


JOHNSON AUTO AUCTIONS 
LAWRENCEBURG, TENN. 
Every Tuesday 
HUNTSVILLE, ALA. 

Every Friday 
Insured Checks and Titles 











MOUNTAIN STATES 


COLORADO 
AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 
DEALERS ONLY 
Sale Every Monday—11:00 a.m. 
Owners: 

Francis &. Cassell 

Carroll Kopfer 
Phone Denver, SUnset 1-7821 
Wire Colorade Aute Auction FAX 
Denver, Colo. 





Auctioneers: 
Colonels Johnny Wood and Dean Davis 
our own check through 


First National Bank of Englewood. 


Crossroads 


- . . where they meet... buyers 
and sellers . . . 


new and used-car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 

You will reach both groups through 
an ad in Automotive News. 








EAST NORTH CENTRAL 


Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 
Conveniently located % mile from Detroit City Limits 
TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. $. ROUTE 25) 
MELVINDALE, MICHIGAN 


Fidelity Insured Checks 


Phone Dunkirk 3-0150 





SALES MANAGER—FORD dealer, estab- 
lished over 30 years in the second largest 
city of the eastern United States selling 
1500 to 2000 new units annually, needs 
an experienced, aggressive man to take 
complete charge of new car and truck 
sales. Salary and bonus to the right man 
who wants permanent employment. Give 
complete history over past 10 years, age 
and family status. Furnish phone num- 
ber and a recent snapshot. All replies 
strictly confidential. Box 5303, c/o Auto- 
motive News, Detroit 26. 


POSITION 


To encourage this 


WANTED 


ar-PS thie bil ee 
benefit of those seeking employment, 
Wanted Ads are accepted at 
rates, namely Tle ‘per 
$1.00 per in- 
Cash 
CT Ab 


Position 
half regular 
word for each 
use of a box number 
in advance. (Half-rate does not 
to display ads in this section.) 


insertion 


PT eit Mis 


SALES MANAGER—Age 28, desires posi- 
tion with one of ‘‘Big Three.’’ Good au- 
tomotive retailing background, Experi- 
enced in training and directing sales 
staff. Also in appraising new and used 
cars. Employed at present as new and 
used car sales manager by 150 to 200 car 
dealership. Can furnish references as a 
good producer. Available for immediate 
employment. Prefer location in Va., North 
or South Carolina. Write Box 5315, c/o 
Automotive News, Detroit 26. 


GENERAL MANAGER—Truck sales execu- 
tive, graduate accountant, 21 years’ ex- 
perience dealership and factory branch 
management. Employed, age 43, family. 
Consider management smaller deal or 
owner's man-Friday. Box 5304, c/o Auto- 
motive News, Detroit 26. 


SALES OR GENERAL MANAGER. Under 
35, ten years’ factory and retail sales 
experience with outstanding record you 
can check, Strong, reliable merchandiser 
rendering volume with profit. Seek posi- 
tion ‘‘Big Two’’ dealership, southeastern 
States. Box 5252, c/o Automotive News, 
Detroit 26. 


YOUNG MAN (33) wants job as General 
Manager with progressive auto dealer in 
the Southeast. Three years sales man- 
ager, two years independent used car 
dealer. Some college. Excellent business 
references. Will relocate for job assuring 
$10,000 per year. Post Office Box 6237, 
Jacksonville 5, Fla. 


FULL CHARGE BOOKKEEPER, Office 
Manager. Graduate accountant. Satisfac- 
tory qualifications and references. Will 
relocate. Box 5314, c/o Automotive News, 
Detroit 26. 




















desires position with volume Oldsmobile 
dealer. Experienced with Olds product 
since 1949. Knows the automobile busi- 
ness. Now employed with local Cadillac- 
Olds dealer. Excellent references. Will go 
anywhere for right proposition. R. H. 
Keller, 206 Carolina Ave., Orangeburg, 
8S. C., Phone 2344-M, 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING FORD — Cen- 
tral Wisconsin resort center. Permanent 
population 10,000. A 135 car potential 
did a $720,000 gross in 1954. Full service 
and parts facilities plus body shop and 
paint room. Under $35,000, so act now 
because this won’t last. Owner has other 
interests. Bildsten Motors, Baraboo, Wis. 
Tel. 81. 


FOR SALE BY OWNER—Dealership han- 
dling DeSoto-Plymouth. Urban and metro- 
politan area of Detroit, Mich. Upwards of 
400 units. Must qualify Chrysler Corpora- 
tion franchise. Excellent opportunity for 
aggressive man. Old established firm. 
Complete parts and accessories, signs, 
equipment, and used car lot signs and 
equipment. $35,000. Good lease with op- 
tions. Replies strictly confidential. Box 
5321, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING MERCURY 
within vicinity of Chicago on main high- 
way. Building, 7,025 square feet—4-car 
showroom. Customer parking lot 110’ x 
190’. Used car lot 90’ x 190’. Sell or lease 
building. Terms can be arranged. Box 
5322, c/o Automotive News, Detroit 26. 


DEALERSHIP NOW HANDLING Stude- 
baker and Nash, 120 car potential, grow- 
ing south Texas city of 60,000. Owner 
has other interests. Stock and equipment 
approximately $18,500. Fine modern 
building, centrally located, lease avail- 
able. Box 5286, c/o Automotive News, 
Detroit 26. : 


HANDLING DODGE-PLYMOUTH. Finest 
location in Philadelphia, Pennsylvania 
area. City block of frontage. Modern 
building. Successfully retailing 400-500 
new cars and 700-800 used cars annually. 
Sell or lease building. Sell equipment. No 
blue sky. Principals only. Factory ap- 
proval required. Investigate this real 
opportunity. Box 5309, c/o Automotive 
News, Detroit 26. 


DUAL DEALERSHIP now handling Chev- 
rolet and Buick. In a growing county 
seat town in the midwest. Twenty years 
in the business, and selling on account 
of health. Part down, balance on terms. 
Box 5310, c/o Automotive News, Detroit 
26. 


DEALERSHIP HANDLING FORD. Fast 
growing town in the uranium country. 
Present rate 90 units. Well equipped and 
manned for purchaser who can qualify 
financially and otherwise with factory. 
Required cash—$40.000. Box 5311, c/o 
Automotive News, Detroit 26. 


DEALERSHIP HANDLING DeSOTO- 
Plymouth in southern Calif. Old estab- 
lished deal, No used cars or accounts 
receivable. Satisfactory lease. Approxi- 
mately $10.000 will handle. Box 5312, 
c/o Automotive News, Detroit 26. 




















HELP WANTED 


BUSINESS MANAGEMENT 
OPPORTUNITY 


Experienced business management specialist in dealer 
contact or staff sales planning. Attractive opportunity 
with new division of a leading automobile manufac- 


turer. Apply to: 


Special Products Division 
Ford Motor Company 
P.O. Box 637 

Dearborn, Michigan 








OUTSTANDING OPPORTUNITY 


In auto finance field for men qualified as 


DISTRICT MANAGERS 

BRANCH MANAGERS 

SALES SUPERVISORS 
OPERATIONS SUPERVISORS 


Rapidly expanding national finance company has open- 
ings for men interested in positions with unlimited 
future. Salary range open, depending on qualifications. 
Complete employe benefits include Incentive Bonus 
Plan, Profit-Sharing, and Retirement Program. 


Box 5269, c/o Automotive News, Detroit 26 
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DEALERSHIPS AVAILABLE 





DEALERSHIP WANTED 


DEALERSHIP LOCATED IN large indus- | WISH TO PURCHASE FORD or GM deal- 


trial city in Ohio handling Dodge and 
Plymouth. Doing close to one million 
doliars worth of business per year. Will 
sell building, land and parts inventory 
or parts inventory and lease building on 
long term lease. Large modern building, 
2000 square feet of show room on main 
highways. Large blacktopped used car 
lot adjoining building. Fully equipped 
service shop. An excellent-going business. 
Selling due to ill health. All replies 
strictly confidential. Reply Box 5273, c/o 
Automotive News, Detroit 26. 


eet 

AGENCY NOW HANDLING DeSOTO- 
PLYMOUTH. 2 acres, lovely 4-bedroom 
gentlemen’s modern home, landscaped, 
flowers, shade, chain-fenced. On highway 
in Maryland, 30 miles from D. C. 180 foot 
showroom, 60-30 body shop, 11 stall 
garage, 5 safes, office accessories, tools. 
John Burdoft, 13318 Colesville Rd., Silver 
Spring, Md. Call Evergreen 4-3846. 


BARGAIN — BIG 3 dealership in central 
Ohio. For small cash outlay, can you use 
$225,000 tax carry forward? Building, 
operating facilities available; lease or 
buy, if desired. Principals only contact 
B. Hamm, Hudson 8-3924, Columbus, 

Ohio. 


DEALERSHIP HANDLING Lincoln - Mer- 
cury. Urban and metropolitan trading 
area with population over 100,000 adja- 
cent to Boston. Stock (obsolescence writ- 
ten off) and equipment (after deprecia- 
tion) only $25,000. New unit sales run- 
ning 250 with potential well above this. 
Excellent used car market. Replies con- 
fidential. Box 5285, c/o Automotive News, 
Detroit 26. 








ership in New Jersey—150-200 car con- 
tract preferred. Will buy or lease present 
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; SHOP EQUIPMENT FOR SALE MISCELLANEOUS 
wassorted colors. 140 2 xis" etripe | 
As the Result of Terminati stitched ; Flutter 
approval. Box B U ' Cc K P A R T S Our Kaiser-Willys “ better, last longer. Only’ $5.08 ber string. 


facilities. Have factory 
5308, c/o Automotive News, Detroit 26. 


BUSINESS OPPORTUNITIES 


DISTRIBUTOR 


For automatic tire puncture sealant in 
several large-area territories, Product is 
equally effective in sealing punctures in 
tube or tubeless tires. li not throw 


wheel out of balance and lasts for life of 
tire. Non-rubber base. Large truck and 
passenger car market through dealers. A 


long-profit line with national advertising 
program, showing exceptional repeat 
values for the distributor. Strong sales 
background and moderate merchandise 
inventory investment required. Address 


PERA PRODUCTS INC. 
Box 849, Corvallis, Ore. 
14700 Grandmont Detroit 27, Mich. 





AMAZING MIST-MASTER anti-fog cloth 
keeps windshields, windows clear of con- 
densation. Dealer discounts available. Big 
profits! Send for test sample. $1.00 post- 
paid. Guaranteed. Burnie, 1818 A West 
Haskell, Tulsa, Okla. 


GAS STATION—(Socony). Pumping 70,000 


gallons yearly. Profitable service garage 
with building and 6-room home also food 
market. Grossing all told—$40,000. Will 


sacrifice—$27,000. Rendlog Sales Co., 1775 


Broadway, New York City. PL 7-5345. 









Distributorship for the 


All Other GM Parts Also 
State of Ohio 











UP TO 50% DISCOUNT te ere lenhditing the tellowt 
ing lowing: ‘ 
speciel Phone Orders || $ ite dea snd cessor" |OUR NEW MODEL 
Fast—Direct—C.0.D. Service 2 Leather couches 
10 Showroom upholstered chairs 
SAME-DAY DELIVERY 3 Aang mac TOW BA R $ 
seuss Get a Maven, at toe 2 cheek Wolters LEAD IN SALES... 
sonable extra cost. | ein Sean Vievstioer VALUE AND... 
ar nian & 
GORDON BUICK 10 Steal mechanics work benches PERFORMANCE 
Largest Buick Parts Dealer in U.S. || 50 stosl anoletive parts bins Meet 1.C.C. Requirements 
1000 S. Wabash Ave., Chicago, Ill. || 3 Yyashomobile | 
Phone WAbash 2-1030 1 Black Hawk Porto-Power Unit MOTO-MATIC 
1 Used car sales office—10 x 20 











PARTS WANTED 


TOW + GUIDE 
and 


BRAKE-MOBILE 


Toledo, Ohio 





G.I. & CIVILIAN 
SURPLUS PARTS for | 
FORD, CHEVROLET & GMC 
TRUCKS WANTED 
AUTOMOTIVE PARTS CO. 
614 West Sist St. New York 19, N. Y. 
JUdson 6-4941; 4948 





TOW « PILOT 


with Automatic Brake 


Cannot Be Matched 
At Any Price 





MUST SELL 


Cc Paint & Bu Equi 
omplete Paint & Bumping Equip- 


Practically new Weaver Front 












HANDLING 
PONTIAC 
Old established 300-350 car dealership in one 
of Ohio's lar single dealer points. New, 
modern build oa, ey equipped. 1955 salary 
and profits—$é, per month. Parts, acces- 
sories, supplies and equipment—$60,000. Lease 


WANTED 


FLEET MINDED DEALERS 


on i . ng factory approval.|| We wish to represent a group of dealers 
Replies held con ial. s in all parts of the nation. Each dealer 
Box , c/o Automotive News, Detroit 26/] wii be given positive fleet representation 


at rock-bottom cost. We offer 10 years of 
solid fleet experience and hard-hitting 
national sales program. 


Reply to Box 5317, c/o Automotive News, 
Detroit 26. 





DEALERSHIP HANDLING one of “Big 
Three’’ in central Pennsylvania. Excei- 
lent lease in new building. Inventories 
and equipment $30,000. In full operation. 
Box 5287, c/o Automotive News, Detroit 
26. 


FOR SALE—BY OWNER. Dealership han- 
dling Dodge-Plymouth, Suitable building 
and lease, Harry Shonkwiler, Watseka, 
Il. 





BUSINESS FOR SALE 


AUTO WRECKING BUSINESS new and 
used parts, located busy U. 8. highway. 
Going business, will sell or lease. Box 
5318, c/o Automotive News, Detroit 26. 


DEALER SERVICES 


DEALERS 


Move Those USED CARS 


Our “Modern USED CAR SALES PLAN” 
will do it. 


DEALERSHIP WANTED 


WILL PURCHASE General Motors, Ford 
or Chrysler product dealership, any size, 
southeastern or southwestern coast of 
Florida. Lease building or will buy. All 
cash; consider paying some biue sky for 
desirable dealership. Factory approval 
already assured. Box 5323, c/o Auto- 
motive News, Detroit 26. 


CADILLAC OR CADILLAC combination 
dealership desired. Cash available for 
immediate transaction, Replies strictly 
confidential. Box 5305, c/o Automotive 
News, Detroit 26. 


AM INTERESTED IN investing in Chev- 
rolet dealership, 100 to 200 units per 
year in Georgia or Florida, with option 
to purchase completely over a period of 
time. Have complete Chevrolet experience. 
All replies will be answered and kept 
confidential. Box 5306, c/o Automotive 
News, Detroit 26. 


WILL PURCHASE GM or Ford dealership 
—single or dual, 150 to 400 car potential. 
Have ample capital and successful deal- 





Results guaranteed or all your money back. 
Only $5.00 postpaid. 


SALES DEVELOPMENT CO. 
Box 150 Ithaca, N. Y. 











WANTED—USED PARTS. Radiator, 1928 
Chevrolet. Gray-White Chevrolet, Hills- 
dale, Mich. 


CARS FOR SALE 


“‘DEALERS”’ 


Selling 1 - 200 
1953 - 1954 
4-DOOR SEDANS 


Fords—Chevrolets— 


Plymouths 
"EX - TAXIS" 


Contact Dick Hunt 
RED CAB, INC. 


2020 N. ILL. WA, 6-4587 
Indiana 


ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW— LOWEST PRICES EVER 


1951-1952 















End Alignment Equipment 
Parts Bins 
Two 5 H.P. Air Compressors 
All types of shop equipment 
COME IN & GET A BARGAIN 


TEAL BROS. 


7641 Gratiot Ave., Detroit 





Write Today for 
Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The Industry” 
Since 1939 















SHOP EQUIPMENT WANTED 
WANTED—AUTO PARTS bins. Only late 
style Borroughs considered. State best 
price and condition in first reply. Box 
5263. c/o Automotive News, Detroit 26. 

ANTIQUE CARS FOR SALE 
1930 CHRYSLER, model 70 touring car in 
good running condition. Make offer over 





For Quick Results 
Use Automotive News 








1953 PLYMOUTH 


Ex-Taxis 


$3 7500 


* New Paint * Good Motors 


ership record assuring factory approval. 
Prefer Ohio or adjacent states but will 
consider any location. Replies will be held 
confidential and answered. Box 5307, c/o 
Automotive News, Detroit 26. 


INVENTORY SERVICE 


Parts and Accessories 








Plymouths — Fords — Chevrolets 
1 te 500 


MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 


* Upholstery New * Heater 
* Five New Tires 


CERTIFIED REPORTS = 





EXCESS SHOP EQUIPMENT ? 


Why not sell that extra equipment now 
standing idle in your shop? 


An advertisement in this section is the 
answer! 


AUTOMOTIVE NEWS 


Full time experts. No pick-up part time help. 
SAVE MONEY 


Call or write for service details 
Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 


PLYMOUTH SEDANS 
250 Units For Sale 


TAXICABS — BEING REPLACED DAILY BY NEW 
Upholstery Like New—Covered with Leatherette 
Bodies — Motors — Top Condition 
Priced Fraction of N.A.D.A. Loan Value 


PHONE - WIRE - WRITE 


SID LAVENE 


—JOHN BARTRAM HOTEL—PHILADELPHIA, PA.— 
PHONE KINGSLEY 6-1100 


OR 
THRIFT MOTORS, INC. 


2654 DELAWARE AVE., BUFFALO, N. Y. 
PHONE VICTORIA 8344 








PHILADELPHIA 43, PA, 
SARATOGA 7-2300 








SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a large number of 
1953 and 1954 fleet leased cars. Many 
makes and body styles. We can deliver 
most locations. Phone or write for infor- 
mation. 


Robinson Auto Rental Div. 
229 S$. Hanson St. Philadelphia, Pa. 


1. E. Spatig, Used Car Manager 
Sherwood 8-1500 





CARS WANTED 


CADILLAC, CHRYSLER, DeSOTO eight 
passengers wanted. Cash or liberal allow- 
ance. Sharp late models. McClintock- 
ee Phone IV _ 7-5046, Lansing. 

ich. 


TRUCKS FOR SALE 


14 GMC DIESEL TRACTORS. Model 750, 
with 471 cu. in. motors, 5 speed Spicer 
trans. 20,000 Ib. rear end, with 10.00x20 
tires, 55 mi. hour road speed. Equipped 
for the road and in excellent condition. 
1948 through 1952 models. Priced from 
$1,500 to $3,500. All from one owner and 
will be sold as a fleet or separately. 
Write or call Mac Dermody, Dermody 
White Truck Co., 124 Ionia 8. W., Grand 
Rapids, Mich. GL, 1-2529. 


1950 MODEL 34-foot Whitehead Kales auto 
transport trailers, vacuum brakes and 
doors. Two at $1,000 each. Ralph Carnes, 
Comanche, Texas. 


BUSES WANTED 


WILL BUY USED school buses—36 to 66 
passengers. One or twenty, also airpor- 
ters. Dealer, Box 5324, c/o Automotive 
News, Detroit 26. 










Reduced price for 5 or more 


JAMES F. WATERS, INC. 


33-10 Queens Blvd., L.I.C. STillwell 6-3300 











ee 


New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [J 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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i OU Can Conelere 


to your truck profits, 


lai ae 


INTERNATIONAL has led the heavy-duty field for 23 straight years 


The INTERNATIONAL Dealer is in an 
enviable position to make truck sales 
and reap truck profits, 

He enjoys the advantage of repeat 
sales to operators who have made INTER- 
NATIONAL first choice in the heavy-duty 
field for 23 straight years . . . first choice 
in the six-wheel field for 20 straight 
years ... first choice in the multi-stop 
delivery field for 17 straight years. And 


international Harvester Builds McCORMICK® Farm Equipment and FARMALL® Tractors...Motor Trucks...Industrial Power...Refrigerators and Freezers 
Watch “The Halls of Ivy,” with Ronald Colman and Benita Hume, CBS-TV, Tuesdays, 8:30 p.m., EST 


Bs Vel 


he has an ever-expanding circle of 
new buyers brought to him by these 
INTERNATIONAL Owners. 

In addition, he has every other pos- 
sibility for profit. Every truck owner is 
his prospect because he offers the 
world’s most complete truck line—200 
basic models from %-ton to 90,000 
pounds GVW — 32 engines, in widest 
choice of gasoline, LPG, and diesel 


power — wheelbases, transmissions and 
axle ratios for every need. 

Franchises are available in a few 
choice locations. If you are interested in 
making extra profits from trucks, write 
the nearest INTERNATIONAL District 
Office, or: 


INTERNATIONAL HARVESTER COMPANY 
180 N. Michigan Avenue ¢ Chicago 1, Illinois 


TRUCKS 


Standard of the Highway 
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